


MAGNETIC 
MERCHANDISING 


by EAGLE 


Here are just three 

of the reasons why 

you ll make more money 

with Eagle. A dramatic 4- 

piece window display present- 

ing popular Eagle sellers in full 

natural colors. An outstanding all- 

metal padlock display board with eye-and- 
buy appeal. A cabinet lock sales maker with 


a real merchandising wallop. And all three are de- 
V7? signed to attract customers and step up sales for you. 
America’s FIRST Lockmakers - Since 1833 
EAGLE INDUSTRIES, INC. Subsidiory of Bowser, Inc. 110 North Franklin Street, Chicago 6, Ill. 


National Sales Representative of The Eagle Lock Company 











y an Meoar face — from a grateful buyer of any 
available brush, to the discerning purchaser of 
brushes of -his own choice ... Now, as always, 
Wooster Brusnes — both nylon and pure bristle 
— continue to be preferred by the better Painters. 


WOOSTER F355} BRUSHES & a 


THE WOOSTER BRUSH CO. © WOOSTER, OHIO 
BRUSH MANUFACTURERS SINCE 1851 — THRU 4 WARS 
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With Men Who Know Locks Best.. 
What Lock Rates No.1? g 


040 “ONE ARM" 
SPRINGLATCH 


YALE 


THE YALE & TOWNE MANUFACTURING COMPANY 


STAMFORD - CONNECTICUT: U.S.A. 
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We manufacture a complete line of fishing, hunting, pocket 
and pen knives. They are made of the finest materials by 
skilled workmen experienced in making quality cutlery. Prompt 
delivery. Popularly priced. Write for Catalogue No. 80. 


QUEEN CUTLERY COMPANY 


47 EAST 34TH STREET, NEW YORK 16, N. Y. 
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Double Boiler 
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Bottle Sterilizer 


Training Chamber 


Every piece in the ‘‘Baby-Dear’’ line is heavy, criple-coated 
enamelware—the choice of many doctors and hospitals for a 
completely sanitary utensil to be used where absolute cleanliness 
must be maintained at all times for the preservation of health. 
Each “‘Baby-Dear’’ piece is carefully designed for convenience, 
éasy cleaning and complete satisfaction. The china-like finish 
of the triple-coated enameled ware assures long, dependable 
service and is stain resistant. Ask your jobber or write direct. 


FEDERAL ENAMELING & STAMPING COMPANY 


Pittsburgh, Pa., U. S. A. 


“World's Largest Manufacturer 
of Porcelain Enameled Kitchenware” 
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SELLING CONTACTS WORKING “+ 


FOR YOU THIS FALL! 
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39,600,000 reader impressions 36,000,000 reader impressions 32,800,000 reader impressions 33,600,000 reader impressions 26,400,000 reader impressions 
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18,524,000 reader impressions 15,624,000 reader impressions 26,680,000 reader impressions 12,004,000 reader impressions 11,600,000 reader impressions 


“AMERICAN Re 
| {| , gas 
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Here’s how to 


4 solid months (September through December) make them work 
10 national Magazines com nom | o> am 


for you locally! 


Total 40 full-color advertisements | ...:inrtctec2 
: Free mat service—including 

(or 252,832,000 reader impressions) all kinds, shapes and sizes 

of advertisements for Nairn 


Linoleum, Congowall and 
Congoleum—just completed. 


Use tested radio commercial 
& scripts...plus 18 exciting 
INC. new dramatic one-minute 
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KEARNY, WJ. programs, on records...FREE! 
Ask your Congoleum- 
mahino if Corgan, Congr Mair, Linalan, Nairn representative. 
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THE SATURDAY EVENING 





impressions 


impressions 


Frankly, our own success story sometimes amazes 
0 even us. It had to happen, but we had no idea that 
: so many people would find out so quickly what 


ork we’ve known all along—that only the unique Dear- 
born line offered the revolutionary features the pub- 
] lic really wanted and hoped for in a gas heater. But 
find it out they did . . . and they put cash on the line 

y! to prove it! 


Now we're plowing a lot of that cash back into the 
Dearborn line, to put the Dearborn before new mil- 





rage of 
er ads. lions of people. For a big start, this full-color, full- 
cluding page ad in the Saturday Evening Post—the biggest 
d sizes gun in advertising today—will reach eleven million 
t Nairn people. On the heels of this (which to our knowl- 
all and edge is the first full-color, full-page gas space heater 
pleted. ad ever run in the Post) will follow a bang-up six 
: months’ campaign of consumer advertising—which 
ee will send a lot more heater hunters to Dearborn 
minute dealers. STOVE COMPANY 
-FREE! We're laying it on the line—don’t miss getting your 1700 West Commerce ¢ Dallas, Texas 
»leum- share of the results. BRANCH OFFICES: Suite 1490 Merchandise Mart, Chicago 
tative. 3625 South Grand Avenue, Los Angeles 





JULY 31, 1947 











is for its smokeless 
‘Nesco burner... 
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is for its Scientific 
spacing... 





is for Control 
thats superfine... 


vA is for its Oven 
indicator... 
and an Oven that 
makes baking dreams 
come true... 





Put them all together, 
they spell NESCO... 

The range that leads 
- the field for profits, too! 




















is for its Elegant == | 
2 design... det 















FAMOUS NESCO SHORT-CHIM- 
NEY BURNER actually generates 
its own gas, burns with clean blue 
flame focused directly on the 
utensil. No smoke, soot or smell. 
Wide temperature range. 


UP-TO-THE-MINUTE STYLING 
ond careful craftsmanship give 
Nesco stoves ond ranges a smart. 
modern appearance. And the 
durable porcelain-on-stee! sur- 
faces are as easy to clean as they 


are beautiful 


CONVENIENTLY SPACED BURN- 
ERS. Burners are scientifically 
spaced, 10'2” between centers, 
to permit full flame coverage of 3 
large utensils. Fuel tank is easily 


accessible from top. 


ELBOW ACTION CONTROLS. 
Nesco burners are regulated by 
the exclusive elbow~-action con- 
trols that provide fine flame ad- 
justment. No ratchets, cogs, gears 
or cams. Positive, dependable. 


OVEN HEAT INDICATOR. Accu- 
rate oven heat indicator gives 
user the interior temperature ot 
all times. indicator has bright 
chromium frame and plain, easy- 
to-read numerals, 


ROOMY, HEAVILY INSULATED 
OVEN measures 1612” x 12%” 
x 18%”, large enough to hold 
big roasters. Heavily insulated 
with gloss vrool to save fuel and 
keep the kitchen coo! 


HARDWARE 


Rite er hae Waves, VERT . 
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STYLING 
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BUILT BY 
THE MAKERS OF 
ALL-METAL 
fe) / ; 
aes. yeni oe SENSATIONALLY NEW! Offers for the first time a/l 
me dig HOUSEH . : | the features of convenience, safety and durability your 
seid oaks sTOOLS A customers have been demanding for years. All-metal 
im. gears construction and one-piece tubular frames last a life- 
ndoble. time. No wood to warp, splinter or work loose. 
SAFER TO USE! Rigid, top-hinged assembly. Self- 
locking brace holds ladder securely—open or closed. 
Par Rubber grips on base prevent slipping—protect floors 
» gives and rugs. Heavily embossed “traction tips’ on each 
ture ot extra-wide step grip the feet and assure safer footing. 
bright Large, flanged work tray—hinged at top of frame— 
/easy- ala lifts and locks in the most accessible position. Dis- 
tance between steps diminishes gradually from bot- 
tom to top. Frames flared at bottom and “tapered to 
top” for more even weight distribution. No sharp 
ae edges to catch clothes or hose. 
%y” 
held SELLS ON SIGHT! Four fast-selling sizes: four, five, 
lated six and seven steps. Durably finished in wear and 
tome weather-resistant aluminum paint, with easy-to-clean 










MORE 


compact red enamel on steps. Priced to sell—priced for profit. 






only 5¥2 inches HAMILTON MANUFACTURING CORPORATION 
COLUMBUS, INDIANA 


The Leading Manufacturer of Household Stools 





across 
when folded 
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Hamilton Manufacturing Corporation ! 

Columbus, Indiana | 

Gentlemen: Please send me complete in- | 

formation and prices on [] COSCO All- | 

Metal Stepladders [) COSCO AIlI-Metal | 

Stools. | 

| 

a | 

| 

ADDRESS es | 
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Immediate delivery Quick sales 


WING -A'Way 


CAN OPENER 


Check these features: _the Edge 

e Gears, cutting disc, and drive shaft are float- easy try 
ing, assuring longer life. This gives SWING- pti wt 
A-WAY resiliency to cut even a damaged can Siacenatey 
without springing the can opener. 


No. 519 (1 
e Only SWING-A-WAY is operated in three 
positions. 


Prove 









e Opener made of highest grade cold-rolled 
steel. 


e Hardened external bearings resist wear. 
e Smooth finish throughout. 


e Positive lever-lock. No accidental drop- 
ping of can. 


e Cutting and feeding mechanism made of 
heat-treated manganese steel. 





Syncro-Mesh 
ees = Gears is—end 


“4 M 








XN mat OF tune This exclusive feature prevents sticking or freez- 
“= Guaranteed by ing of cutting disc, maintains proper cutter 
Good Housekeeping speed ratio, and helps to make SWING-A-WAY 

2°r 45 aovranste ia 






the greatest value on the market. 


No. 507 (12 to carton) Weight 15% Ibs. 
Retail Price $2.25 


STEEL PRODUCTS 


MANUFACTURING CO. 


4100 BECK AVE., ST. LOUIS 6, MO. 


Creators of 


SwinG-A-WaAy 


The original swing-type can opener KITCHEN PRODUCTS 


les 


re float- 
SWING- 
ged can 





n three 


freez- 
cutter 
-WAY 


Ibs. 


Proved performance 





Here's a new fast-selling SWING-A-WAY kitchen product 
—the Edgemaster Knife Sharpener. This winner makes an 
easy tie-in sale with the SWING-A-WAY Can Opener and 
the SWING-A-WAY Jar Opener. Now the housewife can 
sharpen her own cutlery quickly, safely, surely. Order 
Edgemaster for extra profits. 


No. 519 (12 to carton) Weight 16 Ibs. Retail Price $2.45 


Another “must” for a happy kitchen 


The SWING-A-WAY Jar Opener and Closer opens the way 
to new sales. It is simple, sturdy, fast. Opens screw-on and 
pry-up cap jars. Opens the way to other SWING-A-WAY 
sales—and quick added profits for you. 


No. 510 (12 to carton) Weight 12% Ibs. Retail Price $1.50 


All SWING-A-WAY kitchen products have 
extensive and effective national advertising 
support. 

Order from your SWING-A-WAY District Representative or 
communicate with SWING-A-WAY Headquarters. 
DISTRICT REPRESENTATIVES: 


TODD BROTHERS FRANK S. HOWARD 


Merchandise Mart 826 K. of P. Bldg. 
606 Field St., Dallas, Tex. Indianapolis, Indiana 


S. T. WILLIAMS H. W. REINWALD CO. 
220 Fifth Ave., New York, N. Y. 2266 Bellfield Ave. 


L. S. GERSHON & SON Cleveland 6, Ohio 


Merchandise Mart T. J. RILEY 
Kansas City, Missouri 516 Book Bldg. 


L. G. FISKE co. Detroit, Mich. 
707 S. Broadway 
los Angeles, Calif. 
and 
778 Natoma St. 
San Francisco, Calif. 


F. P. Mc MORROW CO. 
459 Hippodrome Bldg. 
Cleveland, Ohio 


TED SWARTZBAUGH & ASSOCIATES 
REID H. COX & CO. 1496-98 Merchandise Mart 
276 Peachtree St., Atlanto, Ga. Chicago, Illinois 


5 ; F 
| TI ; fl REG. U. S. PAT. OFF. 





KNIFE SHARPENER 


JAR OPENER 
CA AND 
i 3 og eh 3 
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STEEL PRODUCTS 


MANUFACTURING CO. 


4100 BECK AVE., ST. LOUIS 6, MO. 








COMPACT! 


Five spring capacities ... One size 
case for all capacities. 


SHENTS 


Hydraulic dual valving . . . one 
controls door speed to 10° of clos- 
ing . . . other controls for firm, 
silent latching. 


FULL SWINE / 


Standard equipment arm for 90° 
or 180° door swing . . . Built-in, 
automatic hold-open device for 18 


— points between 0 and Th e RUSSW! W 400” 
PRECISION! can be Y/KHAUL MW PULD 


Every part ... rack, pinion, cylin- 
der, pi je hi ith tanh”? 
onl: gate —- os All the well-known advantages of the “400” Door 


greatest precision. Ball bearing 
supported. Leakproof plus mini- Closer are still there. It’s still the one door closer 


mum friction for lifetime service. that you can put on and forget for years. No other 


door closer approaches it in appearance, perform- 


P, R EF ERRE. D/ ance and range of applications. 


Widely used on modern, streamline But mow the “400” can be surface applied. No 


trains and on steamships — instal- a 
lations that ruin most door closers. mortise is needed. You can now add to trouble-free 


Its ability to outperform: other icati 
as an tae Gee dee door control . . . ease of application. 
commercial buildings has made it Write for full information. Russell & Erwin 


the No. 1 closer for all doors. 5 ° 
Division, The American Hardware Corp., New 


Britain, Connecticut. 











SINCE 1839 


usswiN dealers always have the edge 


DISTINCTIVE HARDWARE 


HARDWARE AGE 
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1947 


Full-page color ads like this, a new one every month, keep reminding 
our 3.7 MILLION quality-minded men readers—big buyers of tools 
and hardware—that the HARDWARE store is the QUALITY store in 


every neighborhood. 


... Popular Mechanics Magazine 
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MALLE 
2467 La 


with Farmers 
Rural Dealers 
Advertisers 


Rural hardware dealers know this. Asked what rural magazine would 
be most effective, from an advertising standpoint, in helping them 


sell their prospects 


they chose Country Gentleman almost 3 to 1 


“ ba | = 


Advertisers know this. They invest more advertising dollars in Country 


Gentleman than in any other farm magazine. 


HARDWARE AGE 


CONTROLLED 
HEAT ... for 


coal-wood baking 


The diagram below gives a graphic 
description of how the Monarch 
CE19 Combination Range takes 
the guesswork out of coal-wood 
baking. By employing electricity 
as a supplementary fuel, the auto- 
matic oven control holds a steady, 
even baking temperature — giving 
the coal-wood user all the advan- 
tages of a modern, heat-controlled 
oven. 

[s it any wonder that the demand 
for this exclusive Monarch range 
is so tremendous! 


MALLEABLE IRON RANGE CO. 


2467 Lake Street Beaver Dam, \J's. 
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HEATED 


Aluminum pigment is good—but paint is more 
than pigment. The customers who didn’t come 
back could tell you that NO SINGLE aluminum 
paint will do for all these surfaces. To satisfy 
your trade, you need THREE types. That 





rete a Alone - not 


arything 


is why the Alcoa National Program promotes 
three types—“3 for 3”—made by many 
paint manufacturers—sold by dealers who 
want to give their customers results—results 
that will bring them back to buy again. 


HARDWARE AGE 
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National Magazines Carrying Full-Color “3 for 3° Messages 


Will Help You Sell Aluminum Paint RIGHT! 


Millions of people, including your best farmer 
and homeowner customers, are reading the color 
pages in their national magazines that tell 
them why they need “3 for 3” to get aluminum 
painting results, and how these paints may be 
identified by the Alcoa Albron trademarks on 
the packages. Thousands of them are writing — 
asking where to buy. 

SUPPLIERS offering “3 for 3”’ as their first- 
line aluminum paints are making available to 
their dealers these powerful sales aids: Big 
counter merchandiser . . . window displays and 
streamers . . . farm, home, and general leaflets. 
All geared to move “3 for 3” stocks in large 
volume—at worth-while profits! 

To PROFIT from this promotion, stock a 
brand with the Alcoa Albron trademarks on the 
packages. They are the nationally advertised 
trademarks your customers will be looking for 
when buying aluminum paint for farm, home, 


or commercial use. WRITE PAINT SERVICE 
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GEL 


BUREAU FOR “Paint It Bright—Paint It 
Right!” Free 20-page booklet gives further de- 
tails on “3 for 3’, answers common painting 
questions. ALUMINUM COMPANY OF AMERICA, 
1984 Gulf Building, Pittsburgh 19, Penna. 


Sales offices in principal cities. 












Closed Back Blade... 
Both blade and socket 
heat treated... biade 
and frog given extra 
support. 








Steel /-Beam Handle 
Reinforcement . . . 
Adds 30% and 
MORE strength 
where 65% of han- 
dle breaks occur. 


Moly D Handle... 
The strongest yet 
most comfortable 
shovel grip made. 
Never checks or splits 
+ +.No rivets to come 
loose. 














FEATURES 
ADD UP TO 
EXTRA VALUE 


















Stuart Closed Back Shovels are all around 
better because each point of stress and 
wear is reinforced by a special exclusive 
construction feature originated and devel- 
oped by The Wood Shovel and Tool Co. 


For the best in shovels and the best in 
selling features, always ask your jobber 
for Stuart Closed Back Shovels, the stand- 
ard of comparison among all popular 
priced shovels. 
















SHOVEL AND TOOL Co. 


Areliy Wael ite) 
Specialists in Shovels, Spades, Scoops 
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Enjoy the Economy J The DISSTON RAKE with 


———. 


the “Back-bone”’ Spring 


advertised in the August 30th issue of 
THE SATURDAY EVENING Post 


ES STRAIN 
TAK FF 


SH tie \ BRB dale BR <el) od 
W~ Wif joan The Economy of Quality 


/ LIGHTER 
p-24 
weighs » many excellent features of this fine rake combine 
to provide economy of the highest degree... to your cus- 
tomers and to you. 


For your customers there is economy of cost... added 
years of good service, making it the most economical rake 
they can buy. And they will enjoy economy of effort, because 
the Disston Rake makes raking easier, faster and less tiring. 


For you there is a combination of many economies that 









results from dependable quality in goods that give complete 
customer satisfaction and help to build sound, profitable 
business. And there is the additional economy of selling time, 


> the Back-bone 
H Spring is strong, COC" 


able, has greater exi- 



















ecth arc 0 
Ie spring steel, ry - 
ened and cempere tw 
resist tWiStiNg an : 
bending. will ne 
catch on surface sues 
or tear up plants an 


for after describing the distinctive features given below, you 


can be certain of a quick, easy, profitable sale. 















FEATURES THAT WILL HELP YOU 
INCREASE DISSTON RAKE SALES 


















@ It’s the only rake with a ‘‘Back-bone’”’ Spring. 


inp e ee ” . : . 
Ask your fie reheat pO Wa @ The ‘‘Back-bone’’ Spring takes strain off teeth, makes frame lighter, 
: atented si : > eaintas - 
HAROWARE a Fonstruction | #8 and stronger... increases flexibility and makes raking easier and 
Al ac ar ne 
a ferrule and spacer less tiring. 


The flange of spacer 

adds four- pois uP 
or to teeth. 

vies: D-18 and D-24. 


@ Teeth are of special flat spring steel, hardened and tempered to 
resist twisting and bending. Will not catch on surface roots or tear 
up plants and grass. 





@ Patented slot and key construction in ferrule and spacer bar hold 
teeth in place. Flange on spacer bar adds four-point support to teeth. 
Two sizes: D-18 and D-24. 


FA senv ror FREE cory 












fe) 
DISSTON PRUNING GUIDE 








HENRY DISSTON & SONS, INC. 
ry ae adeighia 35,Pa.,U.Si : 


Jn Canoda, #7 








oe « te 
“1, Oot, 
‘ 2 pn Fraser Ave Toronto 
. 


HENRY DISSTON & SONS, INC. 
754 Tacony, Philadelphia 35, Pa” U.S.A. 
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Your 26th Annual "Who Makes It?” Issue 
The Most Complete Hardware Directory 


OR the twenty-sixth consecu- 
tive year every subscriber to 
HaRDWARE ACE has received 
(by this time), at no extra cost, 
the annual “Who Makes It?” Di- 
rectory Issue, dated July 17, 1947. 
Being the largest, the original, 
best and most complete hardware 
industry directory ever published, 
there were tremendous production 


and mailing problems which 
caused unavoidable delays in 
bringing this issue to our readers. 
For these delays we are sorry— 
yet we are confident that all hard- 
ware buyers will heartily agree 
that its great and frequent useful- 
ness for the next 12 months will 
more than offset any of the incon- 
veniences incident to its delayed 


e . o 


delivery. 

Not only does your 1947-48 
“Who Makes It?” Issue represent 
the largest and most complete 
hardware directory ever published 
—it also enjoys the widest and 
greatest distribution, for use, that 
any such directory issue has ever 
had. There will be a total of 39,- 
000 copies distributed. 


Streamlined Again of Course to Save 


Your Time — No Padding or Duplication:— 


IVE years ago (1942), the 

HarpwaRE Ace “Who Makes 
It?” Directory Issue was stream- 
lined to save your time in your 
daily use of this valuable source 
of information. “One-stop service” 
is again provided. 

Product listings, in alphabetical 
order, include the brand names as 
well as the manufacturers’ name 
and address—all in one place un- 
der the individual and respective 
product headings. 

Again, for the sixth time, you 


need only locate the product head- 
ing and you can quickly secure 
the manufacturers’ full name and 
address, if you know the trade- 
mark or brand, or part of the 
company’s name. This informa- 
tion, complete. is all in the same 
tabulation product 
heading. 

You don’t have to look in more 
than one place when you use the 
HarpwareE AcE “Who Makes It?” 
Directory Issue. This streamlined 
presentation has been continued 


under each 


” * . 


because of the wide-spread volun- 
tary endorsement of this feature 
given by wholesale and _ retail 
hardware buyers. It has been an 
exclusive feature for the past five 
years. 

As in the past, there is no un- 
necessary padding ‘nor is there 
any duplication of reference data 
to give this issue bulk—it has that 
despite its streamlined, time-sav- 
ing format because it is the larg- 
est and most complete hardware 
directory ever published. 


Some Important Facts You Should Know 
About Your Latest “Who Makes It?” Issue:— 


NCLUDED in your streamlined, 
“one-stop service” 1947-48 
Harpware AcE “Who Makes It?” 
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Directory Issue are more than 25,- 


000 brand names under 5,700 


main headings: 9,425 cross-refer- 


ences; a complete and current 


tabulation of jobbers’ brands; a 


total of 382 pages of general list- 


21 








ings including the brands, names 
and addresses of more than 12,- 
000 manufacturers of hardware 
and allied products and the con- 
densed catalog advertisements of 
1,036 companies using a total of 
705 pages to provide you with 








useful data on their products. 

The first 40 pages of this issue, 
the “Index to Product Informa- 
tion” printed on yellow paper, 
provide an immediate means of 
locating the condensed catalog 
type advertisements of the 1,036 


x * «* 








manufacturers providing buying 
and selling data on their lines. 
Only products featured in man- 
ufacturers’ advertisements are 
listed in this section, on pages 4 
to 38. The complete alphabetical 
advertisers’ index begins page 39. 
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Please Write and Tell Us How You Like -- 


Your 1947-48 “Who Makes It?” 


| glee you have had an oppor- 
tunity to study, and put into 
daily use, your 1947-48 Harp- 
WARE AGE “Who Makes It?” Di- 
rectory Issue please write and tell 
us how you use this directory and 
how often. We will welcome sug- 
gestions which mayenable us to im- 


RE: Banks Closing Saturdays:— 


4.ROM an Indiana retail hard- 
ware merchant comes an inter- 
esting comment opposing the clos- 
ing of banks on Saturdays. He of- 
fers some sound and _ perfectly 
proper business reasons for his 
viewpoint. With his opinion we 
have great sympathy but still ex- 
pect to see Saturday closing of 
banks increase steadily, even in 
the smaller communities. This 
reader says: 

“I noticed your article con- 
cerning the banks closing on 
Saturdays. (See HARDWARE 
AcE, July 3, p. 22.) The clos- 
ing of banks on Saturdays dis- 
gusts me. The bank employees 
have a much easier job than the 
store employees. Most of them 
sit in a chair and run machines 
that do all the work, and they 
need no personality or sales- 
manship ability. I say if the 
bankers that are figuring on 
closing are too lazy to work on 
Saturdays, the stockholders 
should elect directors, that 
would appoint a new personnel, 
that would not be too lazy to 
give the merchants the service 
they should have. If this can- 
not be accomplished, the mer- 
chants should get together and 
start banks of their own, and 


cut these Saturday closing 


banks out entirely. 


prove subsequent annual editions. 
Tell us if you prefer the 
streamlined “one-stop service” 
which provides the names, ad- 
dresses, and brand names of man- 
ufacturers all “in one place.” How 
much time does this save you? 
Also please tell us the condition 


* & & 


“A lot of banks are making 
plenty of money with service 
charges. They should not throw 
the cashing of checks over to 
the merchants on Saturday. I 
think a bank should work 
along with the merchants and 
help build up the town. Our 
local bank makes no charge for 
cashing checks, and makes no 
service charge to merchants. 
They are open from 9 A.M. to 
4 P.M., six days a week and 
the merchants and farmers sure- 
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of your copy when received in its 4 A 
strong individual carton. : 

In fact, won’t you tell us of your 
complete reaction that we may 
have your guidance for continu- 
ing this original HARDWARE AGE 
Service to the entire hardware in- 
dustry and trade. 


ly appreciate it. 

“Our town has only 850 pop- 
ulation; but our sales in hard- 
ware alone, were $88,888.98 for 





first six months of this year, Seni 
and our busiest day in the week erates 
is Saturday. Last Saturday we deadlo: 


had 512 customers with sales 
amounting to $1304.79, and a 

week ago 524 customers and * ‘ 
sales of $1893.57. Our bank 

would not even think of play- 

ing such a dirty trick as to close : 
on Saturdays.’ a s 
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You’ll soon be selling storm-door Catches and Like all LOCKWOOD Hardware, this line is top- 








































Closers. : , ; : quality. Catches are made from sound steel, iron, 
LOCKWOOD is on the job with a variety of brass or bronze — with attractive, long-wearing 
be both that’s sure to satisfy every one of your cus- Seiden: Cheese bade Geers ene & tn dles- 
é tomers. ‘ : y P 
Gt Rim, Mortise and famous Bor-Loc sets are reason —_ expect and your customers pawns 
" IS packaged complete, ready for quick unit selling. Deliveries on these LOCKWOOD profit- 
i, And three types of pneumatic Closers offer a makers are prompt; but you’ll probably need all 
on % range of choice for dollar-wise buyers. you can get. Better call your jobber today. 
nay 
nu- 
AGE ~ 
in- * 
* 
Storm Door Set No. 5599 in steel, No. 8599 in bronze. Op- Famous LOCKWOOD Bor-Loc Storm Door Set No. 8597 brass, 
erates by knob outside, lever handle inside. Stop on inside © No. 5597 steel. Quickest and easiest of all to install. Knob 
deadlocks outside knob. outside and lever handle inside operates tubular latch. Stop 
on inside deadlocks latch bolt. 
: * 
i 
ee 
e 
3 ee FOR EXTRA HEAVY STORM DOORS: No. 3002 
De Luxé Closer. Gun metal finish. Extra power- 
ful spring. Installs on either right- or left-hand 
i doors without reversing ratchet. Adjustable 
ee closing speed. 
* FOR HEAVY STORM AND SCREEN DOORS: No. 
3001 Senior Closer. Heavy gauge steel, adjust- 
Storm Door Set No. 4115 in cast iron, No. ee spring. Reversible. Adjustable 
4117 in bronze. Operates by knob outside *e closing speed. 
and lever inside. Stop on inside deadlocks x 
latch bolt. i [ 
* 


FOR LIGHT STORM DOORS: No. 2001A Junior 
Closer. Steel, natural color, dull finish. Com- 
pression type spring. Reversible. Adjustable 
closing speed. 


L-76 


HARDWARE MANUFACTURING COMPANY 


ae Ce. Sie sie 


Division of Independent Lock Company °¢ Fitchburg, Massachusetts 
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The firm's archi- 
tect achieved a 
pleasing effect for 
showing electric 
stoves by means 
of a staggered ar- 
rangement along 
the wall. Three 
model kitchens 
are in this room. 


On of the most at- 


tractive and modern appliance de- 
partments on the Pacific Coast was 
recently opened in Santa Barbara, 
Cal., by the Ott Hardware Co., 
Inc., which was established 72 
years ago. 

Boasting of continuous growth 
and progress this old hardware 
firm has created a model empori- 
um, of modern design, with a 
pastel color scheme and a fine sys- 
tem of lighting, all of which have 
been thoughtfully created to attract 
customers to the department. 


Effective Arrangement 


Merchandise is effectively ar- 
ranged so that the customers can 
view appliances they are interested 
in purchasing without many side 
distractions. 
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California Hardware Store 





A spacious, exceptionally well arranged and 
brightly lighted appliance center, operated 
as a separate yet integral department of the 
Ott Hardware Co. reflects credit upon that 
72-year-old Santa Barbara firm 


The department features three 
model kitchens complete with steel 
wall and base cabinets, as well as 
all other major kitchen appliances. 
In this area are displayed several 
lines of electric and gas ranges, 
refrigerators, freezers, dishwash- 
ers, sink units, etc. 

The portion devoted to home 
laundry equipment displays wash- 
ers, ironers and clothes dryers. 

Two sound-proof radio rooms 
are used for the demonstration of 
console and table radios. 

The rear portion of the depart- 
ment is devoted to commercial re- 
frigeration sales. Here are display- 
ed ice machines, large reach-in and 





walk-in boxes, salad tables, water 
coolers, soda fountains, etc. Ex- 
perience has proved that domestic 
customers do like to look at large 
commercial equipment, and while 
they have no particular use for this 
type of equipment they do walk the 
length of the store to view the 
larger pieces. In this way they are 
exposed to the complete line of do- 
mestic household appliances. 


Home Demonstrations 


Sales are followed up with home 
demonstrations by the home econo- 
mist and demonstrator as the man- 
agement believes service is ap- 
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Glamorizes Its Appliances 


preciated and will pay dividends in 
the future. 

The sales effort in this depart- 
ment is backed by a crew of eight 
specially trained installation and 
service men. In addition Ott’s 
sheet metal and plumbing depart- 
ments assist in installations when 
such work is necessary. 


Customer Must Be Happy 


The new department has adopted 
as its motto, “No sale is complete 
until the customer is happy with 
what he has purchased.” 

The staff of this store has grown 
from a few, when the business was 
started in 1875 by Adam Ott and 
Emil C. Roeder, until today there 
are 160 on the payroll. 


The First Store 


The first store occupied a work- 
ing space of 1900 square feet. Its 
stores, shops, warehouses and 

und ow used cover 7,500 
tioned gli waited Two of the sound-proofed rooms for the use of cus- 


square feet. ; , tomers in testing radios and phonographs are shown 
Upon Mr. Roeder’s retirement here. The papered wall lends a homelike atmosphere. 
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The appliance department of the store is entered through the china and glassware department. 
Note the traffic appliances on the glass shelves upon either side of the heavy glass swinging doors. 
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Commercial refrigeration units are displayed at the read of the store. It 
has been found that customers like to inspect such equipment even though 
they may not have any real or immediate interest in it. 


in 1902, a corporation was formed 
with Adam Ott as president and 


1,500,000 New Houses Needed Annually for 


ALTER E. ELIESON, Deputy 

Regional Director of the U. S. 
Department of Commerce in Los 
Angeles, in recently addressing the 
Pacific Coast Conference of the Na- 
tional Contract Hardware Associa- 
tion and the American Society of 
Hardware Consultants, cited a need 
for 1,500,000 new homes annually 
for the next 12 years to take care 
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A model kitchen arrangement is seen in the right window. The full 
length of the store can be viewed through the open back windows. 


T. M. “Tom” George as secretary- 
treasurer. The firm acquired addi- 


of the current boom in our coun- 
try’s population. 

There were 43 per cent more chil- 
dren born in the first months of this 
year than in 1946, he said. He re- 
vealed that the population of the 
United States was as great by 1945 
as the Department expected it to 
be by 1950, judging by all past 
standards. 


tional property for housing sheet 
metal and plumbing shops and 
land for outdoor storage. In 1906 
the pump department was added 
along with additional warehouse 
facilities. 

In 1922 architects exerted their 
best efforts on an adjacent build- 
ing and evolved a plan for a china 
and household department that be- 
came the pride of Charles A. Ott, 
president and son of the founder, 
and Mr. George, general manager. 


Sports Department 


All of this time the sports depart- 
ment, which consisted of a few feet 
of shelving and two showcases in 
one corner of the store, had been 
pretty neglected and the architects 
again went to work and produced 
an up-to-date department that pro- 
vided for all the needs of sports- 
men and athletes. 


Next 12 Years 


Mr. Elieson cited these figures in 
connection with a statement that it 
is impossible to have a great con- 
struction boom at the same time as 
a depression. 

He declared that costs of labor, 
materials and shipping have resulted 
in a higher retail price level which 
will probably stabilize itself with 
perhaps only a slight recession. 
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In a bonus plan, it is first necessary to establish an “average” work 
output—not a high one—then bonuses are paid for the extra effort. 


Incentive Pay—a Sure Way 
To Employee Co-operation 


SOUTHERN retail store re- 
A cently instituted something 

new in order to increase the 
productivity of all its selling and 
clerical employees. The new idea, 
an incentive pay system under which 
employees shared in a certain per- 
centage of the company’s new profits, 
began in 1946. After one year of 
operation, the executives took stock 
to see how well their plan had 
worked. 

They were astounded at the result 
the books showed. Business had in- 
creased 350 per cent! And not one 
additional employee had been hired 
to take care of this enormous volume 
rise. The regular employees were 
doing their work so much better—the 
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There are various types—the profit-sharing 

plan develops organization teamwork while 

the bonus-and-pay plan stimulates effort on 

the part of the individual. But they all result 
in more receipts for the firm 


sales force was selling so much more 
effectively, and the office clerks were 
doing their jobs so much more efh- 
ciently, that the more than three-fold 
increase in business that came 
largely, the executive agreed, froin 
harder work, had been handled 
smoothly by the existing employees, 
thanks again to a more enthusiastic 
“will do” attitude from all hands. 
Horatio Alger? No! While every 
company that has instituted incen- 


tive pay has not reported such 
astounding increases, all have noted 
increases of a sizeable amount. In- 
centive pay is built around the same 
human motivation that makes the 
profit system for management out- 
do any other economic system. It is 
based upon private gain for the in- 
dividual—a gain computed on how 
hard he works. The harder he works 
and the more efficiently his job is 
done, the greater the sum he can 
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jingle in his pockets come pay day. 

Incentives are no do-good scheme. 
They were evolved by hard-headed 
businessmen who discovered that 
when their employees made more 
money, they could usually chalk up 
higher net profits. 

What forms do these incentives 
take? Will they work for hardware 
stores? 

How can they be tailored to the 
business of retailing hardware? 
There are two general classes of 
incentive schemes: the profit-sharing 
system, under which employees re- 
ceive a percentage of the profits to 
be split among them (in addition to 
their regular wages and salaries) ; 
and the bonus system, whereby out- 
standing work, or work above the 
average, is rewarded by payment of 
a bonus (which is also in addition to 
the regular salary). 


Which Is Better? 


Which is better for a hardware 
store? Both have been used suc- 
cessfully by many firms. Each is 
good. The best yardstick of which 
to use is the local condition under 
which a company operates, the tem- 
per and the capabilities of its em- 
ployees, and their feeling toward 
existing company policies. 

The outstanding advantage of the 
profit-sharing system is that it gives 
each employee a direct and very per- 
sonal interest in the success of the 
company as a whole, because the 
more successful the company’s over- 
all operations are, the higher its 
profits will be, and the larger the 
share allocated to profit sharing; and 
the heavier the part of this can 
jingle in his own pocket. 

Moreover, the profit-sharing , plan 
encourages teamwork. Individual 
hardware store employees are not 
only interested in doing better jobs 
themselves, but in seeing that their 
co-workers likewise stay on the ball. 

One company instituted a profit 
sharing plan by putting aside 10 per 
cent of the net profit, computed be- 
fore taxes, for sharing among its em- 
ployees. Every person on the payroll! 
received a share: salesman, office 
help, even porters. The individual 
worker’s cut of the profit-sharing 
melon depended on his length of 
service and on the amount he was 
paid in regular wages, in relation to 
the overall payroll. Actually, com- 
putation was a simple matter. 

There were nine employees of all 
classifications. The length of service 
and percentage of pay were figured 
together. The entire payroll for the 
year was added up at year’s end. 
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Then the amount received by each 
individual was figured as a percent- 
age of the total wages paid. What- 
ever percentage he had received in 
wages was considered his percentage 
of the profit-sharing kitty. 

Thus, the distribution of profits 
among workers was kept on a fair 
basis, with which the employee: 
could not find fault. If a worker 
left the company before the end of 
the year, his share was forfeited and 
reverted to the kitty to be divided 
among his co-employees. Emphasis 
was put not only on doing good work, 
but on sticking with the company, 
because one objective of the plan 
was to decrease the labor turnover. 

If a worker died, or was unable to 
work because of illness (as certified 
by a physician), he still received a 
share of the profits. (In case of 
death, his widow or other beneficiary 
was given a check at the end of the 
year.) 

Even more than the profit-sharing 
system, the bonus-and-pay plan en- 
courages individual effort. It puts 2 
stronger push behind each employee 
because it offers him an immediate 
and very personal incentive to do 
better work—a pay “plus” in his en- 
velope. It does not have the power 
of the profit-sharing plan to build 
teamwork, but if each worker tries 
to improve his own job—as he usu- 


ally does when there is a long green 
reason for doing so—the result in 
most cases is almost the same. The 
employee does not have the same in- 
terest in seeing the store as a whole 
forge ahead, but he does have a very 
strong reason for forging ahead per- 
sonally. 


Time Study Basis 


The basis for a bonus plan is effi- 
cient time study. This is an impres- 
sive word, and has an expensive 
sound. As large factories conduct 
time study, it is an expensive proc- 
ess. Worked in the average hard- 
ware store, it can be relatively sim- 
ple. 

Most dealers know accurately just 
how much work the average em- 
ployee in any job should accom- 
plish, Taking the average work 
rather than that done by an out- 
standing employee as the yardstick, 
bonuses are paid for extra effort. In 
companies using the bonus system, 
this is either a “block pay” system. 
under which stipulated sums are paid 
for meeting certain graduated re- 
quirements; or a per-unit bonus. 

There are pitfalls to the use of 
bonus incentives. Many employees 
are inclined to resent them as man- 
agement speed-ups. Inauguration of 

(Continued on page 54) 








Passers-by Can't Miss These Displays 





At the J. P. Johns Hardware & Paint Co., Orlando, Fia., simple window 
display setups like the one shown above are quickly contrived in the narrow 
ledge backless windows of the store. Outdoor lines were featured in the 





display utilizing sidewalk H 


ds took the spot in the 


left hand section of the window and while “built up" by virtue of the display 
of mops, brooms and brushes permitted prospects to look beyond and see 
merchandise in all sections of the store. 
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Advertising Attracts Farmers — 
Service Completes the Job 






Reineman Hardware Co. uses two local newspapers to 
advantage and obfains reader interest throughout 
area. Up-to-the-minute service sells the farmers. 


















“ 
OU have to ad- 


vertise to get the farm trade in 
volume.” Thus says Willis Reine- 
man, who with his father, W. R. 
Reineman, operates the Reineman 
Hardware Co., Burlington, Wis. 

This progressive organization, 
which is now doing considerable 
remodeling to provide more dis- 
play of farm and other merchan- 
dise, does an excellent farm busi- 
ness by giving good service and 
telling farmers of the items they 
have for sale. 


Uses Large Space 


One of the mediums used by 
the firm for its advertising is a 
weekly publication which circu- 
lates free to city and rural patrons, 
and which has a high rural reader- 
ship. In some issues the Reine- 
man store takes a full or half page 
ad, with various sections of copy 
using considerable illustrative ma- 
terial pertaining to certain mer- 
chandise, with prices displayed 
prominently. In addition, the 
firm uses a weekly newspaper 
often, taking sizable ads. 

Mr. Reineman spends consider- 
able time in preparing his ads. 
He likes them to be well laid out 
so that they attract readers and 
he achieves this goal with the co- 
operation of local publishers. 

The steel goods section is lo- 
cated directly behind the wrap- 
ping counter area, and Mr. Reine- 
man says that this works out very 
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Steel goods are displayed on a raised platform beneath a ledge. Larger 
farm items are featured to considerabie advantage on top of the ledge. 


well. Farmers can see the items 
very well at this spot, as well as 
the larger farm items displayed 
on the top shelf of the wall fixture. 
There is a wide aisle in front of 
this section, so that farmers can 
walk right up to the items and 
examine them at first hand. 

Items are neatly displayed from 
the top to floor level. At the latter 
spot, a raised platform provides 
an excellent place for merchan- 
dise displays, and also aids in the 
cleaning problem. The walls of 
the area are used to excellent ad- 
vantage in displaying many items. 
They hang neatly, the light colored 
background helping to bring the 
merchandise to the attention of 
numerous farmers. 

Willis Reineman of the firm 
also serves as chairman of the 


Burlington Chamber of Com- 


mer’s agricultural committee. In 
this capacity he is able to keep in 
close touch with the problems of 
farmers. He and his committee 
work hard to better relations be- 
tween city folks and farmers. This 
work is highly important, because 
it aids in bringing more farmers 
and their families to Burlington. 


A Prosperous Area 


The Burlington area is very 
prosperous in an agricultural and 
financial way, says Mr. Reineman. 
Banks, in this town of 4,500, have 
deposits of $13,000,000 which is 
very high for a community of this 
size. This financial stability has 
much to do with maintaining a 
steady purchasing power 12 
months of the year for both city 
and rural population. 











Key duplicating 
department in a 
modern hardware 
store. Notice the 
glass barrier to 
protect customer 
from the flying 
chips. Operator of 
the machine is not 
wearing a necktie 
in order to avoid 
the possibility of 
an accident. 






















The Installation, Operation 


By M. LEONARD SINGER 


Mr. Singer is editor of the Locksmith Ledger, a technical magazine devoted to the 

interests of locksmithing and key-making, published in Jersey City, N. J. This is the 

first of a series of three articles which were written especially for HARDWARE AGE. 
Part 2 will appear in our issue of August 14, 1947. 


A KEY machine that 


is out of adjustment produces dis- 
satisfied customers as well as in- 
accurate keys. Frequent come- 
backs, and excessive spoilage of 
stock soon take their toll of profit, 
and transform a normally lucra- 
tive department into a_ liability 
and sore spot. Customer irritation 
can be eliminated only when du- 
plicate keys work smoothly and 
freely. A poor duplicate key can 
ruin more good will than most 
any other type of inferior mer- 
chandise. Whereas a poor product 
can be changed for a better sub- 
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stitute, a misfit key will be pro- 
duced over and over again on an 
inaccurate machine. Unless the 
machine is reset to make properly 
fitting keys, the process of making 
misfits goes on until either the cus- 
tomer loses patience and quits, or 
the stock of key blanks is used up. 


The Remedy 


Too often those using the key 
machine jump to the conclusion 
that it will not hold an adjustment. 
Without considering the basic 
cause, they condemn the machine 
and labor under the delusion that 


they must watch over it with a 
wrench and screwdriver, making 
a new adjustment practically every 
time they cut a key. This situation 
can be eliminated if the operator 
will consider the key machine as 
a sensitive instrument that re- 
quires care and proper handling, 
as these factors determine the ma- 
chine’s ability to produce accurate 
duplicates. Many inaccuracies are 
due only to the lack of proper 
operating knowledge rather than 
to a faulty machine. In this series 
of three articles, the entire subject 
of the care and adjustment of key 
machines will be reviewed with 
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particular attention to procedures 
and testing. 


Installation 


A key machine that has been 
installed in an unused corner of 
a rickety counter will produce 
trouble instead of accurate keys. 
Unless the base of the machine is 
level and unstrained, the whole 
assembly cannot function in align- 
ment. If screws which hold the 
base of the machine strain the 
cast iron frame, the whole casting 
tends to warp and throw the care- 
fully machined bearing surfaces 
awry. To avoid warpage, there- 
fore, a key machine should be 
installed only on a firm, level, 
smooth surface. The use of a spirit 
level on the counter and then on 
the machine itself is a necessary 















vo ili e criticatmare- 
rials, 


7—The hardware store should emphasize the 
mechanical services which have always centered 
there: tinsmith and sheet metal shop work, 
sharpening scissors, skates, lawn mowers and 
edge tools; ordering or making repairs for elec- 
tric and gas motor-powered appliances, water, 
systems, windmills, and other farm machinery 
and equipment; making keys, fixing locks, put- 
ting in window SS 
repair parts, miscellaneous simple repairs, etc. 
Such services are profitable and attract custom- 
ers. The service angle is especially important 
for the duration of the war. 


ental ces gre avui 
i ‘ 


Reproduced above is the seventh point in the Hard- 

ware Age Platform emphasizing the belief that making 

keys and fixing locks are prominent among the essen- 
tial hardware store services. 











a counter, but the levelling of the 
machine can be accomplished by 
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and Maintenance 


washers may be added or removed 
until the machine rests perfectly 








Of Key-Cutting Machines 


preliminary to the installation it- 
self. 


It is often impractical to rebuild 





Part | 


the use of spacer washers under 
the feet. With the level in posi- 
tion on the chassis of the machine, 


Levelling the 
machine by aid 
of spirit level 
and spacer 
washers. 


level and solid. The check must 
be made along both the length and 
width of the machine so that the 
mounting is square at four corners. 
The reading must remain level 
after the last screw or bolt has 
been tightened. 


Location Must Be Correct 


All of the foregoing care will 
not suffice if the machine is in- 
stalled on a counter that has a 
tendency to warp, or one whose 
top is so thin that the pressure 
of merchandise or the leaning 
position of the customer or oper- 
ator throws it out of line. Also 
if weak spots in the floor cause 
counters to sag, the warpage of 















Independent Lock Co. "Minute" Key Duplicating Machine. 


the key machine frame is inevi- 
table. The correct choice of a loca- 
tion is therefore essential to the 
successful maintenance of a key 
machine. 


Accessibility 


No one would think of trying 
to eat his lunch or make out a bill 
if he had to reach over a con- 
glomeration of boxes, tools or 
merchandise. Yet many men find 
themselves going through a series 
of acrobatics to reach their ma- 
chines to cut a key. 

With one foot on a 5-gal. oil 
can, and another on a keg of nails, 
it is very difficult to concentrate 
on the delicate operation of dupli- 
cating! Merchandise or papers 
that obstruct vision not only pre- 
vent efficiency, but present a safety 
hazard that may pay off in injury 
to the eyes, or hands. Key ma- 
chines should be easily accessible 
and free of any encumbrances. 

Many progressive dealers place 
their machines at the front of the 
store. This assures them that the 





Corbin Cabinet Lock Co. 
Key Duplicating Machine. 





machine will be always easy to 
reach and where it can be a con- 
stant reminder to employees that 
it is a delicate instrument to be 
treated equally as well as the 


key cutters that such old fashioned 
‘methods cannot be applied to key 
duplicating. Without adequate 
lighting to see what he is doing, 
no man can be expected to make 
all the cuts and follow the contour 
of the sample key with any degree 
of accuracy. Everyone knows that 
a key must be set square in the 
vise. And everyone knows that a 
key must be cut completely. Yet 
without light to check the seating 
of the blank, or the progress of 
the cutter over the bit, no one can 
be certain that the key is being 
made exactly like the sample. 


Running Factors 


Many times inaccurate keys are 
produced because the machine 
runs incorrectly. This can lead to 
more serious consequences such 
as the breakage of the cutters and 
the wearing of the bearings. Often, 
the motor may burn out and cause 
an unprofitable layup of the 
equipment. 





The 
Houck 
Key 
Machine. 


store’s finest merchandise. Such 
a policy proves itself in sales and 
production. Many outstanding 
hardware stores take great pride 
in their key duplicating business 
and have built up fine locksmith- 
ing departments. 

Another vital reason for acces- 
sibility is the fact that a key ma- 
chine should be tested, lubricated, 
and checked for adjustment fre- 
quently. More about this later. 


Ilumination 
Old time blacksmiths used to 
forge their work by light of the 
smoky furnace flames. It has been 
brought to the attention of many 





While a machine is running, an 
inspection should be made of the 
driving belt. If it is too loose, 
slippage occurs, and the cutter 
often stops while biting into the 


(Continued on page 53) 





F. W. Stewart Manufacturing Co. 


Key Duplicating and Code Machine. 
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Bargain items are used to draw customers and few of them leave 
without purchasing some article that eftracted their ettenticn. 


Consistent Advertising “Puts 
Over" New Pennsylvania Store 


Sound advertising program coupled with modern 


merchandising methods puts the Perry Hardware 


Co. of Millvale upon the highway to success 


Wax factor plays 


the most important role in estab- 
lishing a new retail hardware 
store? If we can take the Perry 
Hardware Co., Millvale, Pa., as a 
criterion, the answer is—adver- 
tising. 

Of course, it takes more than a 
sound advertising program to 
“put over” a new store in a town 
of about 8,000 population already 
served by two well-established 
hardware firms, and a number of 
other stores carrying hardware 
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items. However, modern mer- 
chandising and advertising ideas, 
together with the foresight and 
determination of the two veterans 
who had not had any previous 
retail hardware experience made 
real success possible for the Perry 
Hardware Co. 


Owners Ex-Servicemen 


After more than three years in 
the service, Ralph G. Perry, Jr. 
and Robert E. Sheets returned to 
civilian life with the money they 






had saved and the desire to own 
a business of their own. The plans 
for the new company had been 
interrupted by the call from Uncle 
Sam, but shortly after the release 
of the two partners from the ser- 
vice, the firm actually came into 
being. 

In May of last year the store 
was opened to the public. Sales 
for the opening day amounted to 
$2,500 and from that time until 
after Christmas the store was 
patronized by more than 100 cus- 
tomers a day. According to one 
of the company’s suppliers, the 
new store did a larger volume of 
business in the last six months of 
1946 than some of the older com- 
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panies of the same size did for 
the full 12 months of the year. 

Ever since the first full page 
advertisement in the town’s weekly 
newspaper announcing the open- 
ing of the store, the company has 
been a regular advertiser. At least 
every other week the firm uses 
space, ranging from a few inches 
in some editions to a full page 
when special sales are announced 
or new lines added. The news- 
paper reaches not only the cus- 
tomers in the town but also those 
in the outlying rural sections. 
Between 25 and 30 per cent of the 
store’s customers come from sur- 
rounding farm areas to purchase 
their supplies at Perry’s. 

These advertisements usually 
feature several specially priced 
items to arouse the interest of the 
readers. Pails, lamps and garbage 
cans were used in one instance. 
Each of these special items was 
offered at a reduced price. 

“These bargain items are used 
to draw customers into the store,” 
says Mr. Perry, “and we have 
found that very few of our cus- 
tomers will leave the store without 
purchasing some other item that 
attracted their attention while 
they were there.” 


Handbills Announce Sales 


The second part of the com- 
pany’s advertising program is the 
distribution of handbills announc- 
ing special sales. Every few 
months 2,000 leaflets are distrib- 
uted throughout the town and 
neighboring areas. 

“In this way, we get to the 
people who don’t subscribe to the 
paper or to those who might have 
missed our ad for some reason or 
other,” Mr. Perry points out. 

Shortly after the store was 
opened, the two partners realized 
that more display space would be 
needed if new lines were to be 
added to round out their stock. 
The first improvement made was 
the lengthening of the establish- 
ment. By reducing the warehouse 
space in the back of the building 
and renting additional storage 
room a short distance from the 
store, it was possible to expand 
the display space 25 ft. Then 
came improvements in the store’s 
fixtures. Taking one department 
at a time, they installed a knotty 
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pine background in some sections. 
The appliance department at the 
front of the store was remodeled 
first. When that was completed, 
the next department in line— 
sporting goods—received the same 
treatment. Plans have been made 
to re-panel the entire store as soon 
as enough lumber can be acquired 
to complete the improvements. 
Although the company’s store 
is small, the partners have taken 
advantage of every available foot 
of display space without crowding 
their merchandise. The three 
island display tables in the center 
of the store are changed for the 
different seasons. Lines of table 








appliances, giftwares, lamps and 
enamelware are displayed on these 
tables during the winter months. 
In the month of December, the 
front island featured toys and the 
top shelves around the store held 
an assortment of dolls. 


No Dark Corners 


The store has fluorescent light- 
ing throughout and there are no 
dark corners with “hidden” items. 
Every article on display can be 
seen from any part of the store 
and the merchandise is kept spot- 
less. 

The store front is modern with 

(Continued on page 52) 


Re-Located Department 
Pitches Up Tool Sales 


ERHAPS women make most of 

the purchases in stores, but act- 
ing on the belief that almost every 
man wants good tools, Al Berg, Berg 
Hardware, E. Center St., Milwaukee, 
Wis., remodeled his tool department 
more than a year ago and brought 
it up to a wall location at the center 
of the store, right behind the main 
wrapping counter. He decorated 
the department in a light finish, simu- 
lating a pine effect and it wasn’t long 
before he was selling twice as many 
tools as before. 

Mr. Berg says that many a man, 
buying paint or some other house 
hold item, would spot the saws, 
hammers or other tools and then re- 
mind his wife that he needed one or 
more of those items around the 
house. The result in many cases 


was an extra sale, sometimes two or 
more. 

“Give the average man some good 
tools with which to work and he can 
do some fine jobs around the home,” 
states Mr. Berg. “That’s the theory 
we go on here, and it brings sales. 
Tools are not items to be hidden 
away in some obscure, dark, wall 
location. They will sell well if 
given the same display and sales 
effort put to other lines.” 

Mr. Berg also features this depart- 
ment in some good window displays 
to draw in the men, and he also uses 
considerable newspaper advertising. 
The tool customer is always a repeat, 
he states, for if he buys a good tool 
and gets results from it, his next 
thought is to enlarge his home work- 
shop. 





This is the type of tool display that hits the customer in the eye, 
attracts him and goes a long way toward making a sale for the store. 
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Gleaming silverware, crystal and all articles in the giftwares section are clearly 
price marked so that customers can look around with a minimum of sales assistance. 


Quality Giftwares Draw 


Class Trade to Hayes-Sammons 


“O 
UR newly ar- 


ranged and augmented gift depart- 
ment,” says Frank Van Ness, man- 
ager of Hayes-‘Sammons Hardware 
Co., Mission, Texas, population 
5,282, “is not only a profit maker, 
it is a class traffic puller, as well. 
It lends a certain distinction to the 
entire store that sets off all our 
other merchandise. 
“Merchandising giftwares is dif- 
ferent from any other merchandise 
we have,” continued Mr. Van 
Ness. “Giftwares cannot be sold. 
Each item must sell itself. Women 
do nine-tenths of the buying. Some 
know and recognize quality; others 
buy strictly by appearance and 
trade name, but the vast majority 
buy gifts for their fittingness. Cus- 
(Continued on page 54) 


JULY 31, 1947 


Good display will sell a well chosen line far 
better than will glib salesmanship. That is 


the 


belief of owners 


Lighted lamps are used to enhance other gift articles. 


of this 


Texas 


store 

















“Everything for the Home’ 


New establishment of Home Builders Company, Morris, 
Minn., is thoroughly modern in every detail and is equipped 
to make its motto, good at any time or under any conditions 







"E 
VERYTHING — for 


your own home” is the slogan 
which the Home Builders Com- 
pany, Morris, Minn., uses on its 
stationery and on its new building 
— a large. modern streamlined 
hardware store. 

The Home Builders Company is 
now in the midst of a large build- 
ing program which will give it one 


of the largest hardware and lumber 
stores in the northwest. The hard- 
ware store unit, erected at a cosi 
of over $60,000, is radically dif- 
ferent and pleasing in style. It 
measures 60 by 135 ft, and has two 
25 by 60-ft wings. 

The left wing, setting consider- 
ably back from the street, has its 
own show windows, with visual 
type fronts, and is devoted entirely 
to a showing of appliances. The 





Below is an illustration of the new 
store. Hardware is in the left sec- 
tion, lumber in the right. Oval shows 


firm's old establishment. 


foreground of this area, now being 
surfaced properly, will be devoted 
to a parking space, with sufficient 
room to park 25 automobiles. 
Every person getting out of or into 
a car in this lot, will see the bril- 
liantly lighted appliance showroom 
and the articles displayed therein. 
In addition, the firm is providing 
for a supplementary parking area 
directly behind the store. 


Attracts Rural Trade 


With such a large, modern store 
attracting rural patrons from 20 or 
more towns in this district, to say 
nothing of the 4000 population of 
Morris, the parking arrangements 
are extremely important. L. G. 
Morley, president, and his son 
Lester G. Morley, Jr., have so plan- 
ned their new building as to accom- 
modate an anticipated increase in 
automobile patrons. 


The farm hardware department is 
at the rear. Steel goods and a wide 
variety of farm needs are featured 
to advantage there. 
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Is Slogan of New Store 


The new store is of fireproof 
brick and tile construction and 
is air conditioned throughout. 
Lounge facilities and rest rooms 
have been provided for the com- 
fort of customers. This is an im- 
portant consideration in handling 
rural trade and in making them 
want to remain at the store and 
browse about inspecting merchan- 
dise and services. 


Outdoor Features 


A small outdoor patio and a 
garden and pool, will also be pro- 
vided. Here lawn furniture and 


garden equipment will be dis- A wide range of housewares is displayed on stepped-up tables on the 
played to good advantage. left side of the store. Anything the housewife desires is found here. 


The firm went into the hardware 
field in 1936, when L. G. Morley 
decided that hardware and lumber 
were items that made a good busi- 
ness combination. 

This judgment has been proved 
correct. The firm’s hardware busi- 
ness grew rapidly. making the 
present expansion necessary. Lester 
G. Morley, Jr., drew the plans for 
the entire building. He says that 
since the new hardware department 
opened late last fall. sales have in- 


The paint and wallpaper sec- 
tions are at the rear of the 
store. Everthing is in its place 
in these departments and spa- 
ciousness again has a decid- 
edly important place in the 
scheme of things. 


Giftwares, glass and china- 
ware are featured along the 
left sidewall where customers 
may browse and inspect them 
without regard to time. 
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area add to the attractiveness of the premises. 
the plan, emphasize one of the many means the firm takes to give speedy service to customers. 
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Here is the floor plan of the Home Builders Company layout, as taken from plans for the entire establish- 
ment as it will be when fully completed. The major appliance room, pictured on the opposite page, does 
not appear in this plan. That part of the firm's operations is located well toward the rear of the 
establishment—to the left or the rear portions of the hardware store. To the left of the sidewall is the 
public parking area. Separated from the hardware store by offices and lawns is the farm store. Grass 
plots on either side of the main entrance to the hardware store and in back of the private parking 
Strategic locations of wrapping tables, as shown in 


The 


division of men's and women's departments may be clearly seen by a perusal of this plan. 


creased considerably each month 
over the previous year’s record. 
Further increases are expected as 
more people in the area take ad- 
vantage of shopping in this spaci- 


ous, well-stocked hardware store. 

The entire new store has been 
departmentalized, with separate ap- 
pliance and farm stores. About 20 
persons are employed in the hard- 


ware department, including the ser- 
vice men and plumbers. 

Regular sales meetings are held 
with the employees, training them 
in customer handling, merchandise 
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knowledge and the proper retail at- 
titude. These sessions are paying 
off in better performance and high- 
er sales and will be continued. 

There is hardly a service for the 
home which this firm is not pre- 
pared to render, from the building 
of the home to supplying all the 
hardware, appliances and house- 
wares to make living better and 
more satisfying. 

A large stock of bathroom fix- 
tures is carried in stock, with a 
model bathroom set up in one sec- 
tion and flanked by other batb- 
room pieces. In the same area are 
oil, coal and other furnaces and 
heating equipment. Service em- 
ployees of the firm are trained and 
qualified to survey any home for 
its appliance needs and also are 
able to install and service any item 
sold by the store. This all around 
ability to stand behind the prod- 
ucts sold is important in a home 
building and service program, be- 
lieve the Morleys. 


Reserve Stock 


On the first floor, reserve stock 
has been placed in an area behind 
a false wall. This brings a lot of 
stock up front where it can be 
secured very quickly when display 
stand stock runs low. Customers 
are thus insured faster service at 
a time when rush periods develop. 

Remodeling of the present lum- 
ber store into an exclusive lumber 
establishment is expected to begin 
very shortly, now that the hard- 
ware store has been completed. 

An entirely new front of moder: 
design is contemplated in the new 
lumber store. A model kitchen, 
millwork display room and show- 
ings of model homes will highlight 
the interior together with other dis- 
plays of building materials. 

A drafting laboratory will be 
provided in conjunction with the 
company’s architectural service de- 
partment. Increased storage room 
for building materials and the re- 
arrangement of the lumber and fuel 
yard will be effected, enabling the 
serving of more customers, with 
less congestion. 

The Morleys also announce that 
improved shop, sawmill and plan- 
ing facilities will be added to pro- 
vide a more adequate custom 
woodworking service. 
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Visual type show windows in the left wing of the new building make it 
possible for those on the outside to view this display of appliances. 





Decorated tinware is at the right of the store near the rear. 
Builders’ hardware is displayed along the right rear sidewall. 





Oil, coal and other types of furnaces together with a variety 
of heating equipment attract the homeowner to this section. 
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Just inside the builders’ hardware sample room entrance. Curtains at 
the right are drawn to show samples. Note the hardware lines border. 


Adds Lighting Fixtures to 
Contract Hardware Department 


= Wholesale in 
Miami Beach, Fila., recently 
opened its new builders’ hard- 
ware room and a special lighting 
fixture display in the same build- 
ing. The fixture display will better 
serve the home builder and in- 
crease sales volume for the firm 
as well as for Farrey’s Inc., retail 
hardware concern conducted by 
the same interests. These displays 
thus serve both Farrey units and 
dealer-customers of Farrey Whole- 
sale. 

As W. Vincent Farrey, vice- 
president and general manager, 
Farrey’s, Inc., and a partner in 
Farrey’s Wholesale, puts it, “We 

(Continued on page 56) 


At the right is another view of 
the room with curtains closed. 
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Farrey Wholesale of Miami Beach, Fla., finds 
that this innovation has opened the way to 
greater sales and to ‘doing a complete job 
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EARL BUNTING 


Ve HO wants a de- 
i ? 
pression ¢ 


In 12,500 miles of travel in three 
months, I haven’t found a single soul 
in this land who wants a depression 
President Truman says he’s trying 
to avoid inflation and runaway 
prices. I believe him! A manager 
of a lumber company in Portland 
told me that he was working hell- 
bent to avoid a business tailspin. 1 
believe him, too, and he is typical of 
15,000 managers of enterprise I’ve 
seen since the first of the year. A 
labor leader in Seattle told me he 
thought it was high time every one 
got together on greater production 
to head off a depression. He was 
sincere too, and typical of the rank 
and file attitude of labor. 


America Thinking Right 


I’ve been convinced that the 
American people are thinking right, 
far more realistically than some of 
those who assume to speak for them. 
I’ve been convinced that a depres- 
sion is not inevitable or necessary. 
I’ve been convinced that ali we need 
to save the day is real leadership at 
the top, inter-group understanding 
and national teamwork. Sure we can 
“Claghorn” ourselves into a depres: 
sion with chatter. We can put our 
selfish group interests above the pub- 

*From an address delivered at the 


Midwest Industrial Conference in Chi- 
cago, Ill., May 22, 1947. 
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1947 — Year of Opportunity 






In order to achieve the best possible results, 
we must purge of domestic economy of every 
totalitarian concept; establish a national part- 
nership of harmony to prove the superiority of 
our ideal; help government live within the pub- 
lic's means; restore equality before the law, and 
see that no legitimate gain of labor is destroyed. 


By EARL BUNTING* 
President, 
National Association 
of Manufacturers 


lic interest and thus invite collapse. 
In short, we can deliberately commit 
economic suicide. But, I think of 
no greater folly than 142,000,000 
people voluntarily and helplessly sit- 
ting around preparing for a wake 
over their own economic body. 


Must Quit Rehearsing 


We must quit rehearsing for a 
repeat performance of the Great De- 
pression of the dismal thirties. | 
don’t believe with the prophets ot 
doom that we’re headed for an eco. 
nomic tailspin. I don’t hold with the 
calamity howlers that we face an- 
other and deeper 1929. 

Look at conditions today! Today 
stocks are not rocketing into the 
stratosphere as in 1929. Today, our 
banks are as liquid as they were 
frozen in ’29. Today, we have $28 
billion of currency, in circulation and 
other billions of bank deposits— 
visible purchasing power to bolster 
the situation as prices are adjusted 
downward. Today, we are armed 
with weapons not available in ’29— 
current and accurate market and in- 
ventory statistics by which to chart 
safe courses. And finally, today we 
have $7 billion in unemployment 
funds to cushion against and halt a 
1929-like plunge. 

So, I say if we crack up now, it 
will be the result of our own folly, 
of willful disregard of warning bea- 
cons, of thinking and talking our- 
selves into ruin. And above all, it 
will be because of a lack of construc- 


tive statesmanship in labor, manage- 
ment and government. True, we are 
in the midst of an economic readjust- 
ment, but there is nothing for the 
public to be alarmed about. It’s been 
going on since the war. It’s a health- 
ful and vital post-war process if 
achieved in orderly fashion. And ] 
have found management across this 
country not at all panicky, but reso- 
lute and determined to work out this 
business realignment with a mini- 
mum repercussion on the economy. 

One of the things that will do more 
to take the bumps out of the adjust- 
ment period than anything else is 
constructive labor legislation. The 
general public sees great promise too 
in the rebirth of the will of the peo- 
ple as the supreme source of laws, 
instead of economic dictation by New 
Deal, business-baiting zealots. 


People Must Be Heard 


In advocating his own labor legis- 
lation in 1946, President Truman 
urged voters to “tell your public ser- 
vants your own views concerning the 
great problems facing our country. 
In a free country the voice of the 
people must be heard.” 

The voice of the people is unmis- 
takable in its demand for equalizing 
labor legislation. Public polls show 
that the people—66 per cent of them 
—want a law prohibiting the closed 
shop. Another 57 per cent of them 
want mass picketing banned. And 
most important, 65 per cent of the 
union workers polled would have 
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their unions sueable for violation of 
a collective bargaining agreement, 57 
per cent of the workers would penal- 
ize unions who interfere with inter- 
state commerce and 62 per cent— 
union workers remember—would 
have the use of violence punished by 
withdrawal of Wagner Act rights. 

The American people were plainly 
weary of dictatorial “push-buttor 
control” of union masters over their 
members, of defiance of the sovereign 
authority of the Federal government, 
of vast union powers which struck 
like lightning, with no more respon- 
sibility than the thunder-clap which 
proclaims the bolt. 

Congress accepted the election 
mandate from the people and the 
earlier invitation of the President to 
write their own labor legislation. 
Having been criticized for “hasty 
legislation” in the Case Bill the year 
before, the 80th Congress approached 
the question most methodically and 
inclusively, Seven weeks of hearings 
were held in which labor leaders reg- 
istered nothing but opposition to any 
form of legislation. 

The overwhelming non-partisan de- 
mand for labor relief legislation is 


fully indicated by the votes on the 
respective measures in both Houses. 
The vote was three to one inthe House 
with 93 Democrats voting for it. Con- 
sidering the votes on the Senate final 
bill and the Murray substitute, only 
nine Senators voted against any and 
all labor legislation. The question of 
the final action now lies in the Presi- 
dent’s hands. 


Injunctions 


Certainly the President can find 
nothing but the public’s interest in- 
volved in the granting of the use of 
injunctions to the President to stop 
strikes, which in his judgment 
threaten the health and safety of the 
American people. The Government 
was able to use the injunction to 
whip Lewis, only because the war- 
time seizure powers put the govern- 
ment in possession of the mines. 
With war powers soon to be in the 
discard there will be no public power 
over Mr. Lewis and his ilk unless 
labor legislation is passed. 

There are many features of the 
legislation as it is emerging from 
Congress which management does 


not like, some provisions seem posi- 
tively detrimental. There are too, im- 
portant omissions which some think 
interfere seriously with its adequacy. 
But what the NAM, the CIO or the 
A.F. of L. thinks of this legislation 
should not be the deciding factor. 

The only criterion for this legisla- 
tion should be “Is this law primarily 
in the public interest?” If the Pres:- 
dent of the United States can show 
that these things are not in the pub- 
lic’s interest, then he should not sign 
the bill, no matter what groups favor 
or oppose it. 

Failure of the legislation after de- 
voting most of this session of Con- 
gress to the Nation’s No. 1 problem, 
could mean no labor legislation for 
the next two years—those critical 
years in which we need every help 
possible to stabilize our economy. 
This would mean prolonged public 
loss and inconvenience through un- 
bridled, crippling strikes and to labor 
itself, it might mean ultimately far 
more drastic legislation than as yet 
proposed. The President, too, is on 
the verge of international commit- 
ments which may well tax our eco- 

(Continued on page 50) 


Walter H. Gebhart Urges Fight Against Communism 


WALTER H. GEBHART 


HIS open letter was sent to all 

members of the American Supply 
and Machinery Manufacturers Asso- 
ciation, Inc., by its president, Walter 
H. Gebhart, who also is vice-presi- 
dent of Henry Disston & Sons, Inc.. 
Philadelphia, Pa. It is a timely and 
courageous call to American indus- 
try and to the American public to 
have them more fully realize the 
danger that lies ahead if each of us 
does not do his part. 
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“During the war we all stood up te 
be counted as resources against the 
nation’s enemies and our resources 
triumphed. We won that war. 

“We would hold a post-mortem 
and reveal the ugly fact that we 
could have prevented World War IL. 
It is not our intent to extend that 
argument. Thoughtful self-examina- 
tion will make that unnecessary. The 
important thing iS that we are letting 
the same kind of wishful and isola- 
tionist thinking put us into as serious 
a mess again—in our own industrial 
and social life. Individual and group 
selfishness, demagoguery and mere 
lip service to Democracy are the 
malefactors. That end result is Com- 
munism. 


The Aim of Communism 


“The avowed aim of Communism 
is the overthrow of Democracy and 
substitution of the Communist dicta- 
torial system for our free enterprise 
profit motive system. In this fight we 
cannot ‘let George do it.’ We cannot 
conscript an army to carry on the 
battle. This time it is strictly a job 
of volunteers. It is a job for indus- 
try—management and labor working 
side by side with a common interest. 


It is a job for our schools—all 
schools, public and private. It is a 
job for our churches, our neighbor- 
hoods, our government and us! 

“The best way to fight Communism 
is by assuring security to all our peo- 
ple—the workers in our factories, on 
our farms, in government, and 
teachers in our schools. We must be 
a united people, understanding de- 
mocracy, believing in it and making 
it work. For Communism thrives on 
discontent and insecurity under any 
system. Racial tensions, religious in- 
tolerance, class prejudices, unwhole 
some labor relation, social injustice 
—these are the things that make 
Communism flourish. 

“Are we going to subscribe to the 
system that has brought us this far? 
This country is on the threshold of 
its greatest era. We can slam the 
door shut in our own faces or we can 
nail it open. 

“The membership of our Associa- 
tion makes up much of the backbone 
of American industry. If so it is to 
be strong and upright, each of us 
must contribute our small part to the 
whole. 

“We stood up to be counted in the 
war. It is time for us to be counted 


° ” 
again. 
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Merchandising 


With Association Tools 


A PRICING program—a regular advertising schedule—a repu- 
tation for service, are some of the golden rules of good mer- 
chandising discussed by Mr. Selkirk and he tells how he puts them 


to work in his store. 


By RUSSELL SELKIRK* 


Hardware Dealer, 
Cobbleskill, N. Y. 


A LITTLE more 


than 12 years ago I decided 
that I wanted to run a hard- 
ware store. I didn’t know a 
thing about the hardware busi- 
ness, but that didn’t stop me. 
I bought an old-fashioned, 
down-at-the-heel hardware 
store. 

For the first few years | 
bumped my nose, and worked 
darned hard. In fact I’ve 
worked hard ever since. 

In 1940, the association had 
begun to interest me to the ex- 
tent that I decided to take Mrs. 
Selkirk and go to the National 
Congress held in New York. 
Before the 1940 Congress in 
New York I had been buying 
from five or six wholesalers. 
At New York, I heard a talk in 
which it was pointed out that 
my method of buying was waste- 
ful. I was spending too much 
time interviewing salesmen, 
wasting their time and mine. 
There was no uniformity to our 
stock of merchandise. We had 
two or three, or more, different 
brands of pitch forks. That was 
bad because it tied up too much 
money in forks. It also made it 
hard for the sales force, be- 
cause they couldn’t really get 
enthusiastic about any one fork. 

The speaker at that New York 
Congress emphasized that the 
cost of distribution must be cut 
if we independent hardware 
dealers were to compete with 


the chains -and mail order 
houses. I took that talk 
seriously. It made sense to me 


then and it still does today. 





*An address delivered at the N.R.H.A. 
Congress, Cleveland, Ohio. June 18. 
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RUSSELL SELKIRK 


I put a new buying policy in- 
to effect at that time which has 
guided us ever since. I con- 
tacted each of the suppliers 
that I was dropping and told 
them why. We had decided to 
do 80 per cent of our hardware 
buying from one house and the 
balance with another. 


Policy Paid Dividends 


This new policy started pay- 
ing dividends immediately. I 
had more time to devote to man- 
aging the business. Merchan- 
dise standardization soon began 
to result in more orderly dis- 
plays and better selling. With 
only two regular hardware sup- 
pliers, there was less account- 
ing detail. 

From what I have said, you 
might think that we only buy 
from two firms. I have been 
talking about hardware whole- 
salers. Of course, we buy many 








other items such as appliances, 
radios, records, wallpaper, 
paint, linoleum, and other kin- 
dred lines from literally dozens 
of other suppliers. 

We were doing all right until 
the war came along and then 
some of my hardware friends 
said, “Brother, you’re out on a 
limb. You won’t get enough 
merchandise from just two 
sources to stay in business.” 
But they were wrong. I seemed 
to get just as much as the dealer 
who was buying from six or 
eight wholesalers. And I know 
some who were doing just that. 

Right through the war my 
two sources stood by me and 
when they had merchandise, I 
was sure to get my full share, 
and quite often more. 

One day shortly after I had 
begun using the Association 
invoice register, I noticed in 
large letters the statement “The 
Biggest Job in any Store.” It 
referred to pricing the incom- 
ing merchandise. 

That statement set me back 
on my heels. If that was the 
biggest job in my store, why 
wasn’t I doing it? 

From that time on I have 
figured the cost and selling 
price on every single item that 
is billed in to us. Every invoice 
crosses my desk and I put the 
cost in code and the selling 
price on every single item on 
the invoice. 

That has caused me a lot of 
work since that day I first saw 
it, but, because of it, I have 
learned more about prices and 
the art of pricing than I could 
have in any other way. As a 
result, our goods are priced 
much more carefully and effec- 
tively. 

The young man who was do- 
ing the job before I took it on 
was figuring every invoice with 
a uniform markup to the near- 
est nickel. For the most part 
that gave us a fair price but 
many times there was nothing 
attractive about our price on a 
given article. Sometimes an 
item would be priced at $1.80 
when it would look like much 
more of a buy at $1.79. 

I studied the pricing in de- 
partment store advertising and 
chain store advertising, and I 
still do. I immediately saw that 
big merchandisers invariably 
use odd cent prices. They make 
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SINCE 1369. 
Security in every ling 


In 1869 the driving of a golden spike united 
the Union Pacific and Central Pacific Railroads... 
joined our eastern and western coasts. 


In the same year Thomas Edison patented an 
automatic electrical voting machine. The Indian 
Wars officially ended. Popular songs were “Shoo 
Fly, Don’t Bother Me,” “The Little Brown Jug,” and 


“Up in a Balloon.” 


And—in 1869 David Round founded the chain- 
¢ making organization which today operates factories 
i in six U. S. cities . . . whose products are sold by 
4 hardware dealers throughout the world. 


David Round learned his trade as an apprentice 


at his father’s hand forged chain plant in Stafford- ((LEVELAND [(HAIN 


shire, England. A master craftsman, he demanded 
the utmost in fine workmanship . . . refused to com- 





promise with quality. His insistence upon perfec- THE CLEVELAND CHAIN &MFG.CO 
: tion, continued through three subsequent genera- Cleveland 5, Ohio 
is tions of the Round family, forms the basis for today s Associate Companies: David Round & Sons, Clev« 
B high quality standards of Cleveland Chain. It is one land 5, Ohio ¢ The Bridgeport Chain & Mfg. Co., 
‘ 5 Bridgeport 1, Conn. * Seattle Chain & Mfg. C« 
; of the reasons why there 1S greater security and Seattle 8, Wash. * Round Californsaa Chain Co 
$ . . * ° ‘ So. San Francisco and Los Angeles 54, California 
3 certain customer satisfaction in every Cleveland link. Woodhouse Chain Works, Trenton 7, New Jers« 
q P & P - 5022 
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money-maker 


Cur yourself a larger share of blade profits. 
Star has the line — the complete line — that can 
do it. Star has a blade for every iob a hack saw 
or a band saw can do. Blades that do the job 
your customers want done on metals, plastics or 
other non-metallics — and do it faster, cleaner, 
more economically—better than ever before. Star 
blades’ performance makes new customers, holds 
old customers, means REPEAT BUSINESS, too. 

Handle the Star line and you'll find out in no 
time that you’ve got hand blades, power blades, 
frames, and band saws that are really fast sellers 
...a complete line of really sharp money-makers 
hustling for you. 
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it appear as though they sell for 
less. Odd-cent prices clearly 
possess sales powers all out of 
proportion to the saving be- 
tween the odd-cent price and the 
round figure price. 


Another Feature 


You’ll be interested in an- 
other feature of our pricing of 
incoming goods. Until a few 
months ago our receiving clerk 
marked the cost in code and the 
selling price on the goods, or be 
made up a price tag and tied it 
on. Sometimes he marked the 
price on the side or bottom of 
the box the goods came in, just 
as it is done today in thous- 
ands of other retail establish- 
ments. 

Sometimes, the sales price, 
written in pencil, was hard to 
read. A seven might look like a 
four, At inventory time, we are 
often puzzled over the cost code, 
sometimes finding it almost il- 
legible. 

There was no information on 
the tag to indicate who sold us 
the item, and sometimes we 
really wanted to know. Nor was 
there anything on the tag to 
tell us how long the item had 
been in stock. 

About three months ago we 
began using a marking system 
that overcomes every one of the 
difficulties just mentioned, and 
there are added advantages. A 
tag marking machine prints 
the cost and selling price, and 
other information on tags or 
labels in various sizes and 
styles. String tags, pin tags, and 
gummed labels are made up in 
one uniform,color and _ each 
one bears our store name and 
address. 

The date of purchase is shown 
on every price tag. January is 
represented by A, February B, 
and so on. Thus an article pur- 
chased in January, 1947 would 
be marked A47. 

So that we may later refer 
back to the particular invoice 
on which an item was billed to 
us, we have devised a very 
simple plan. The price clerk 
gives every invoice a number, 
and lists it in a plain note- 
book. The first invoice handled 
is listed as number 1, the next 
is number 2, and so on. Thus, 
every invoice is given a num- 
ber. 

That number is then put on 
the price tag or label. Later 


when we want to order more 
dustpans and we can’t recall 
where we bought them, we 
simply look at the price tag, 
get the number and refer back 
to the price clerk’s notebok. 
There we find the supplier‘s 
name, the company invoice num- 
ber and the date of the in- 
voice. 

Although we have been us- 
ing this marking system for 
only a relatively short time, we 
are convinced that it is going to 
be of real help to us. Custom- 
ers like it too. The price is al- 
ways legible and the tag is neat 
in appearance. It creates cus- 
tomer confidence, and_ since 
each tag bears our store name 
and address, it has a certain 
amount of advertising value 
too. 

I want to give you some of 
my general thoughts on this 
subject for the hardware store. 

Prior to the time I got into the 
hardware business, I sold elec- 
trical appliances. For six years 
I was with a large utility com- 
pany and about one year of 
that time I worked in the mer- 
chandise manager’s office. We, 
of course, worked very closely 
with the advertising depart- 
ment and that’s where I garn- 
ered just enough experience in 
advertising to give me a back- 
ground for the preparation of 
my ads when I got into the 
hardware business. 


Advertising Big Factor 


Advertising has been a big 
factor in building business and 
can be just as effective in the 
field of small business as it is 
for big business. 

The purpose of advertising is 
to sell or help sell. Advertising 
which doesn’t do that directly 
or indirectly should be avoided. 

There are several basic fac- 
tors a dealer should bear in 
mind about advertising. It is 
much more than simply laying 
out an effective ad or writing 
a clever sales talk. The kind of 
advertising which is best for 
some types of busines may not 
be right for others. Money can 
be wasted in advertising if you 
don’t have the “know-how” or 
if you lack judgment and spend 
too much or too little. 

There are certain things 
which every ad should do. These 
are: 

1. Attract attention. 

2. Secure interest. 
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3. Produce belief or convic- 
tion. 

4. Get the prospect to act. 

Advertising should be brief, 
specific, direct and honest. A 
good test is for the advertiser 
to imagine himself saying per- 
sonally to a customer what he 
says in the ad. If he can do so 
without feeling ridiculous or em- 
barrased, it probably passes. 

It’s a safe bet always to men- 
tion the price. Whether a cus- 
tomer wints low priced or ex- 
pensive things, the price comes 
as close as anything to telling 
him whether it’s what he wants. 


Illustrations Important 


There is an old proverb, “A 
picture is worth 10,000 words”, 
and this was never truer than 
it is today. For this reason good 
ads are generally well illus- 
trated. Pecple will look at the 
illustrations when they may not 
take time to read the copy. 

Advertis’ng must offer peo- 
ple what they want when they 
want it to be most effective— 
lawn mowers in the summer— 
snow shovels in the winter. It is 
best to advertise the things peo- 
ple buy most often but there 
also is strong appeal in offering 
something entirely new or novel 
such as a clever labor-saving 
kitchen gadzet. 

By using the same style of 
type, border and signature in 
all your advertising, you event- 
ually make an impression on 
the memory of the reader which 
is of real value because he im- 
mediately recognizes your ad 
when he sees it. 

Don’t be fooled by the old 
gag “If a man make a better 
mouse trap, the world will beat 
a path to his door”. It won’t. 
The world will go to the door 
that’s advertised or the one 
most convenient and buy a 
mouse trap there. The hard- 
ware dealer, because he must 
wait for customers to come to 
his store, needs advertising to 
help bring them in. 

In spite of the fact that our 
competition has doubled since 
the war, we sold more than 
$260,000 worth of merchandise 
during the last 12 months. 

Today we are doing five times 
the volume we did prior to 1940. 
While we realize that much of 
this increase is due to the same 
forces which have increased 
the sales of all business, we 
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the increase is due to better 
merchandising on our part. 

Several years ago, I analyzed 
my store operation and decided 
that I was spending too much 
of my time doing jobs that oth- 
ers could do, and _ therefore 
spending too little time on our 
merchandising program and 
other important management 
problems. One of the first things 
I did was to put my office on the 
second floor where I could get 
away from all of the little time 
consuming conversations which 
IT could not escape when my 
desk was in sight of the cus- 
tomer. 

Next I installed an inter-of- 
fice communicating system to 
save running up and down 
stairs. 

Then I delegated the buying 
to others in my organization. I 
gave the hardware buying job 
to one, the radio and appliance 
department to another and put 
a third man in charge of ser- 
vice. I charged each employee 
in the organization with the 
responsibility for doing certain 
specific jobs. One trimmed the 
windows, another was respon- 
sible for receiving and marking 
incoming goods. The work of the 
store was spread over all the 
employees, and we were able to 
handle the increased volume of 
business as it came along. 

Ever since the Calendar and 
Advertising Service have been 
in existence, I have depended 
on one man in the organization 
for scheduling the advertising. 
For the first couple of months 
he and I followed the calendar 
and made up the advertising to- 
gether. Since then, he has done 
it alone. 


Window Displays 


The same thing is true for 
our window displays. One of 
our clerks is responsible for 
the windows and he changes 
them every week. He has the 
help of another clerk who pre- 
pares the show cards and price 
tickets that are needed. 

I once had a lad working for 
me who thought that window 
displays should be left in at 
least two weeks before changing 
them. He argued that we 
changed windows so fast that 
a lot of our out-of-town cus- 
tomers never saw some of our 
displays. He was probably right 


nevertheless feel that some of 








on that point, but we can never 
hope to reach every inhabitant 
of the community with every 
window. Our window displays 
should sell merchandise, and 
should be planned to show as 
large a variety of our goods as 
possible to those who pass our 
windows day in and day out. 

We believe it pays to change 
our window displays every 
week. 


Other Sales Promotions 


We have been using a theatre 
advertising program now for 
about a year, and we like it. We 
think it is very effective be- 
cause it reaches nearly every- 
one, including the newcomers 
to the community who perhaps 
haven’t subscribed to the local 
papers or formed their hard- 
ware buying habits yet. 

We spend the largest part of 
our advertising appropriation 
for newspaper and theatre ad- 
vertising, although we also use 
highway billboards, leased road- 
side signs, and other advertising 
media. 

All our advertising carries 
the slogan “Service—That’s us.” 
We have used it consistently 
since shortly after going into 
business and today it is known 
and recognized as more than a 
slogan by most of our custom- 
ers. 

To some, it means that they 
can be sure of good service on 
a radio, electric range, or power 
mower purchased from us. To 
others, it means that we don’t 
mind being asked to go to the 
store for a belt or some other 
urgently needed repair part, 
even though it may be Sunday 
or the 4th of July. 

We are quite sure that a 
good many other customers 
drive past competitors’ stores 
to trade with us for that rea- 
son. This is a busy world, and 
most people don’t like to wait. 
And, let’s not forget that the 
customer is going to be boss 
from now on. 

For more than two years 
now, we have been laying the 
ground work and making every 
preparation for the day when 
we would have to sell rather 
than take orders. 

In my opinion, there exist 
limitless opvortunities in the 
hardware business. Where there 
is an open mind. there will al- 
wavs be a frontier. 
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Hardware dealers throughout the 
country can profit by direct coopera- 
tion with local electric utilities in 
the promotion of wiring changes 
necessary for electric range and 
water heater installations. This sug 
gestion to advance adequate wiring 
for homes keynotes a bulletin to his 
field sales organization sent recently 
by Leonard C. Truesdell. vice-presi- 
dent of marketing for Hotpoint, Inc. 

Pointing out that a 10 per cent 
voltage loss along a house circuit 
causes a 28.6 per cent increase in thie 
amount of current consumed by cer- 
tain electrical appliances. Mr. Trues- 
dell stated that this unseen loss in 


nomic resources. We are being asked 
to serve as the world’s supply line oi 
peace. We can’t deliver for peace if 
we are warring on the assembly line. 

The President removed some of 
management's jitters that were bgd 
for production when he signed the 
portal-to-portal measure. In doing 
so, he specifically disregarded much 
of the exorbitant claims made by 


More Than 65 Per Cent of Nation's Homes Need Rewiring for Major Appliances 


operating efficiency could become a 
distinct handicap in selling major 
appliances for the completely elec- 
trified home. 

“With 4,000,000 homes to be built 
in the next five years,” Mr. Truesdei! 
continued, “it is a matter of imme- 
diate urgency to cooperate with the 
electric utilities in a sustained driv: 
for adequate wiring. 

“Since 65 per cent of the country = 
existing homes were built prior to 
1926 when few electrical appliances 
were in service, more than half of 
these homes must be re-wired fo: 
major appliance operating efficiency. 


The bulletin said that while house- 





1947—A Year of Opportunity 


(Continued from page 42) 


union leaders against the legislation. 

And nobody wants a depression! 
[ don’t want a depression. You don’t 
want a depression. The President 
doesn’t want a depression. Who 
wants a depression. then? Nobody 
in all the world, but Joe Stalin, Rus- 
sian High Priest of Totalitarianism. 

If Uncle Joie thinks we’re shaking 
in our shoes at that threat. he’s got 
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For $28.00 you get: 


1—5 shelf rack 
1—Socket set screw assortment — 330 
pieces 
8 sizes set screws 
4 sizes wrenches 
]—Wrench assortment — 187 pieces 
8 sizes wrenches 
l1—Lockwasher assortment—1318 pieces 
12 sizes lockwashers 
1—Cotter pin assortment — 1743 pieces 
sizes cotter pins 
1—Wing : sortment — 240 pieces 
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REDUCING INVENTORIES? 


— that’s where we come in! 
and BEST of ALL you 
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SACRIFICE VARIETY! 
GROUP ‘A ASSORTMENT 


has been created for just this situation. 


1 ft. 
$28.00 
$39.68 










BOSTON 10, MASS. 


holders who were planning to re- 
model would invest $300 for im- 
proved heating systems, the average 
expenditure for electrical work 1- 
only $36—insufficient in most cases 
to bring the home up to electrical 
living standards. 

Excellent groundwork for ade- 
quate wiring promotion has already 
been laid by the National Adequate 
Wiring Program, he said, and the 
National Adequate Wiring Bureau 
now implements the program. “But 
since manufacturers, distributors. 
and dealers will benefit they should 
he wholeheartedly behind the move- 


ment.” 


another bad guess coming. If he 
thinks we’re going to give up what 
we know we’ve got, for what he’s 
trying to make the world think Rus- 
sia’s got, he’s the most mistaken man 
in history. True, our American free- 
doms have been chipped and chis- 
eled, but thank goodness we still pre- 
serve our powers to regain and en- 
large those freedoms. 

The socialized state may be the de 
luded way other nations seek to 
solve their peacetime difficulties. But 
to free men, collectivism, whether 
served up in large or small doses i: 
economic poison. We want none of 
it in America! 

So first, we’d better purge our do 
mestic economy of every totalitarian 
concept that has crept into it in the 
last decade. 
demonstrate an abiding confidence in 
the ideals of individual freedom and 


Unless we ourselves 


democracy we will be in a poor posi- 
tion to urge that ideal on the rest o! 
humanity. 
to establish a national partnership o/ 
harmony to prove the superiority of 
our ideal. 


And secondly, we’ve got 


As good citizens, we must—labor. 
management, government—all an- 
swer this challenge for national unity. 
Let’s help our government live within 
the public’s means, and _ restore 
equality before the law. As good 
management, let’s help see that no 
legitimate gain of labor is destroyed. 


Let’s unite to make this year of 
opportunity, everybody’s opportunity 
—everybody’s chance to make up for 
the lost years. I don’t mean a boom 

~—and I don’t mean a bust. I mean 
a year in which houses are built, cars 
are built, and friendship is built be- 
tween the men who run the plants 
and the men who run the machines 
of American industry! That will 
build a truly great America! 
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How to relax, 
when somethings needed fast! 























Even if your suppliers are thousands of miles away, and you 
need parts and supplies right now — let others do the worrying, 
but never you. Specify Air Express and get delivery in a matter 
of hours. 

Air Express goes coast-to-coast overnight, and speeds up to 
five miles a minute insure same-day delivery between many U.S. 
towns and cities. Use it regularly, and you'll be paid off in greater 
customer satisfaction and smooth-running, efficient operation. 
To solve overseas shipping problems, investigate fast, frequent, 
inexpensive International Air Express. 


Specify Air Express-its Good Business 


@ Low rates—special pick-up and delivery in principal U.S. towns and 
cities at no extra cost. @ Moves on all flights of all Scheduled Airlines. 

@ Air-rail between 22,000 off-airline offices. 

e Direct air service to and from scores of foreign countries. 

Just phone your local Air Express Division, Railway Express Agency, 
for fast shipping action ,.. Write today for Schedule of Domestic and 
International Rates. Address Air Express, 230 Park Ave., New York 17. 
Or ask for it at any Airline or Railway Express Office. Air Express 
Division, Railway Express Agency, répresenting the Airlines of the U.S. 









GETS THERE FIRST 


Fastest delivery — at low rates 


65 Ibs. of machine parts in Louisville had to 
get to Dallas fast. Picked up at 5 PM on the 
25th, they were delivered at 7 AM on the 
26th. For complete door-to-door service, the 
Air Express charge was only $15.96! 








_ Consistent Advertising 

| “Puts Over" New 

| Pennsylvania Store 
(Continued from page 34) 


| two large and attractive windows. 
| At least one window is changed 
| every week. 

“The suggested window dis- 
plays presented in HARDWARE 
AcE have been a great help to us,” 
Mr. Perry says. “There are times 
when we don’t have all the items 
pictured in the display but we do 
follow them as closely as possible. 
After all, we are new in this busi- 
ness and the ‘Age’ has had years 
of experience.” 

Although the two partners have 
a profitable business today, they 
are looking ahead to the future 
and planning new ways to expand 
their business. A fine example of 
the foresight of the men is the 
installation of the company’s 
sporting goods department which 
carries fishing, baseball, softball 
and tennis equipment as well as 
other items which are popular in 
the town. 


Town Is Sports-Minded 


| “This town is very sports- 
. minded,” said Mr. Perry, “and 
| yet we don’t have a sporting goods 
| store or any other firm which spe- 
cializes in the line. We saw the 
possibility of building a good 
volume with this equipment so we 
put in our department. There is 
a Sportmen’s Club here in town 
with more than five hundred mem- 
bers and naturally these men need 
new equipment. Besides, practic- 
ally everyone in town does some 
| fishing and we have a complete 
| line of poles, reels, lines and lures 
to take care of their needs.” 

The addition of a furnace and 
sheet metal shop is the latest hope 
of the partners. At the present 
time, they are considering buying 
such a shop. “If we are successful 
in purchasing the shop,” Mr. 
Perry says, “my partner plans to 








return to school at night to learn 


| the trade. Of course, we will keep 


| 


the man who is running the shop 
now but, in the meanwhile, Bob 
will be learning the business so 
that we can keep in touch with our 
customers problems and give the 
best possible service. 
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“Luck has had a great deal to 
do with our success. Bob re- 
ceived his discharge from the 
Army two days before we opened 
the store and our delivery truck, 
which had been on order for three 
years, was delivered a few days 
before we started in business. 


Luck may have had its place in 
the success of the Perry Hardware 
Co., but, according to the firm’s 
suppliers and customers, ability, 
vision and timely advertising have 
made the store’s achievement pos- 
sible. 





Installation, Operation 
And Maintenance of 
Key-Cutting Machines 


(Continued from page 32) 


key blank. Injuries from this 
cause are numerous and range 
from ripped key blanks to lost 
eyesight from cutter teeth that fly 
off. A slipping belt should be 
tightened as soon as it is dis- 
covered. 

On the other hand, a belt that 
is too tight will cause the motor 
to labor, and put excessive side 
pressure on the bearings. This will 
result in either the motor burning 
out, or an inaccurate, vibrating 
shaft in the key machine. Once 
the shaft bearings are worn, no 
amount of adjustment can prevent 
misfit duplicate keys. 

The correct tension for a belt 
is easy to determine. It is not a 
formula worked out by mathe- 
matics, but by common-sense. A 
belt should be loose enough to 
ride over the rim of the pulley on 
the key machine without strain. 
It should be firm, but not taut. 
The belt should have no visible 
slack, but it should have a flexible 
“give” when squeezed together 
with the fingers. 

Loose pulleys are often mistaken 
for loose belts. Before assuming 
that the belt is too loose, a check 
should be made of the pulley on 
the motor shaft as well as on the 
machine. Screws often have a 
tendency to loosen. Frequent re- 
currences of this trouble should 
be remedied by re-threading the 


set-screw-hole with a larger tap and | 


new screw, or by the replacement 
of the worn pulley. 
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Semi-finished, hot-pressed, square, 
hex, jam and castellated hex. 
=a 


Machine, stove, carriage, lag, plow, 
step and sink. 


In all popular sizes up to 1” diameter , : 
and 8” lengths. 
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Triplex aims to lead the parade in holding 
power. There is no substitute for strength, 
where unfailing strength is needed. That 
applies to cap screws as well as all other 
Threaded Fasteners. If you don’t have our 
new catalog, shoot that letter in now, for 
a turn to TRIPLEX is a turn for the better. 
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THE TRIPLEX SCREW COMPANY 
5317 GRANT AVENUE, CLEVELAND 5, OHIO 
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CAP AND SET SCREWS 
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Keflects- THE ARISTOCRAT, 
of 7 tome Signs 





WHY REFLECTO LETTERS 
OUTSELL ALL OTHERS: 


1, Reflect light from any 





angle 
2. Gleam brightly at 
night 
3. Stand out clearly by 
day 


4. Beauty and utility 
for every home 
5. Attractive counter dis- 
play promotes sales 
6. Nationally advertised 











This Display Cabinet with 119 2%” Let- 
fers, 18 Assorted Panels, 12 metal 
stakes and 14 Periods..............Net $67.50 


‘Cabinet with 50 23%" Numerals, 10 As- 
sorted Panels and 10 metal stakes............ 
Net $30.00 


Reflecto Letters show you an 
excellent margin of profit. Well 
proportioned assortments in 
these display cabinets enable 
you to sell out of stock — no 
bothering with special orders. 
Inquiries welcomed. Write for 
detailed information. 











Reflecto L 
411 EAST 101st ST. 
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Quality Giftwares Draw Glass 
Trade to Hayes-Sammons 


(Continued from page 35) 


lomers in this category are the 
most difficult to understand. 

“We handle only quality mer- 
chandise. That is, we handle no 
gift item from a price appeal 
standpoint. The reason for this is 
that when the majority of women 
buy a gift for a friend the thought 
behind it is usually more than a 
remembrance gesture. 

“The customer, in a subtle man- 
ner, is going to try to convey to 
her friend for whom the gift is in- 
tended that it is accepted as a fact 
she will recognize and appreciate 
good taste. And this implies that 
the buyer possesses good taste alsw. 
So, buying a gift involves a two- 
fold purpose. And sensitive pur- 
poses, they are. 

“Therefore, we think it is a bit 
out of line for our salesclerks to 
keep annoying the customer by try- 
ing to urge her to a quick decision 
by repeating ‘this is nice... or 
this is always good’ when the sales- 
men know nothing about the per- 
son’s personal taste or social posi- 
tion for whom the gift is intended. 

“Hence, with these complex mo- 
tives involved, we have our gift- 
ware displayed in such a manner it 


invites the customer to look around, 
to see what is next. And we forbid 
our salesmen to offer suggestions. 
Answer questions politely and tact- 
fully, yes. But that is all until it 
is time to gift wrap the item chosen. 

“All our items are price-tagged 
in order for the customer to see 
the price without asking. In this 
way they can see if the first item 
they like is within the price range 
to which they have arbitrarily 
limited themselves. 

“A large and extensive line is es- 
sential. Personal taste is an indis- 
putable thing. It must be reckoned 
with. Too, there must be gifts suit- 
able for many occasions. 

“In our opinion, and this was 
gathered from first hand experi- 
ence, no gift item can be so costly 
that it will not sell, for there arc 
innumerable occasions when only 
the best, the most expensive, is 
not quite good enough We cannot 
hope to compete with dime store 
novelties, and don’t try. 

“Giftwares have an emotional 
appeal, rather than a practical one 
and they must be sold by neat dis- 
play rather than by glib salesman- 
ship.” 





Incentive Pay—Sure Way to Employee Co-operation 
(Continued from page 28) 


a bonus incentive pay system should 
be accompanied by an educational 
program. In person-to-person talks, 
meetings, or by letters and pamph- 
lets, the fact should be stressed that 
the ordinary, rather than the extraor- 
dinary, employee’s day has been 
adopted as the basis from which to 
pay out bonuses. 

Workers employed by the average 
hardware store fall into two classi- 
fications: selling and clerical. How 
can the incentive be set up to appeal 
to all? 

The salesman, naturally, has a 
strong incentive in the commission 
set-up. This also gives him an in- 
centive to close any sale, however, 
regardless of its profit to the com- 
pany. A profit-sharing plan makes 
him more conscious of the year-end 
profit and loss statement, less in- 
clined to close any deal that comes 
down the pike, more eager to cu! 
expenses, hike the margins and up 
trade. 

A bonus 


system for salesmen, 


given in addition to their commis- 
sions, gives them an added incentive. 
The commissions are run of the mill: 
the bonus is an extra for which they 
will strive. 

Computing a work basis on which 
to give clerical workers bonuses has 
stuck many firms in a mire. Usu- 
ally, they have fallen back on profit 
sharing. 

One company developed an effec- 
tive bonus system for its two office 
clerks. A standard of output was 
established for the office. Then. 
when work exceeds that output, both 
are rewarded. Like the profit-shar- 
ing plan, this encourages teamwork. 
and it got around the hard difficulty 
of establishing daily work schedules 
for desk employees. 

In every report of a company that 
has tried incentive pay schemes. 
sales volume has jumped and costs 
have skidded. Incentives are the 
surest way to bring about complete 
employee co-operation and to in- 
crease enthusiasm and willingness. 
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Snes laden 


PRESENTING 
Vit bg bei Cale 


AND .175 CALIBER 


APACHE — 


Dwal Caliber, Dual Barrel AIR. RIFLE 


Big and powerful, beautifully balanced and accurately rifled, in tempered steel 
and brass, superbly finished, molded tenite butt and zamak precision breech 
casting, America’s FIRST Dual-Calibered Air Gun, proved in principle in aerial 
gunnery and target use, comes to a sport-loving nation direct from thousands of 
hours of tedious, painstaking, scientific research ready to bring fun and thrills to 
millions of men and boys throughout the worid. : 
Unconditionally guaranteed on a life-time factory service basis, the Apache Air 
Rifle sports tremendous power, rifled-barrel accuracy, with smashing BIG CALIBER 
2-COLOR COUNTER DISPLAY CAR ball ammunition impact for small game or target practice; ‘‘fool-proof" safety 
pln = tli ggg an go lock; built-in ammunition holder; adjustable sights—AND ITS TWO BARRELS AND 
MUNITION CASES—100 SHOTS ; Bayes: 9 
250 CAL. EACH. UNIQUE VISIBLE DUAL CALIBER MEAN TWO-GUN PERFORMANCE AT ONE LOW PRICE! 
SHOT SUPPLY IN HANDY CASE 


a 


SPECIAL BUILT-IN RIFLE BUTT 
SHOT CASE COMPLETE WITH 100 


250 CAL. BALL SHOT FREE WITH OVER 18 MILLION NATIONAL MAGAZINE ADS TO HELP YOU SELL 


EACH APACHE AIR RIFLE 




















Length: 36%,"’ Weight 5% Ibs. Individually Boxed in Display Cartons, Packed Six 
Per Shipping Case. Weight Per Case: 40 Ibs. 

——— 

Thanks for a big backlog of orders—thanks for waiting. We 
wouldn't release until steel, brass and other vital raw mo- 
terials were ON HAND for top quality production. NOW lines 
are rolling and shipments are being made on a dated 
schedule. Get your orders in at once—we will guarantee 
a delivery date. 











iMPORTANT NOTICE 
10 THE TRADE 











NATIONAL CORPORATION 


AN AFFILIATE OF BURHANS & ASSOCIATES © 234 EAST COLORADO STREET © RYAN 1-6545 « PASADENA I, CALIFORNIA 
ACTUAL SIZE .250 CAL. 
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‘"WE USE IT OURSELVES 
TO GIVE BETTER 


Customer Service 





Competition is back—and dealers want 
to give their customers better service 
every way they can. One way is better 
glazing service. When you glaze a 
window for a customer use 


MASTIC GLAZE 


IN COLORS TO MATCH THE SASH 


* “ 

» Better than putty ( 
Mastic-Glaze doesn’t need priming; 
does not have to be colored or painted. 
It comes in colors to match sash. Colored 
Mastic-Glaze is waterproof, weather- 
proof, and self-sealing. It stays elastic on 
wood or metal sash. Will not crack or 
dry out. When a window has been 
Mastic-Glazed in color—the job is com- 
— ready for use. Your customer no 

onger has to paint over the sash! 


YOU'LL SELL A LOT 
OF MASTIC-GLAZE 
AT RETAIL, TOO! 


The new display 
carton attracts 
attention to 
Mastic-Glaze in 
assorted colors. 
You can clinch 
sales by saying 
“We use it our- 
selves”. 

Write us for FREE 
gummed Glazing 
Stickers, Newspaper 
Mats and Leaflets 
advertising your 
Mastic-Glaze “Cus- 
tomer Service”. 


Sold Through Jobbers 
ENTER MASTIC-GLAZE IN 















YOUR"“WANT BOOK" TODAY 


uT-1146 


TREMCO 


IMANUFACTURING CO 
CLEVELAND 4 OHIO 





Adds Lighting Fixtures to 


Contract Hardware Department 
(Continued from page 40) 


| find that many people buying 





locks, garage hardware and other 
builders hardware lines are also 
in the market for lighting fixtures, 
table lamps, floor lamps, etc. 
Thus, in addition to the four hun- 
dred dollars for finish hardware, 
we can often make an additional 
sale of two hundred dollars for 
lighting fixtures at the same time. 
This is not only a profit maker 
for us but an additional service 
to our customers.” 

The builders’ hardware sample 
room—in modern fashion — has 
concealed samples. There are 
three units—apartment house, ho- 
tels and industrial and _institu- 
tional, and one for residential 


' hardware. Three tables with chairs 


to match are located in the room 
so that three different clients may 
be talked with at the same time 
when necessary. 

Except for the doors and win- 
dows, under which there are sam- 
ple cabinets, the entire wall is 
covered with attractive draperies 
concealing the samples. Fluores- 
cent lighting and soft blue rug 
add to the comfort and attractive- 
ness of the room around the four 
walls of which there is a border 
showing tools of various colors in 
keeping with the hardware busi- 
ness of which the room is a part. 
In order to prevent conflict, no 


Lay i Nites ye 


| Part of the lighting fixture section seen from the stairway to the 


items 


builders’ hardware are 
shown in the border. With the 
new arrangement architects and 
their clients may be much more 
quickly shown lines in which they 
are interested. Instead of sessions 
of several hours—as was some- 
times formerly the case — the 
needs of prospects can be quickly 
served in much shorter time be- 
cause of the segregation of the 
three basic groupings and the 
staff's ability to concentrate the 
client’s attentions on the proper 
lines for the type of structure in- 
volved in the proper price range. 

The lighting fixture department 
is located on a mezzanine above 
the main store of Farrey’s and 
may be seen plainly from the 
main floor as well as from the 
staircase leading to the offices. To 
add color to the display the back- 
ground of the sections is alternate 
pink or blue. Most of the time 
during business hours a majority 
of the fixtures are lighted. Large 
house numbers above the ceiling 
fixtures enable the architect to 
indicate that such and such a 
number is wanted by the customer 
and makes it easy for the sales- 
man to tell its price quickly. This 
creates the impression in the mind 
of the customer that the architect 
has given his problem some ad- 
vance thought on a previous visit. 








mezzanine. Arrangements permit focussing attention on a single lamp. 
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GLOBE SPORTING GOODS MFG. CO., 251 Causeway St., Boston 14, Mass. 
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VACATION 


GOODS 


EVERYTHING FOR THOSE 
ENJOYABLE HOLIDAY WEEKS 
















TACKLE 
Box 


HARDWARE AGE Original Window Display IDEAS 























TOOLS 


FOR EVERY 
WORKMAN 


























HARDWARE 


FOR EVERY 
JOB 


















































HARDWARE 


VACATION 
GOODS 
WINDOW 


MERCHANDISE: 
Tennis goods, golf 
goods, rain slickers, 
sweat shirts, casting 
rods, baseballs, 
gloves, tackle boxes, 
landing nets, reels, 
lines, flies, minnow 
traps, pails, basket- 
balls, footballs, horse 
shoes, table tennis 
sets, shotguns, rifles, 
charcoal grills, char- 

coal, etc. 


BACKGROUND: 
Center panel of light 
green corrugated 
board or painted 
wallboard. Side pan- 
els of dark green 
material. Floor cov- 
ered with grass 
mats. Cut-out letters 

of white material. 


Vacation Goods, Tools and 
Hardware for August Windows 


TOOL 
WINDOW 


MERCHANDISE: 
Hand saws, all types, 
auger bits, screw 
drivers, hand drills, 
electric drills, levels, 
squares, tri-squares, 
chalk line, tapes, 
rules, tool boxes, 
blow torches, grind- 
ing wheels, grinding 
heads, vises, hatch- 
ets, hammers, planes, 

marking gages. 


HARDWARE 
WINDOW 


MERCHANDISE: 
Padlocks, push 
plates, knobs, night 
latches, butts, cup- 
board catches, lock 
sets, door chimes, 

electric fans. 


BACKGROUND: 
Center panels of 
light green corrugat- 
ed board or painted 
wallboard. Side 
strips of dark green 
material. Cut-out let- 
ters of white mate- 
rial. 
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There is far more ‘’Sell’’ in Builders Hardware than appears 
at first glance... ‘‘Sell’’ to the family who will use the build - 
ing and who will enjoy the convenience, charm, and smooth 
operation that Barrows provides . . . ‘‘Sell’’ to the craftsmen 
who install because of the ease of application that is a feature 
of Barrows Hardware... and ‘‘Sell’’ to the builder and archi- 
tect—because Barrows, for all its quality, is ‘‘budget-wise."’ 


Lhe Best 
call for 
BARROWS 


Builders Hardware 


NORTH CHICAGO ILLINOIS 


JULY 31, 1947 
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R. K. Carter & Co. Elects 


William Paulscraft President: 


he was moved to the New York | 
office, taking charge of buying 
and statistical work. Mr. Pauls- 
craft then became secretary of 





W. B. PAULSCRAFT 


William B. Paulscraft, for 
many years vice-president of R. 
K. Carter & Co., 66 Reade St., 
New York City, purchasing 
agents, was elected president on 
June 19, succeeding the late Al- 
fred C. Greening. Edwin McNeil 
is the new vice-president of the 
company. Other officers of the 
company continuing in those ca- 
pacities are: Charles K. Green- 
ing, treasurer; William P. Herr- 
mann, assistant treasurer and 


EDWIN McNEIL 





Cc. K. GREENING 


secretary, and Theodore D. 
Haubner, second vice-president. 

Affectionately known through- 
out the wholesale hardware field 
in the United States, Mr. Pauls- 
craft started his business career 
in 1881 with Sargent & Co., re- 
signing after 10 years to join the 
Hardware Buyers’ Association in 
New York City as assistant man- 
ager for 10 years. In 1902 he 
became manager of R. K. Carter 
& Co.’s Pittsburgh office. In 1904 





| 
T. D. HAUBNER | 


the company and later was elect- 
ed vice-president. 

Mr. McNeil became associated 
with the company in 1903. He 
became manager of the Pitts- 
burgh office in 1913 and when it 
was moved to Chicago in 1935, 
he continued his managership. 
He was transferred to the New 
York cffice in 1947 and was elect- 
ed director and vice-president of 
all buying, succeeding Mr. Pauls- 
craft. A. Gough, who assisted 








W. P. HERRMANN 


Mr. McNeil in Pittsburgh and 
| then in Chicago, has been ad- 


vanced to manager of that office. 


EARL WYANT ELECTED 
TO AMERICAN HDWE. 
SUPPLY DIRECTORATE 


Earl Wyant, partner in Gilbert 
and Co., Huntington, W. Va., re- 
tail hardware firm has been elect- 
ed a director of the American 


nal Way, Pittsburgh, Pa., dealer 
owned wholesale hardware con- 
cern. Mr. Wyant replaces the va- 































WYANT 


EARL 


cancy created by James M. Scott 
of Carnegie, Pa., who resigned. 

Mr. Wyant has been in the re- 
tail hardware business for the 
past 20 years and has made an 
outstanding success of his enter- 
prise. Mr. Wyant will serve on 
the company’s directorate as on» 
of the nine retailers serving on 
the board and responsible for the 
policies of the company. 


FINNEGAN FIELD SALES 
MANAGER, MASBACK INC. 


John A. Finnegan, who covered 
the southern New Jersey terri- 
tory for many years, has been 
appointed field sales manager for 
Masback Inc., 330 Hudson St, 
New York City 13, hardware 
wholesalers. 



















JOHN A. FINNEGAN 
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5. F. Rolph Named General 


Manager, Norton Door Closer 


Samuel F. Rolph has been ap- 
pointed general manager of the 
Norton Door Closer Co., division 
of The Yale & Towne Mfg. Co., 
Chrysler Bldg., New York City, 
succeeding Earl L. Heverly, who 
has resigned because of ill health. 
Mr. Heverly, who joined Norton 
in 1921 and has been general 
manager since 1928, will continue 
to serve the company as an ad- 
viser, 





S. F. ROLPH 


Mr. Rolph joins Norton Door 
Closer Co., Chicago, from De- 
troit, where for the past 15 years 
he had been engaged in research 





| geles, Cal., wholesalers, the occa- 


and development in the field of 
specialty locks, door closers and 
hardware. Mr. Rolph has been as- 
sociated with builders’ hardware 
for 40 years, having begun his 
career in the Stamford, Conn., 
plant of Yale & Towne Mfg. Co. 
He later headed that company’s 
builders’ hardware sales depart- 
ment. In 1932 be became man- 
ager of all automotive hardware 
sales in Detroit and later he 
organized the Detroit division for 
Yale & Towne and served as gen- 
eral manager of this automotive 
lock and hardware plant. He left 
that company in 1944. Mr. Rolph 
is the inventor of various hard- 
| ware and locking devices and 
helped develop a concealed type 
| door closer. 





| OWENS MARKS 50 YEARS 
AS CALIFORNIA HDWE. 
SALES REPRESENTATIVE 


Frank C. Owens was given a 
surprise testimonial dinner on 
June 27 by 74 associates in the 
California Hardware Co., Los An- 


sion being the completion of 50 
years as a salesman for the com- 
pany. 

Toastmaster John Blaney, as- 
sistant secretary and comptroller, 
in making his presentation talk, 
said that it is not given to many 
men to spend 50 years with one 
employer. A scroll, a wallet con- 
taining a substantial sum of 
money and a set of garden fur- 
niture was presented to Mr. 
Owens. The scroll was signed by 
the officers, department managers 
and the sales force of the com- 
pany. After 50 years, Mr. Owens 
has no idea of retiring and con- 


CHARLES G. PUTNAM, 


treme left, 


of the association, at the 


induction. 


At the 18th annual convention 
of the Associated Pot & Kettle 
Clubs of America, held at the 
Feather River Inn, June 25, 
James Cummings, Schwabacher 
Hardware Co., wholesalers, Seat- 
tle, was elected president to suc- 
ceed Charles G. Putnam, manu- 
facturer’s representative, San 
Francisco. Other officers elected 
were: L. Nebblitt, Los Angeles 
Ladder Co., Los Angeles, vice- 
president; Harry Gleason, Gen- 
eral Sales Co., Seattle, treasurer, 
and Allen Meyers, Holt-Berni 
Co., Seattle, secretary. The offi- 
cers were inducted by a special 
banquet given by Dave Bartelme, 
San Francisco. 

Those elected to the board of 
directors were: Albert Berni, 
Portland; Stanley G. Clark, Seat- 
tle; Weldon Reed, Los Angeles; 
Breen McDonald, San Francisco, 
and Al Backman, Spokane. 

The delegates unanimously 





tinues to help train the younger 
salesmen. 


V. E. SCRANTON SALESMAN 
IN EAST FOR MOTOROLA 

Virden E. Scranton has recent- 
ly been appointed eastern district 
representative for Motorola, Inc., 








EARL L. HEVERLY 
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Chicago, Ill. | 


voted their intention to cooperate 
in the contemplated formation of 
a national federation of house- 
wares clubs as proposed at the 
Philadelphia Housewares Show in 
April. Fred C. Wood, Fred C. 
Wood Co., San Francisco, and 
Clark Wright, Meier & Frank 


Co., Portland, were named spe- 





SOCIATED POT & KETTLE CLUBS OF AMERICA, 
congratulates James 
Hardware Co., Seattle, Wash., wholesalers, new president 
installation ceremonies. 
left to right, after Mr. Cummings, is L. L. Neblett, Los An- 
geles Ladder Co., Los Angeles, vice-president; and Harry C. 
Gleason, General Sales Co., Seattle, treasurer. Allen Meyers, 
Holt-Berni Co., Seattle, secretary, was not present at the 





RETIRING PRESIDENT, AS- 


ex- 


Schwabacher 


Cummings, 


From 


James Cummings Elected President of 
Associated Pot & Kettle Clubs of America 


cial delegates who are to attend 
the next meeting of the National 
Association of Housewares Club. 

Those appointed by the new 
president to serve as _ regional 
vice-president are: Los Angeles, 
B. J. Badham, Jr.; San Fran- 
cisco, A. Auger; Seattle, Wally 


H. Spaulding; Portland, Matt 
Qlds, and Spokane, John Ar- 
menia. 


A charter was granted to the 
newly formed Denver Pot & Ket- 
tle Club, the temporary officers 
of which are: Kenneth J. Dahm, 
Kenneth J. Dahm Co., president; 
H. M. McMichael, Denver Dry 
Goods Co., first vice-president; C. 
D. Short Hassco, Inc., second 
vice-president; R. E. Anderson, 
buyer, Daniel’s and Fisher Stores 
Co., treasurer; Phil Kerr, Don 
Sluman Co., corresponding sec- 
retary, and C. Boyd, Boyd Dis 
tributing Co., recording secre- 
tary. After Denver’s election of 
permanent officers, a_ regional 
vice-president will be appointed. 

Mr. Cummings appointed Peter 
Heiser, Seattle Club, as publicity 
director of the National Club to 
succeed Milton Albin, Hardware 
World of the San Francisco Club. 

The Seattle Pot & Kettle Club 
will be the sponsor of the 1948 





convention. 








Texas Wholesalers, Boosters Elect; Advocate Free Enterprise 





TEXAS WHOLESALERS 





NEW OFFICERS AND EXEC. COMMITTEE MEMBERS: 


Standing, George F. Pierce, retiring president and member executive committee; R. C. 
Neely, Jr., executive committee; A. H. Schumacher, chairman, executive committee; R. R. 
Witt, executive committee; Nat M. Johnson, secretary-treasurer. Seated, Gus C. Ditmar, 
second vice-president; Hollis E. Colemere, president; and David B. Nash, second vice- 


president. 


The 5lst annual convention of 
the Texas Wholesale Hardware 
Association was held at the Hotel 
Galvez, Galveston, Friday and 
Saturday, June 13 and 14, draw- 
ing a record attendance. This 
year’s convention included a 
larger proportion of the fair sex 
than usual. 

As is the custom, the conven- 
tion opened with a combined ses- 
sion of Wholesalers and Texas 
Boosters followed by executive 
sessions of the wholesalers Friday 
afternoon and Saturday morning. 
The joint open session was ad- 
dressed by Walter Casey, owner 
of the Crosby Hotel, Beaumont, 





and other interests. “Opportuni- 
ties for Salesmanship Under the 
Free Enterprise System” was the 
topic he chose. He interspersed 
philosophy and common sense 
with humor and reiterated the 
faith of the American people, 
particularly leaders in industry, 
in the “Free Enterprise” system. 

George F. Pierce, Cullen & 
Boren Co., Dallas, president of 
the wholesalers, presided at all 
business sessions. The executive 
sessions included discussions of 
the “Future in Merchandising 
from the Retail Dealer’s Point of 
View,” by J. A. Hills, Jr., presi- 
dent, Texas Hardware & Imple- 





ment Association, inventories, 
credits and collections, buying 
for the future, new and inexperi- 
enced dealers and their chances 
of staying in business, and the 
old dealer—his prospects in meet- 
ing the new competition. 

Entertainment included a lunch- 
eon fo1 the ladies at the Terrace 
Room, Hotel Galvez, on both 
days; annual dinner and dance 
at the Buccaneer Hotel on Fri- 
day evening, at which the Boost- 
ers were hosts to the wholesalers 
and the ladies: buffet supper and 
entertainment Saturday evening, 
and golf both days. 

New officers are as follows: 





TEXAS HARDWARE BOOSTERS EXECUTIVE COMMITTEE AND ADVISORY BOARD: 
Standing, left to right, C. Earl Stafford, executive committee; LeGrande D. Kelly, Jr., 
retiring chairman, advisory board; Chas. F. Lanter, new members, advisory board; M. G. 
Lipscomb, president and member advisory board; Ed. M. Luther, executive committee; 
Lawrence J. Baldwin, new member, advisory board; P. H. Speaker, Jr., chairman executive 
committee; R. K. Houston, advisory board. Sitting, Nat M. Johnson, secretary-treasurer; 
Paul H. Bowen, second vice-president; Dewey Godfrey, president; C. B. Hasford, first vice- 
president; Malcolm E. Reid, retiring president and chairman of advisory board. Absent 
when this picture was taken were: C. W. McKnight, executive committee; Joe M. Jackson, 
advisory board and Harry A. Taylor, past president and member of the advisory board. 
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Hollis E. Colemere, president, 
Watts Hardware & Supply Co., 
San Antonio; Gus C. Dittmar, 
F. W. Heitmann Co., Houston, 
first vice-president; Dayid B, 
Nash, Nash Hardware Co., Fort 
Worth, second vice-president; 
Nat M. Johnson, Pearsall, sec- 
retary-treasurer, re-elected. The 
executive committee is composed 
of A. H. Schmacher, Houston, 
chairman; R. C. Neely, Jr., Ama- 
rillo; George F. Pierce, Dallas, 
retiring president, and R. R. 
Witt, Builders’ Supply Co., San 
Antonio. 

In conjunction with the Whole- 
salers’ convention, the Texas 
Hardware Boosters’ Club held its 
eleventh annual meeting Friday 
morning, following adjournment 
of the joint open meeting. New 
officers of the Boosters follow: 
Dewey Godfrey, Dallas, Reming- 
ton Arms Co., president; C. B. 
Hasford, Dallas, Eastman Prod- 
ucts Co., first vice-president; Paul 
H. Bowen, Dallas, Penn Hard- 
ware Co., second vice-president; 
Nat M. Johnson, Pearsall, secre- 
tary-treasurer. The executive com- 
mittee members are: P. H. 
Speaker, Jr., Dallas, chairman; 
Ed. M. Luther, Dallas, C. W. 
McKnight, Dallas; E. Earl Staf- 
ford, San Antonio, and the four 
officers. Advisory board members 
are: Malcolm FE. Reid, manufac- 
turers’ representative, Dallas, 
chairman, retiring president; Joe 
M. Jackson, Houston, 1948; R. 
K. Houston, Bay Springs, Miss., 
1948; Chas. F. Lanter, Fort 
Worth, 1949, and Lawrence J. 
Baldwin, New Orleans, La., 1949. 























PORTER WALKER HDWE. 
CELEBRATES 40th YEAR 


Porter Walker Hardware Co., 
Columbia, Tenn., has completed 
its 40th year in business. It was 
organized in 1907 as the Harlan 
Porter Walker Hardware Co., 
with R. J. Harlan, H. A. Porter 
and A. L. Walker directing. 

Sales at that time centered 
around tools, carpenters’ supplies 
and horse drawn farming equip- 
ment. In 1928, Mr. Harlan sold 
his interest and the firm was in- 
corporated as the Porter-Walker 
Hardware Co. A new building 
was erected an:] the store moved 
to its present location on the 
square in 1930. Construction is 
now under way for a building 
on Woodland St., that will house 
the farm implement division. The 
| personnel now includes: D. J. 
| Dowling, manager, paint depart- 
| ment, with the company 30 years; 
| Doug Anderson, secretary-trea- 
| surer, with company 24 years, 
| and Chearis Porter, 19 years’ ser- 
| vice. H. A. Porter resigned as 
| president in 1946, but continues 
| to meet customers. 
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DELIVERS MORE 
THAN WATER 


INCREASED SALES OF 
OF APPLIANCES — ELECTRIC — PLUMBING 


ELECTRIC — P 


. 


MBING — HEATING — APPLIANCES — 


ELECTRIC — HEATING — 
REASED SALES OF APP 


You can sell a lot more merchandise than*you do now — by including 
Johnston Aquamatic Water Systems in your line. Here’s why. 

An Aquamatic customer means two-way profit. 

First, from the sale of the Aquamatic. Second, from your sales of many 
allied items, the use of which is first made possible by the availability of 
a modern pressure water system. 

Today, 30% of all homes have no running water, 40% no bathrooms 
or showers. So... the potential market for water systems — to say nothing 
of related items — is tremendous. 7,000,000 units at an average price of 
$143 — $1,000,000.000! 

As a Johnston representative you can cash in on volume sales 
of water systems plus logically related equipment needed and 
wanted by each new Aquamatic customer. 

The Aquamatic line is expertly designed for — delivery of more water 


IANCES — ELECTRIC 
HEA 











Rong y per dollar . . . easier and speedier installation . . . simpler maintenance. 
pit Fort Capacities are up to 7500 gallons per hour; lifts to 150 feet. And Aqua- 
een i matics are streamlined for customer satisfaction in appearance as well as 
s, La., 1949. performance. 
Aquamatie distributors and dealers benefit by the thirty-eight 

R HDWE. years’ experience during which Johnston water pumps have estab- 
th YEAR lished remarkable records throughout the world. Aquamatic dis- 
sdwere Co. tributors and dealers are backed by a dynamic merchandising 
s completed program that helps them get ahead — factually-applied advertis- 
ness. It was ing... inquiry-producing sales literature . . . displays and practical 

the Harlan dealer aids. 
dware Co., This is the right combination to promote increased sales of both 
[. A. Porter Aquamatics and a host of other items and services that all add up to a 
ecting. healthy balance sheet. 
1e centered 
ers’ supplies 
ming equip- =i 
Harlan sold This coupon will J} JOHNSTON PUMP COMPANY — Jet Pump Division D-1 re oe 
irm was in- bring complete in- Wheatfield at Commerce St., York, Pennsylvania eb TNE! bee gbes 5 
rter-Walker formation about the Please send information on JOHNSTON PLAN FOR ELECTRIC ?p 
w building Johnston plan for DISTRIBUTORS AND DEALERS. ee 
store moved yn aaa and Name APPLIANCES 
on on the pe Address * 
struction is MAIL IT TODAY ci INCREASED SALES © 
pea OF APPLIANCES — 
- will house 
vision. The “ES — ELECTF 
des: D. J. 
int depart- : ‘MBING — 

y 30 years; Deep Well Turbines ; 
| — ee D1 : 1909 
retary-trea- ‘anaes 2 » Pee ee 

24 years, 
| years’ ser- 

esigned as 


- continues 


tE AGE \ 31, 1947 











64 





PLUS THIS 


a) NH 


GIVES YOU 


















































@ Imagine a ratchet-rod Trigger 
Type Calking Gun retailing at only 
$1.98! Think of a gun that never needs 
cleaning! A light-weight all-steel gun that 
will last indefinitely. That's HANDICALK! 


@ Fastest thing in calking. You simply snap 
the cartridge in the gun and pull the trigger. 
No gun caps, nozzles, washers, bolts or any 
other parts to fuss with. Gun rentals no 
longer necessary, because HANDICALK is 
made and priced to sell. Distributed through 
jobbers. Don't underestimate your needs. 
Write, phone or wire your gun and cartridge 
orders for earliest possible shipment. 









| above base-period levels. 
| production of heating stoves of 


| 250,000 units. Slightly over 1,- 
| 200,000 units were produced in 


| tial gains. 





| 


| levels. 


| rate of production which pre- 
| vailed in the first quarter of 1947 


Anticipate Peak Year 


Both gas and electric range production is higher than 


last year and the 1940-41 


Appliance Manufacturers. 


With range component parts 
| in adequate supply only the un- 
certainty about the supply of 
sheet steel stands between stove 
manufacturers snd a peak pro- 





| at the mid-year convention of the 


duction year, it was announced 


Institute of Cooking and Heat- 
ing Appliance Manufacturers, 
held June 2 to 4, at Cincinnati. 

M. F. Cotes, president of the 
Institute and executive vice-presi- 
dent of the Motor Wheel Corp., 
in his report stated that produc- 
tion levels on ccoking and heat- 
ing appliances during the past 
six months have increased mate- 
rially over the same period in 
1946. 

Cooking appliances for the first 
quarter of 1947 showed substan- 
Approximately two 
million gas ranges were produced 
during the “base period” from 
July 1, 1940, through June 30, 
1941, or an average of 165,000 
units per month. During the first 
quarter of 1947, gas range pro- 
duction was slightly over 180,000 
units per month. 

Electric range production, ac- 
cording to Mr. Cotes, advanced 
even more sharply, from a month- 
ly average in the base period of 
46,000 units and a yearly produc- 
tion of 556,000 rnits, to a month- 
ly average of 66,000 units in the 
first quarter of 1947, or an an- 
nual rate of approximately 800,- 
000 units. 

Oil cooking appliances are be- 
ing produced at approximately 
the same level as in the base 
period, and combination ranges-— 
those burning coal or oil and gas 
—while showing substantial in- 
creases during the past year, are 
still slightly below base period 


Mr. Cotes stated that if the 
is continued throughout the year, 
the total number of all types of 
cooking appliances produced will 
be approximately 10 per cent 

In the prewar period, the total 
all types was approximately 4.,- 


the first quarter of 1497, indi- 
cating that again in this field the 


base period, it is revealed 


at convention of the Institute of Cooking & Heating 


year will be about 10 per cent 
over base-period levels if produc- 
tion continues at first-quarter 
rates. 

At the end of the first quarter 
only slight decreases in the back- 
logs of orders were noticeable 
compared to Dec. 31, 1946. At 
the end of the year, there was a 
backlog of 2,852,000 cooking ap- 
pliances and by the end of March 
this figure had dropped to 2,378,- 
000. While some types of space 
heaters showed rather sharp 
drops in backlogs of orders, the 
over-all picture was almost exact- 
ly the same at the end of the 
two periods—4,450,000 units in 
backlog orders on December 3], 
1946, and 4,527,000 still in the 
backlogs at the end of the first 
quarter of 1947. 

At a meeting of the Gas Space 
Heater and Floor Furnace Divi- 
sion it was pointed out that sales 
of gas space heaters reached 
$16,000,000 in 1946 and contin- 
ued to rise in the first quarter of 
1947. 

Although a number of com- 
panies reported that they would 
introduce new models of gas 
ranges at the July markets, the 
majority of gas range producers 
are delaying plans for introduc- 
ing new models until the winter 
selling season. 

The Gas Range Division recom- 
mended to the Institute’s Board 
of Trustees that the association 
strive to terminate the provisions 
now contained in Regulation W. 
which require « one-third cash- 
down-payment and a maximum of 
15 months for installment pay- 
ments on gas ranges. 

There was a general feeling 
that fewer strikes would occur in 
the stove industry in 1947 than 
last year. 

E. JULIUS CAPPELMANN 
PRESIDENT C. D. FRANKE 


E. Julius Cappelmann has re- 
cently been elected president of 
C. D. Franke & Co., Inc., Charles- 
ton, S. C., to succeed the late 
Julius H. Jahnz. Mr. Cappelmanr 
started with the company as an 
office boy in 1900. He represented 
the company in western South 
Carolina and a portion of North 
Carolina as a salesman, became 
a buyer, and in 1921 was elected 





increase at the end of the current 


vice-president. 
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Commerce Dept. to Confer 


With Retail Comm. Before 


Any Distribution Census 


Department of Commerce accepts three of 
reommendations. 
agreeing to confer with committee before undertak- 


Advisory Committee 


13 Retail 
Although 


ing any Census of Distribution. Rejects creation of 
Office of Retail Distribution, because of appropria- 


tions limitations. 


(Washington Bureau 
of HARDWARE AGE) 
Continuing its efforts to make 
the services of the Department of 
Commerce more useful to the re- 
tailing fraternity, the Retail Ad- 
visory Committee, made up of 
representatives of 33 national re- 
tail trade associations, including 
the National Retail Hardware As- 
sociation, recently presented to 
the Department a list of 13 
recommendations and suggestions 
as to the needs of the trade in- 
sofar as Commerce activities are 
concerned. 
Of the 13 recommendations, 
the Department of Commerce has 
approved on three to date. These 
are: that the Retail Advisory 
Committee be made directly ad- 
visory to the Secretary and to the 
Department in all matters affect- 
ing retail distribution; that sub- 
committees be appointed to rep- 
resent the various branches of the 
retail trade; and, that before any 
Census of Distribution is taken, 
the Department of Commerce 
confer with the Retail Advisory 
Committee for its recommenda- 
tions. 

However, the most important 
recommendation from the stand- 
point of providing practical ser- 
vice to the retailer was turned 
down by the Department. This 
recommendation called for the 
creation of an Office of Retail 
Distribution within the Depart- 
ment to assist and serve retail 
merchants as distinguished from 
producers and manufacturers. 
Such an office would have been 
a big step forward, but appropri- 
ations cuts make it impossible of 
achievement at this time. In fact, 
retailers may find themselves with 
less and less service from the 
various branches of the govern- 


ment as a result of budget 
slashes, 
The remaining recommenda- 


tions, which called for the fol- 
lowing steps, have been taken 
under advisement by the Depart- 
ment and decision is expected in 
the near future: full information 
on all activities affecting retail- 
ing; a list of material relating 


bureaus—be maintained and kept 
up to date; basic statistical data 
be made available to retail trade 
associations and the trade press 
as soon as possible; the Retail 
Advisory Committee to be kept 
informed of planned projects and 
the appropriate subcommittees be 
invited to contribute to the prepa- 
ration of such projects; that pub- 
lications for retailers be written 


“Main Street” merchant; a Cen- 
sus of Distribution be taken as 
soon as possible: the Department 
should confer with the committee 


the several retail trades for all 
statistical purposes; and that the 
Department clarify the functions 
and services to the retail trade of 
the various Field Offices. 

Several of these recommenda- 
tions, particularly those relating 
to the gathering and dissemina- 
tion of material, will be adversely 
affected by the appropriations 
cuts. 


HUFFMAN MFG. BICYCLE 
DISPLAY COMPETITION 


Huffman Mfg. Co., Dayton, 
Ohio, is sponsoring a contest for 
clever ideas incorporating bi- 
cycles in displays, with cash 
awards totalling $175. First 
award is $50, second, $25, and 10 
additional $10 awards for run- 
ners-up. In case of tie, duplicate 
awards will be made. 

Snapshots of the displays with 
brief descriptions of the location, 
materials used, and dates of use 
are the only entry requirements. 
Entrants may be wholesalers or 
retailers of bicycles of their em- 
ployees. Contestants have until 
Sept. 30 to arrange their displays, 
complete their photos and submit 
their entries. 

Entries will be judged and 
awards made on the basis of origi- 
nality, attractiveness and effec- 
tiveness. Winners will be notified 
by mail. Fancy photography and 
elaborate descriptions will not in- 


in the economic language of the | 


on problems of classifications in | 











fluence selection of winners. En- 
tries are to be mailed to Dis- | 
play Contest, The Huffman ad 
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Co., Dayton 1, Ohio. 


The Little Giant is offered as an extra- 





sturdy, long-lasting grindstone that will withstand 

hard use. Fitted with pulley or treadle, or both at 
slight added cost, this model provides the means 
for expert grinding of all steels. 24” x 4° stone of 
selected grit runs true without adjustment. The tool 


rest and drip shield are furnished as standard 


equipment. 


Its enviable record everywhere makes it an 


ideal model for your sales floor. 


you more 
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May we tell 
about the Little Giant and the rest of 

the popular “C.Q.” line of better 
\ grindstones? 


Ausilable Now, this neu folder! 





Send today for this six- 
page folder, describing 
> the entire, profit-building 
hne of “C.Q.” grindstones. 
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Twelfth Street., Cleveland 14, Ohio 
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POWER TOOL 
ACCESSORIES 





373 
430 431 


#370—\%” Hardened 3-jaw Chuck to fit 2” -24 Spindle. 
Other threading to specification. 
#373—'2” Hardened 3-jaw Chuck to fit ¥2” -24 Spindle. 
Other threading to specification. 
#380—'%2” Chuck with No. 2 Morse Taper Arbor. 
#38112” Chuck with Arbor to fit %2” or 5@” Spindle. 
#382—1” Chuck with Collars and Arbor to fit 2”. 
or %” Spindle. 
#383—Arbor to fit %2” or 5%” Spindle, with Collars. 
#384—'” Chuck with 4%” Straight Arbor. 
#407—No. 2 Morse Taper Arbor with Collars and Nut. 
#408—No. 1 Morse Taper Arbor with Collars and Nut. 
#410—Rigid Coupling for Connecting two 4%” Shafts. 
#411—Electric Drill Arbor for holding Crinding or Pol- 


| Reiter Co., Minneapolis; T. J. 
| Riley, Detroit; Ted Swartzbaugh 


FRITZ BRONNER V.P. 
GENERAL MANAGER OF 
EKCO PRODUCTS CO. LTD. 


Fritz Bronner, export manager 


| of Ekco Products Co., 1949 N. 


Cicero Ave., Chicago 39, IIl., has | 
been elected vice-president and | 
general manager of Ekco Prod- | 


| ucts Co., Ltd., Montreal, Canada. 


| 

He will, in addition to his du- | 
ties as export manager, direct the | 
manufacturing and sales facilities | 
of Ekco merchandise in Canada. 


FULTON IS SALES MGR. 
STEEL PRODUCTS MFG. 


Claude F. Fulton has been re- 
cently appointed sales manager 
of Steel Products Mfg. Co., St. 
Louis 16, Mo., manufacturers of 
Swing-A-Way kitchen appliances. 
He announced that the following 
have been appointed representa- 
tives: Reid H. Cox & Co., At- 
lanta, Ga.; L. G. Fiske Co., Los 
Angeles, Cal.; L. S. Gershon & 
Son, Kansas City, Mo.; Frank S. 
Howard, Indianapolis; F. P. Mc- 
Morrow Co., Cleveland; H. W. 
Reinwald Co., Cleveland; C. R. 





CLAUDE F. FULTON 


& Associates, Chicago, and S. T, 
Williams, New York City. 


CRAWFORD MANAGES 
ADLER MFG. SALES 


Paul W. Crawford, formerly 
with Jewel Tea Co., and Dene 
Associates, manufacturers’ repre- 
sentatives, has recently joined 
Adler Mfg. Co., makers of 
streamline Adler Ware cast alu- 
minum waterless cookware, Chi- 
cago 32, Ill., as general sales 
manager. 











ishing Wheel. 

#430—Plumb Bobs—Round, Perfectly Balanced, Nickel 
Plated. 4 oz. or 8 oz. 

#431—Plumb Bobs—Hexagon, Perfectly Balanced, Nickel 
Plated, Screw Cap. 8 oz. or 12 oz. 


ORDER FROM YOUR JOBBER 


SERVING THE TRADE FOR 30 YEARS WITH QUALITY 
AUTOMATIC SCREW MACHINE PRODUCTS AND 
POWER TOOL ACCESSORIES 


BROWN-MCLAREN MFcG. Co. 
HAMBURG, MICHIGAN 


MAKERS OF SCREW MACHINE PRODUCTS AND 
TOOLS OF QUALITY 
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WINNERS OF THE TROPHIES at the annual golf outing 
of the Nutmeggers, Connecticut organization of hardware 
manufacturers’ salesmen and representatives, held June |], 
at the Wethersfield Country Club, near Hartford, Conn., 
were: J. G. Trieber, Pratt & Whitney, A. L. Tackus, Putnam 
& Co., and Z. S. Gow, Laurel Supply Co., tie for Ist place; 
Harold Smith, National Life Insurance Co., and Arch Lade, 
Russell, Burdsall & Ward Bolt & Nut Co., tie for 2nd, and 
D. H. Smith, Clarke Bros. Bolt Co., and R. V. Peterson, Laurel 
Supply Co., tie for 3rd place. Robert “‘Bobbie’’ Grant, (not 
shown) of the R. M. Grant Tool Co., Connecticyt Amateur 
Champion, had low gross score. 


George H. Cryne, Bridge Maroney Co., (center,) presi- 
dent of the Nutmeggers, is flanked by Earle J. Hopwood, Olds 
& Whipple, secretary; F. Douglass Arnout, Clemsin Bros., 
Ist v.p.; Fred Christopher, United Audiographic Registers, 
golf chairman, and Roland H. Osgood, Patterson-Sargent Co., 
entertainment chairman. 
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AR Y-TITE wy tre CARLOAD 


TRADE MARK REGISTERED 
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10 Ib. can retails for $2.90 throughout the U. S. A. 





For information write to 


KAY-TITE COMPANY WEST ORANGE NEW JERSEY 
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Builders’ Hardware Men Seek 
Unfair Competition Curb 


Delegates to Annual Pacific Coast Conference of 


NCHA-ASHC make 


resolutions 


on specification 


standards, education, inventory control, credit prac- 
tise and other trade problems. 


A resolution entitled, “Method 
of Maintaining Specification 
Standards in Competition,” 
adopted at the Second Annual 
Pacific Coast Regional Confer- 
ence of the National Contract 
Hardware Association and the 
American Society of Hardware 
Consultants, at Long Beach, Cal., 
in May, was adopted to discour- 
age unfair competitive bidding in 
builders’ hardware. 

The resolution passed unani- 
mously and became effective at 
once. To implement it the South- 
west Chapter, District 18, A.H.C., 
appointed a “watch dog” commit- 
tee of three. 


Text of . Resolution 


We recommend to the Pacific 
Coast Regional Conference con- 
sisting of Chapters 18, 19 and 20, 
that the following means be 
adapted and put into immediate 
operation by these chapters as 
the best method of maintaining 
specification standards in com- 
petition: 

1. Avoid vague tcrms in writ- 
ing specifications that can be con- 
strued otherwise than intended. 
Factory numbers should be used 
rather than descriptive specifica- 
tions. 

2. Do not over specify the job, 
thus building up unnecessary 
costs. 

3. Acquaint the architect fully 
as to the goods specified so that 
he is fully instructed as to the 
appearance and functions of 
hardware specified. 

4. Set up specifications in such 
form as to simplify inspection. 

5. Set up a committee for each 
individual chapter, consisting of 
three members which would be 


designed as the Specification 
Committee, with duties as fol- 
lows: 


a. Shall function as a board to 
straighten out any misunderstand- 
ing of specifications. 

b. Would act as a clearing 
house for specification interpreta- 
tion. 

c. Would be authorized to spot 
check hardware installations to 
determine whether or not hard- 
ware specifications were being 
complied with. 

d. Shall be empowered to con- 
fer with offending parties so as 


It is recommended that this in- 
vestigation be carried on as pri- 
vately as possible so as to cause 
the offending party the least 
possible embarrassment. 

6. The chapter as a whole is 
to acquaint the architects that 
such a Specification Committee 
exists within the chapter and to 
offer the services of this commit- 
tee for the purpose of maintain- 
ing specifications. 

7. It is recommended that in 
the case of where all other means 
have been exhausted to correct 
the offense of non-compliance 
with specifications, as a last re- 
sort, the Specification Committee 
shall advise the architect in- 
volved of this non-compliance. 

The feature of the conference 
was seven roundtable discussions, 
which made recommendations to 
the national organizations for the 
solution of vital builders’ hard- 
ware problems. 

At a forum on 
Program for Apprentices” the 
delegates recommended that 
classes for building hardware 
trainees immediately be estab- 
lished in their respective area 
chapters. It was proposed to hold 
these classes weekly in sample 
rooms of West Coast dealers. 
Qualified builders’ hardware con- 
sultants are to alternate in teach- 
ing these classes. Adon Brownell’s 
book, “Taking the Mystery Out 
of Builders’ Hardware” was ad- 
vocated as a textbook. ' 


At another forum, on “Neces- 
sity of Inventory Control,” it was 
recommended that the N.C.H.A. 
utilize all its facilities to assist 
the membership to put into effect 
better stock control and inventory 
control methods. 


“Educational 


Delegates discussing “Relation- 
ship of the Consultant to Archi- 
tects and Construction Industry” 
urged consultants to have allow- 
ances made for finishing hard- 
ware so that it would be pur- 
chased separately and not in gen- 
eral contract. 

This group recommended that 
the consultants come out openly 
and have the architect state what 
makes of hardware would be con- 
sidered equal, and that anyone 
who wants to quote a bid on a 





to gather all facts pertaining to 
non-compliance of specifications. , 
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a finishing hardware job, must | 
have the approval of the archi- | 





tect in writing before quotations 
are made, and in every case give 
the equivalent or better on any 
article specified in a finishing 
hardware contract. 

At another forum on “Neces- 
sity of Sound Credit Policy” it 
was recommended that the 
N.C.H.A. advozate the establish- 
ment of sound credit practices, 
not only in each trading area but 
throughout the country, and that 
as soon as possible, the associa- 
tion set up a standard form of 
credit contract that the members 
may use with their customers. 

Walter R. Hagedohm, a guest 
speaker and a past president of 
the State Association of Califor- 
nia Architects, urged standardi- 
zation of various types of build- 
ers’ hardware throughout the 
United States in order to simpli- 
fy the selection of materials by 
architects and consumers and to 
curtail the competitive bid system 
which places an added financial 
burden on the owner. 





A. O. SMITH ORGANIZES 
PRODUCE SERVICE DIV. 


A. O. Smith Corp., Milwaukee, 
Wis., has announced the forma- 
tion of a Product Service divi- 
sion which will give 24 hour 
off the shelf service to its cus- 
tomers in all parts of the United 
States. The service facilities will 
function immediately for the 
company’s glass-lined water heat- 
ers, coal stokers, welding equip- 
ment, electric motors, pumps and 
meters. The first unit is in 
Newark, N. J., headquarters of 
the division are being established 
at 8312 S. Chicago Ave., Chi- 
cago, and a third unit will go 
into operation soon in _ Los 


N.E. IRON & HDWE. 

ASS’N. GOLF PARTY 

PUTNAM, PRESIDENT 
The New England Iron & 
Hardware Association recently 
held its annual golf party June 
24 instead of in September. Mem- 
bers and guests gathered at 
Wachusetts Country Club, West 
Boylston, Mass., in the largest 
turnout of the association. New 
officers introduced by the retiring 
president, Gordon W. Farr, De- 
catur & Hopkins Co., Boston, 
were: George A. Putnam, gen- 
eral manager and assistant trea- 
Inc., 


surer, "George F. Blake, 
Worcester, Mass., president: 
Charles L. Hildreth, president, 
Emery-Waterhouse Co., Portland, 
Me., vice-president, and Arthur 
Duggan, Boston, secretary-trea- 
surer. 





EVANS RETIRES FROM 
G.E. AFTER 44 YEARS 
IN LAMP BUSINESS 

W. A. D. Evans, for six years 
consultant on electrical discharge 
lamps in the administration divi- 
sion of the General Electric 
Lamp Department, Nela Park, 
tired after 44 years of varied 
experience in lamp manufacture. 

Mr. Evans started with Cooper- 
Hewitt, and continued there until 
1930 when the name was changed 
to General Electric Vapor Lamp 
Co. He served in various ca- 
pacities which included factory 
engineering as commercial en- 
gineer, assistant to the vice- 
president and zeneral manager, 
vice-president and president after 
1919, at which time the com- 
pany became part of General 
Electric. From 1930 to 1939 he 
continued as president of the 
G-E Vapor Lamp Co., as it is 
known until it consolidated with 





Angeles. 





the Lamp Department. 
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to right: 











make not listed as acceptable for | 


son, secretary-treasurer. 


directors James Turner, Louisville; 
Bruce; V. W. Logan, Vicksburg, and D. O. Mansfield, at 
Seated, 





OFFICERS are, standing left 


H. D. Young, 


left to right, are: W. 


Perkins, president; W. B. Ramsey, Lexington, and J. D. feo. 


nolds, Tupelo, vice-president. 
in convention at Biloxi, Miss. 


The association recently met 
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CAP AND SETS 
SPECIAL ALLOY 
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GERRY 


adele te enhance the value of your product—specify 
justifiably famous Shinyheads. They give that finishing 

























touch, that extra sales appeal, along with extra quality. 
Shinyheads are hexagon head cap screws—Full Fin- 
ished—of high carbon C-1038 steel, with bright, shiny 
heads—completely machined top and bottom . . . bear- 
ing surface washer faced. Top of head chamfered ... 
sides parallel and smooth, mirror finish. Threads uni- 
form and accurate to close tolerance dimensions for 
perfect fit to standard gauges. 

Special Note— Very Important—In addition, Ferry Cap 
SHINYHEADS include a// points machine turned and 
chamfered. 





The FERRY CAP & SET SCREW Co. 
2155 SCRANTON ROAD CLEVELAND 13, OHIO 


Pioneers and Recognized Specialists Cold Upset Screw Products since 1907 


CAP AND SET SCREWS © CONNECTING ROD BOLTS ¢ MAIN BEARING BOLTS © SPRING BOLTS AND SHACKLE BOLTS ¢ HARDENED AND GROUND BoLTs 
SPECIAL ALLOY STEEL SCREWS © VALVE TAPPET ADJUSTING SCREWS © AIRCRAFT ENGINE STUDS @ ALLOY STEEL AND COMMERCIAL STUDS © FERRY PATENTED ACORN NUTS 
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SPOTLIGHT... 


You can depend on ILLBRONZE CHROME ALUMINUM 
PAINTS and POWDERS to take the spotlight and turn in 
a “star” performance. Whether it’s ILLBRONZE NO. 42 
QUICK DRYING PAINT, with its smooth decorative finish 
—ILLBRONZE NO. 65, the outdoor Paint—ILLBRONZE 
INDUSTRIAL CHROME FINISH, the general purpose 
quality—or ILLBRONZE NO. 800 HI-HEAT RESIST- 
ANT PAINT, you may be sure of the finest pre- 
war materials and unsurpassed working char- 


octeristics and durability. 


ILLINOIS BRONZE POWDER CO., INC. 
Dept. HA, 2023 S. Clark St., Chicago 16, Ill. 
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WM. BRIGGS REPRESENTS 
CALORIC STOVE 


William T. Briggs has re- 
joined Caloric Stove | 
Philadelphia, as special 
representative in the Philadel- 
He has had 20 years 
of wholesale merchandising ex- 
perience in major appliances. 
For the past 11 years he was 
interested in the promotion of 


cently 
Corp., 


phia area. 


automatic water heaters and 
Roper ranges through Utility, 
Liquefield Petroleum Gas and 


dealer distribution channels in 
land, Virginia, West Virginia 
and the District of Columbia. 
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E. C. BAKER ASSISTS 
AM. THERMOS BOTTLE 
GEN. SALES MANAGER 


Earl C. Baker, formerly with 
United Cigar-Whelan Stores 
Corp., has recently been named 
assistant to the general sales 
manager of The American Ther- 
mos Bottle Co., Norwich, Conn. 

Mr. Baker served for seven 
years as division manager in 
charge of buying and merchan- 


| dising all sundries for the United 


Cigar-Whelan Stores Corp. Pre- 
viousiy he was with Montgomery 
Ward & Co. as eastern regional 
merchandiser and with the Lin- 
coln Stores of New England. 





EARL C. BAKER 


| 





J. H. NIEBUHR IS V.P. 
OF SALES, TEXTILE MILLS 


John H. Niebuhr has recently 
been elected vice-president in 
charge of sales for Textile Mills 
Co., manufacturers of Tex-Knit 
Burnproof Ironing Covers. George 
K. Pattison was elected vice- 
president in charge of produc- 
tion. 

Mr. Niebuhr has been with the 
company for four years as sales 
manager and previously was with 
Marshall Field Wholesale. Mr. 
Pattison has been in charge of 
production sine the company’s 
founding. 


BEROSET SALES MANAGER 
BATHROOM ACCESSORIES 
FOR GERITY-MICHIGAN 
Gerard Beroset has been trans- 
ferred from managership of the 
Chicago office to the home office 
at Adrian, Mich., to direct the 
sales for the bathroom accessories 
division of Gerity-Michigan Die 
Casting Co. 
FISHER WESTINGHOUSE 
HOME RADIO DIST. MGR. 
A. Earle Fisher, has recently 
been appointed southeastern dis- 
trict manager for the Westing- 
house Home Radio Division. He 
will maintain headquarters in At- 
lanta and his territory will in- 
clude North Carolina, South 
Carolina, Georgia, Florida, Ala- 
bama, Louisiana and parts of 
Tennessee and Mississippi. 
Mr. Fisher was with Hudson- 











Ross, Inc., former Chicago dis- 
tributor as sales engineer, then 





became president and_ general 



























JOHN H. 





NIEBUHR 


| manager of the Fisher Auto Co.. 
| St. Louis. In 1942 he resigned 
| to join the U. S. AAF, and served 
| for three years as radio engineer- 

ing officer in ihe Mediterranean 
| and Italian theaters with the rank 
| of lieutenant cvlonel. He then 
| became sales manager for the 
Pacific Coast and southeastern 
| districts of Emerson Radio & 
| Phonograph Corp. 
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E. M. CRARY ASSISTANT 
SALES MGR. DUO-THERM 


E. M. Crary, former district 
manager in the southwest for 
Duo-Therm, has been appointed 
assistant sales manager for the 
Duo-Therm Division of the Motor 
Wheel Corp., Lansing, Mich. 

Mr. Crary joined the sales de- 
partment in 1929, In 1935 he be- 
came sales and service engineer 
for the northeastern territory and 
in 1938 was appointed district 
manager for the same territory. 
He became sales engineer in the 
south central territory in 1940 
and in 1942 obtained a leave of 
absence to work with the Radar 
Research & Development Labora- 
tory of the MIT. 


| BEN BROWN REPRESENTS 
L. E. MASON COMPANY 


Ben Brown will represent the 
L. E. Mason Co., Hyde Park 36, 
Mass., in northern Illinois, Min- 
nesota, Wisconsin and Iowa with 
headquarters in Chicago. Mr. 
Brown has been connected for the 
past 12 years with Boyle-Midway 
Lo. as Chicago representative. 


BRIGHT STAR BATTERY 
ELECTS BOARD MEMBERS 


The Bright Star Battery Co., 
Clifton, N. J., has elected the fol- 
lowing members to the board: A. 
I. Barash, E. E. Wagner, J. I. 
Kislak, I. Gross, and S. A. 
Keesal. Officers of the company 
are: Messrs. Barash, president; 
Wagner, secretary-treasurer, and 
William E. Corcoran, assistant 
treasurer. 


NEW YORK GIFT SHOW 
AUGUST 24-28 


The New York Gift Show will 
be held from Aug. 24-28, in the 
Hotels New Yorker and Pennsy]- 
vania, to avoid conflict with an- 
other convention being held. The 
show’s hours are from 9 a. m. to 
6 p. m. except on Thursday 
when the show closes at 1 p. m. 
Over 600 lines are to be shown. 
The show is sponsored by George 
F. Little Management, Inc., 220 





Fifth Ave., New York City 1. 








CAROLINA DEALERS ELECT: At the recent annual con- 


vention of the Hardware Association of the Carolinas held 
in Columbia, S. C., J. B. Gray, Wilson, N. C., was elected 
president succeeding J. D. Foster, Roebuck, S. C. Jack Ellen- 
berg, Greenwood, S. C., was elected vice-president. Other 
officers named for the coming year were: H. C. Gabriel, New- 
ton, N. C., senior director; J. T. Owen, Jr., Elloree, S. C., 
junior director. Mrs. Sally Couch Masten, Charlotte, N. C., 
continues as acting secretary and treasurer. 

Shown in the photograph are, seated left to right: Jack 
Ellenberg, vice-president; J. B. Gray, president, and Sally 
Couch Masten, acting secretary and treasurer. Standing left 
to right, are directors H. C. Gabriel and J. T. Owens. 

The convention opposed a recent North Carolina law which 
Permits towns and cities of the state to levy on retail and 
wholesale businesses a fiat privilege tax and up to 60 cents 
per $1,000 on volume of business. Also opposed was any 
extension of the Federal Wage and Hour Law to cover retail 
and service employees. 
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DIAMOND 


High Quality 


Diamalloy, Single End 
Adjustable Wrench 


Diamalloy 
Combination Plier 


Needle Nose Plier 


End Cutting Nipper 


Strong... Dependable. Drop forged of special 
alloy steel. Carefully hardened and tempered 
to give long and satisfactory service. 


WRITE FOR CATALOG 


DIAMOND CALK 
HORSESHOE CO. 


4610 Grand Ave. Duluth, Minn. 




















































FOR SUCCESSFUL BUYING - .<- 





You can save time by registering in advance. Fill in and mail this 
registration coupon and your admission badge will be mailed to you. 
(PLEASE PRINT) 


IS & doce sia-5 is Sb igre riceca ae ante Meals beanie Title 

Tiss bets ale sls, bo vin ecco Wiw Av imap Ts awa, REO Daee La onvew nals 
Re ptia trad Sia athe roe cue) estan ee we wa Aue eee aderinie ne 
Re State 


Type of Business... Pre ee 
(Please check below the classification of your business) 

CD Retailer (CD Wholesaler C) Mfgr's. Agent C) Dept. Store Buyer 

(J Chain Store Buyer CJ Importer-Exporter () Other 

There is No Registration Fee 
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one roof, at one time. Meet the leading manu- 
facturers of the newest and best in hardware, 
houseware, mill supply, sporting goods, auto- 
motive, agricultural and garden equipment. 
Fill out and mail now the registration coupon. 
Your admission badge, which will admit you to 


the Exposition without further registration, will 


be mailed to you. STERLI 
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100 ATTEND BALTIMORE 
PAINT VARNISH ASSOC. 
SPRING GOLF OUTING 


[he annual spring outing of 
the Baltimore Paint, Varnish & 
Lacquer Association was held re- 
cently at the Country Club of 
Maryland with 100 members and 
guests attending. The golf tour- 
nament numbered 52 participants. 
The president’s silver cup, do- 
nated and presented by the club’s 
president, David L. Bruning, was 
won by Ralph Neuman of the 
New Jersey Zinc Co. Other golf 
awards were given to H. H. Shu- 
ger, J. P. Whitescarver, Eugene 
Bruning and Ralph Goodwin. Jo- 
seph Battley, Lawrence Kiefer 
and George Priest, all National 
Association members, were pres- 
ent. A delicious dinner was 
served on the club terrace later. 

STERLING MOULTON 

ORCHARD INDUSTRIES 
SALES REPRESENTATIVE 


Sterling Moulton, exhibition 
caster, has joined Orchard In- 
dustries, Inc., Detroit, as special 
sales representative for “Action- 
rod”, fishing rod claimed to be 
“solid steel with bamboo feel.” 

Mr. Moulton’s exhibition cast- 
ing has been an attraction in 
many outdoor shows, with the ex- 
ception of the war years, since 
1927. Mr. Moulton is an expert 
on all types of casting and fish- 
ing with a bait and fly rod. 





STERLING MOULTON 





JONES & LAUGHLIN STEEL 
PERSONNEL CHANGES 


The Jones & Laughlin Steel 
Corp., Pittsburgh, Pa., has re- 
cently announced the following 
personnel changes: D. W. 
Thomas, manager of sales, tin 
mill products has been appointed 
assistant general manager of 
sales. J. E. Timberlake, manager 
of sales, wire products, has been 
appointed assistant general man- 
ager of sales. J. O'H. Anderson, 


assistant general manager of sales, 
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DEVOE BRUSH DIV. HOLDS NATIONAL -CONVENTION 
at French Lick Springs Hotel, French Lick, Ind., June 26th 
and 27th. G. P. Gray, general manager, brush division, an- 
nounced that a completely illustrated catalog was. sent to 


distributors. 


Point of sales display vendors, a new line of 


merchandising features was outlined by A. H. Mohrhusen, 


general merchandising manager. 
announced new territories as follows: 


Paul Cole, sales manager, 
Harry Reynolds and 


M. E. Gathings, Texas, Walt Morris, Kansas, A. E. Ley and 


Cc. L. Mills, 


Mathews, vice-president, with 


New York and Robert Craig, Michigan. W. H. 


the topic “Off the Shelf,”” re- 


stated the Devoe policy of extending every help to merchants 


in moving stocks off the shelf. 


Left to right, front row: W. H. 


Mathews, G. P. Gray, Paul Cole, F. E. Richards, production 
manager, Kenneth Adams, factory superintendent, and James 
Witherspoon, Jr., sales service manager. 





has been appointed district sales 
manager, New York district 
sales office. S. A. Fuller, district 
sales manager, New York district 
sales office has been appointed 
manager, market research depart- 
ment. Howard A. Knox, assistant 
manager of sales, wire products, 
has been appointed manager of 
sales, tin mill products. C. E. 
Kendall, assistant manager of 
sales, wire products, has been 
appointed manager of sales, wire 
products. D. J. Henecker, as- 


sistant manager of sales, wire 
products, has been appointed 
manager of sales, wire rope 
products. 


J. F. ROGERS ELECTED 
PRES. BUFFALO YMCA 


J. Frederick Rogers, president 
of Beals, McCarthy & Rogers, 
wholesale hardware dealers, Buf- 
falo, has been elected president 
of the Buffalo YMCA. Mr. 
Rogers has been a member of the 
YMCA board of managers for 
five years, and has served as first 
vice-president for several years. 





J. FREDERICK ROGERS 











McLEOD SALES MANAGER 
CARLTON LAMP CORP. 


Don H. McLeod, replacement 
parts specialist, has recently been 
appointed sales manager of the 
Carlton Lamp Corp., Newark, 
N. J. He entered the automotive 
field in the early 1930’s, and since 
that time has distinguished him- 
self for his abilities for organ- 
ization, sales development and 
widening of distribution. 





DON H. McLEOD 





CLYDE G. REMMO IS 
SALES MANAGER OF 
F. L. JACOBS CO. 


Clyde G. Remmo, formerly as- 
sistant sales manager, has been 
appointed sales manager, appli- 
ance division, of the F. L. Ja- 
cobs Co., Detroit, Mich., manu- 
facturers of the Launderall auto- 
matic home laundry, succeed- 
ing J. W. Stigall, resigned. 

T. R. Buttrick, formerly in 
charge of distribution in the ap- 
pliance division, has been pro- 
moted to the post of assistant 
sales manager. 





CORNING GLASS FORMS 
CENTRAL SALES DIST. 


Corning Glass Works, Corning, 
N. Y., has formed a central sales 
district with offices in Chicago, 
for the technical products divi- 
sion. John D. Brown, formerly of 
the industrial sales department, 
was appointed manager of the 
district, and Hugh Harris was 
named manager of the Chicago 
office. A representative display of 
technical products ware for the 
convenience of present and pros- 
pective customers has been set up 
in the Chicago offices. 

Mr. Brown was associated with 


the Thomas A. Edison Co., Chi 
cago, before joining CGW in 
1942, in the industrial sales de- 


partment of the technical prod 
ucts division. In 1946 he became 
supervisor for industrial sales in 
the Chicago office. 

Mr. Harris joined the 
pany in 1917 and served as gen 
eral foreman of chemical ware 
inspection, and later headed the 
entire inspection department. In 
1932 he was made supervisor of 
the standardization department 
and then field engineer for the 
Chicago district. 


com 





SY MOORMAN SCHICK 
SERVICE SALES MANAGER 


Sy Moorman, formerly super- 
visor of the Kansas City sales 








SY MOORMAN 


territory for Schick Inc., Stam- 
ford, Conn., has been promoted 
to the position of service sales 
manager. 


ALBERT HART IS EKCO 
N. Y. STATE SALESMAN 


Albert H. Hart has been ap- 
pointed New York state sales 
representative for Ekco Products 
Co., 1949 N. Cicero Ave., Chi- 
cago 39, Ill. He had represented 
the Aluminum Goods Mfg. Co. 
in the same area for the past five 
years. Mr. Hart was also assistant 





| Adams & Co., 


housewares buyer for the J. N. 


Buffalo. 
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PROPOSAL 


TO FORM LABOR CO-OPS 


His committee declares A. F. of L. proposal would 
eventually, “if carried to its logical outcome,”’ destroy 
both American profit and labor systems. 


(Washington Bureau 
of HARDWARE AGE) 


Organized labor’s recent pro- | 


posal that unions—particularly 
AFL affiliates—push formation of 
labor consumer cooperatives has 
received a sharp rap over the 
knuckles from Rep. Walter C. 
Ploeser, R., Mo., Chairman of 
the House Small Business Com- 
mittee. 

Congressman Ploeser declared 
on July 17 that the AFL’s pro- 
posal to its unions to form a far- 
flung system of labor consumer 
coops “would, if carried to its 
logical outcome, destroy the 
American small business profit 
system, and concurrently destroy 
the American labor system.” 

Full-scale investigation of the 
growth and present status of co- 





REP. PLOESER PROTESTS 











OF UNIONS 


operatives is being made by Mr. 
Ploeser’s committee (HARDWARE 
Ace, June 19, 1947, p. 206). 
Government agencies in line for 
committee scrutiny include REA, 
certain phases of TVA, HOLC, 
RFC, CCC, U. S. Housing Au- 
thority, Rubber Development 
Corp., Federal Surplus Commodi- 
ties Corp., and others. 

“If labor can keep its monopo- 
listic power and force business- 
men to compete, it will be able to 
squeeze the system into such high 
prices that private business will 
become affiliated with widespread 
unemployment and labor itself 
will receive its most serious in- 
jury,” Mr. Ploeser declared. “If 
this goal can he achieved, these 


line. 


to declare promptly that the sys- 
tem is unworkable and that it 
must be peacefully liquidated 
through government ownership 
and control of industry,” he 
added. 


Mr. Ploeser points out that a 





pseudo-liberals can be expected 





number of labor officials already 








NEW CHICAGO OFFICE OF THE ALUMINUM GOODS 
MFG. CO., Manitowoc, Wis., located at 1129 Merchandise 
Mart. Provisions are made so that buyers can make the office 
their headquarters while they are in the Merchandise Mart. 
Extra facilities are supplied for the convenience of the buyers, 
such as special telephone connection, and private coatroom. 
Walls of the office feature displays of the company’s aluminum 


have declared publicly that “cap- 
italism is finished in the U. S.” 
and that it must be supplanted by 
“an enlightened order of govern- 
ment control of business.” This 
point marks the active beginning 
of fascism, the Missourian points 
out. 
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* ORDER “SPARKL-BRITE” PULLS FROM YOUR 
JOBBER TODAY! 


Holly made 


* “Sparkl-Brite” Pulls Won’t Chip, Rust or Peel! 


* “Sparkl-Brite” high-luster pulls look like chrome, 


make cabinet doors and drawers sparkle with beauty! 


* “Sparkl-Brite” high-quality pulls bear the 
“Hollymade” trademark, your assurance of quality per- 


formance and design in builders’ hardware. 


*"Sporkl-Brite” pulls are priced low for quick turnover, 


increased sales volume and good dealer profit margin. 





PACIFIC PLASTIC & MANUFACTURING COMPANY, Inc. 


MANUFACTURERS 


4865 EXPOSITION BOULEVARD & 


OF BUILDERS HARDWARE 
16, 


LOS ANGELES 


CALIFORNIA 


HARDWARE AGE 
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E. C. Koster President Gen Mgr. latitude in the case of Manila 
e e r) e . 


“ fibers was permitted by Direc- 
H. F. Vichek, Vice-Pres. Vichek Tool tion 2 to M86 iseued on May 2, 

47. 

End-use restrictions over both 
manila and agave fibers, whether 
privately purchased or allocated 
from Government stocks, con- 






of the founder, was advanced to 
the position of vice-president. 
He served in World War [ as a 
| sergeant in the motor equipment 


and engineering branch of ord- 
nance. Mr. Vichek joined the | tinue in effect, OMD officials em- 


E. C. Koster, formerly vice- 
president and general manager, 











company in 1919, and was made | phasized. 
a director and treasurer in 1930. Other changes in the order re- 
Don B. Wilson, who has been | move size restriction on sisal 
secretary since 1930, was elected | rope, and all controls over No. 1 
secretary and treasurer. Mr. Wil- | agave tow. Directions 1 and 2 
son was previously with Canton | to M-84 are revoked, as no longer 
Steel Foundry, Canton, Ohio,| necessary in the light of the 
prior to joining Vichek 25 years | order’s revision. The changes an- 
























































ago. nounced were made following a 
recent meeting of OMD officials SAM W. FOLSOM 
i » Cordage stry Ad- 
| EASE AGAVE FIBRE with ng oan — < ie with the Folsom Co., from 1922 
| USE IN CORDAGE visory Committee and its sub-| |) ogc. 


committee on binder and baler | 


| G. GODFREY SALES HEAD 
PHILADELPHIA AREA 


Producers of rope and binder | j wine 





and baler twine are permitted 


greater operating flexibility by 
SAM FOLSOM REPRESENTS | FOR SCHICK INC. 


amendment of Order M-84, ad- 
ministered by the Office of Ma- | NEWMAN MFG. COMPANY | G. J. Godfrey, New York ter- 


terials Distribution. OMD an- Sam W. Folsom has recently | ;jtory sales representative for 


E. C. KOSTER 


was recently elected president 
and general manager of Vichek 


Tool Co., Cleveland, Ohio, suc- a : Pr 
ceeding the late F. J. Vichek, nounced July 9, that it is dis- | been appointed representative Schick Inc., Stamford, Conn., 


who founded the firm in 1889, | COMtinuing its processing quota | in Texas, Oklahoma, Arkans:s |} makers of the Schick Electric 
Mr. Koster joined Vichek Tool control over agave fibers, allow- | and Louisiana for the Newman | Shaver and Shaverest, has been 
in 1915 and in 1925 was elected | ing producers to determine the re- | Mfg. & Sales Co., 205-207 West-| advanced to the position of sales 
a director. Elected vice-presi-| spective proportions of their | port Rd., Kansas City 2, Mo 
dent in 1929, he became vice-| agave fibers they will use in| Mr. Folsom has been established | Pa., area. He succeeds J. V. 
president and general manager | the manufacture of binder twine, | as a manufacturer’s agent since | Donohue, Jr., who is sales promo- 
in 1941. Henry F. Vichek, son | baler twine and rope. Similar | 1945, having been associated | tion manager. 





supervisor of the Philadelphia, 





sion txeent with GEE SIGN-MAKER ss 


ANYONE CAN LETTER 
SIGNS LIKE THIS=> 


Even your youngster can 
make signs with the WRICO 
SIGN-MAKER. It's practically 
automatic! Simply take patented 
WRICO brush-pen in hand—trace out- 
lines from WRICO lettering guide. 
Result — neat, professional signs — at 
cost of less than a cent. 










MORE SIGNS... MORE PROFITS 


Everything for neat, attractive, profit-making 
signs. WRICO Sign-Maker alphabet and 
number guides, chromium-plated steel guide- 
holder, ingenious patented WRICO brush- $ 20 
pen, india ink, easy-to-follow instructions, 


Wood-Regan Instrument Co. 

Nutley. N. J. 

Please rush postpaid, complete, easy- 
to-use WRICO SIGN-MAKER. We are 
enclosing [] check [] money order for 
$6.20. If not entirely satisfied. we will 
return same within 10 days for refund. 



































handsome, handy hinge-cover box...... COMPLETE } 
1 
1 
LOOK AROUND YOUR STORE! Ask yourself if some crisp, new : 
signs wouldn't help your displays. Then send for your WRICO , ADDRESS ..______- : — 
SIGN-MAKER. Use it! If you aren't delighted with the speed ... the ; CITY STATE 
ease. .the professional results, your money promptly refunded! i 
Yun 





Take this lirst step towards becoming your own sign expert now. 
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IMMEDIATE DELIVERY 


of the hobby-machine your 
customers have been looking for! 


the CLARK 


WOODMASTER 


SEVEN power 
tools in ONE! 


®@ Circular saw 

® Sabre saw 

@ Slotter 

® Lathe 

®@ Horizontal drill 

® Rotating file 

® Buffer-Grinder- 
Sander 


Each operation is 
individual! 


PRICED RIGHT! 


(Retails for $49.85) 


BUILT RIGHT! 


(No vibration at 3,500 r.p.m.) 


TIMED RIGHT! 


(For the Christmas demand) 


























(Unit includes: machine base; 12''x18"' table of 45 degree 
angle tilt; rip gauge and mitre gauge; adapters for circu- 
lar saw; 7" circular saw blade; hardened sabre saw blade; 
2 solid steel lathe guides (241/,''); 1 solid steel working 
bar (201/,"); lathe points; lathe head; 2 dual pulleys and 
pulley belt; and sabre saw attachment.) | 





For information contact your jobber, or write: 


WILSON LOYDE> 


23 Church Street, New Haven, Conn. | 
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(Dealer and jobber franchises now being awarded.) 












OBITUARIES 





William A. Barber, Treasurer of 
Publishers of Hardware Age Passes 





' 
| also a former director of the New 


| ciates. Through the years he was 
| a well known representative of 





WILLIAM A. BARBER 


EDWARD G. SWIFT 


Edward G. Swift, 79, manufac- 
turers’ representative, who died 
July 17, was a hardwareman for 
65 years. Well known and well 
liked wherever New England 
hardware and farm equipment 
dealers gathered, he was associ- 
ated with manufacturers or was 
a manufacturers’ agent ever since 
he was 14 years of age. In former 
years, at different times, he was 
with Whitman & Barnes Mfg., 
Syracuse Chilled Plow Co., Bel- 
cher & Taylor Agricultural Tool 
Co., and Henry & Allen, Inc. 

He was a past president of The 
Nutmeggers and a charter mem- 
ber of the club. Mr. Swift was 


England Hardware Dealers Asso- 


William A. Barber, 63, trea- 
surer, Chilton Co., Philadelphia, 
| Pa., publishers of HARDWARE 
Ace and other business papers, 
died at his home on July 20, in 
Bala-Cynwyd, Pa. 
| Mr. Barber, a native of Onarga, 

Ill., was formerly professor of 
| economics at New York Univer- 
| sity from which he was a gradu- 
| ate, 

He also was an executive of 
the Lee Higginson Corp., New 
York City, dealers in securities, 

before joining the Chilton Co., in 

1932. 
| Mrs. Barber and two daughters, 
Mrs. Huntington B. Crouse, and 
| Mrs. Isabelle Githler, survive. 











many lines. He was a director of 
the New England Farm Equip- 
ment Dealers Association, and a 
member of the HARDWARE ACE 
Fifty Year Club. Mr. Swift had 
two hobbies, the hardware busi- 
ness and fishing. 


H. WILLIAM KLAUMINZER 


H. William Klauminzer, 4%, 
president, Kay Products Indus- 
tries, rubber hose nozzles, Cleve- 
land, was killed recently when 
his plane, which he was piloting, 
crashed into Lake Erie near Put- 
in-Bay. He is survived by his 
widow, a daughter, 4, and a son, 
» Be 


HARRY W. MAGEE 


Harry W. Magee, a sales rep- 
resentative of the American 
Equipment Division, Norristown, 
Pa., of Pittsburgh Screw & Bolt 
Corp., Pittsburgh 30, Pa., in the 
Philadelphia territory, died re- 
cently. 


CLARK HENDERSON 


Clark Henderson, 74, retired 
hardware dealer of Atchison, 
Kan., died July 12. He joined 
the Harwi Hardware Co. in the 
early 1900’s, and after a short 
time entered the Blish, Mize & 
Silliman Hardware Co., whole- 
salers, for six years. In 1908, 
after the latter hardware com- 








EDWARD G. SWIFT 


| pany’s retail store was purchased 


by Alva Clapp, Mr. Henderson 
worked there for 35 years. Later 
he became a partner with R. A. 
Jacobs in the Jacobs-Henderson 


| hardware store. 


HARDWARE AGE 
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LOOK AT IT FROM 


How your customers feel about the manufac- 
turer is MOST important when the product is 
new. And women know Westinghouse as the 
maker of quality products that make home- 
making easier. 

That’s a big reason why Westinghouse Bug 
Bomb is the aerosol insecticide name that counts 
on your counters. 

Westinghouse has done more than any other 
manufacturer to simplify and popularize the 
new, war-born, easier, faster, more effective 
aerosol method of killing insects. 


)) JULY 


OF THE COUNTER 


When you sell a Bug Bomb you make more 
than a profitable $2.98 sale. Retailers tell 
us the first Bug Bomb makes a repeat customer. 

Insects and advertising are driving customers 
to your counters. Profit opportunity is at its 
peak. Now is the time to display Westinghouse 
Bug Bombs in their self-selling cartons of six. 
Concentrate on the name that counts most with 
your customers. 


WESTINGHOUSE ELECTRIC CORPORATION 


Insecticide Department ° Springfield 2, Mass. 


— 


estinghouse ehh 


ee * AUTOMA TIc 
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Refrigerators — The Westing- 
house Electric Appliance Division, 
Mansfield, Ohio, has announced a 3.75% 
average price adjustment on its line of 
refrigerators now in production. The 
price adjustment is based on projected 
production schedules for the balance of 
the year. The adjustment went into 
effect June 30th. 


Model Old Price New Price 
BT secsccos Qeenue $229.95 
MF-7 ...... 289.95 299.95 
EP Sscsceus 274.95 299.95 

. ia s 


Lamps and shades—Phil-Mar, 
Inc., Cleveland, Ohio,, has announced 
that retail prices on its original wall 
lamps have been reduced from 331/3 
to 50 per cent on its eutire line. 
o * a 
Household and _ harvester 
oilers—Most patterns are now avail- 
able in the better selling styles. No 
further price changes seen in sight, for 
the present. 
ca - s 
Linseed oil — A recent sharp 
drop in price on pure linseed oil was ex- 
plained as an anticipation of the lower 
level expected this fall. It is in line 
with the government supported price of 
$6.00 per bushel for flaxseed. 
see 
Venetian blinds—Deluxe qual- 
ity Venetian blinds have dropped six 
cents per square foot, in some markets, 
due probably to greater production and 
availability of materials. A wider range 
of colors in both slats and tapes is now 
offered. 
s s 2 
Norge refrigerators advance 
—On July 2, Norge Division of Borg- 
Warner Corp. announced that, because 
of increased material and wage costs, it 
has had to increase retail prices of four 
models of its refrigerators. The in- 
creases amount to $10 to $20 on models 
in the lower price range, and are effec- 
tive July 1. H. E. Blood, president, 
said: “A recent survey of our manu- 
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facturing operation indicates that our 
material costs have risen 63.8 per cent 
from 1941. Our percentage of increase 
in wage rates is in excess of that shown 
for material costs.” He said the aver- 
age price increase decided upon will 
amount to less than 2% per cent. 
* 6 6 
; Clothesline—The B. F. Good- 
rich Co., Akron, Ohio, has announced 
reductions in the suggested retail selling 
price of Koroseal clothesline. Suggested 
prices are for 50 ft. hank of .150 diam- 
eter, $1.00 and for 50 ft. hank of .175 
diameter, $1.20. Previous suggested re- 
tail prices were $1.25 and $1.50 respec- 
tively. 
« = + 
The “non-ferrous” metals — 
At the end of June, copper was selling 
on the domestic and foreign market at 
2114 cents a pound, with demand largely 
for spot and nearby delivery. Con- 
sumers’ ideas of prices for fourth quar- 
ter shipment were reported around 2014 
cents a pound, and some smaller copper 
sellers were said to be quoting 21 cents 
for late 1947 delivery without attracting 
buying interest. Lead prices were firm 
at 15 cents a pound, New York, and 
demand was active. Domestic produc- 
tion is expected to decline during the 
Summer, keeping supplies tight. Zinc 
was unchanged at 10% cents a pound, 
E. St. Louis. The British Ministry of 
Supply purchased more than 10,000 tons 
of zinc for shipment over the second 
half of the year, based on the price pre- 
vailing at time of shipment. On June 
30, foreign silver prices advanced to 
62% cents per ounce, up 3 cents from 


the year’s low, set June 20. The year’s 
high was 86%4 cents an ounce on March 
6. Entrance of the Bank of Mexico 
into the market to purchase 2,000,000 
ounces a month, or about half of 
Mexico’s production, for coinage pur- 
poses was credited with reversing recent 
weakness, which had been attributed to 
the seasonal slowdown in jewelry and 
plating industries. 
* * * 

Pruning and hedge shears — 
First prices for the 1948 season have 
been issued, and jobbers say they show 
practically no change over those of the 
past season. Manufacturers are - ap- 
parently limiting their lines to a few 
good selling patterns and do not con- 
template extending the variety until a 
better supply of material is in prospect. 
One manufacturer of a_ well-known 
brand, has advanced hedge shears about 
7% per cent. 

* * « 

Some plastics reduced—The 
public has not yet become familiar with 
the “official” names of some of the im- 
portant plastics, which more and more 
are entering into products common in 
our every-day living. So perhaps we miss 
the importance of price-change an- 
nouncements affecting }.lastics, and their 
components. The du Pont Co. for many 
years has been a leading exponent of 
lowering prices as fast as volume and 
improved processes would permit. Again 
they continue this policy, announcing 
on June 16 4 price reduction of 3 to 7 
cents a pound in polythene, the plastic 
material widely used in insulating, re- 
frigerating, and numerous household 








ADVANCES 


Some electric refrigerators. Foreign silver. Some hedge shears. Sulphur. 
Some locks. 


DECLINES 


Some wall lamps. Linseed oil. Some Venetian blinds. Some plastics. 
Some lines soap. One type plastic clothes line. 
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FOSTER WOOD-TURNING CHISELS 

















ATTRACTIVE 
DISCOUNTS 


ORDER 
TO-DAY! 


IMMEDIATE 
DELIVERY 


ORDER 
TO-DAY! 


Set of 8 Chisels List Price %145° 
IN ATTRACTIVE SIMULATED LEATHER COVERED BOX 


Blades are DROP-FORGED from the best high carbon chisel steel obtainable. 
Heat-treated, ground and honed to a keen edge ready for immediate use. Long heavy 
tangs are securely seated in the extra long hard wood handles. 


Handles, with smooth, natural lacquered finish are designed for maximum com- 
fort, allowing two-hand control. 





Handle 





Type 
Diameter 





Parting Tool 

Skew Chisel 

Skew Chisel 

Spear Point 
Round Nose Chisel 
Gouge 

Gouge 

Gouge 


ASK FOR COMPLETE INFORMATION ON OTHER FOSTER TOOLS 
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items, including bottle caps, tumblers, 
cigaret cases and shower curtains. The 
reduction, fourth since commercial man- 
ufacture started in 1943, brought the 
uncolored mo! ding powder down from 
53 cents to 50 cents a pound. Polythene 
molding powder, in standard colors, was 
reduced from 63 to 56 cents a pound. 
When first introduced, the company said 
the price of polythene was $1.00 a 
pound. Further, on June 17, du Pont 
announced a reduction in the price of 
lucite molding powder averaging ap- 
proximately 12 per cent. Lucite is used 
for a variety of molded articles, includ- 
ing automotive accessories, highway re- 
flector lights, combs, brush backs, and 
many industrial parts. The reductions 
varied according to type and quantity. 
The preceding price was 85 cents a 
pound for all types, while the new 
schedule brings the price of clear trans- 
parent molding powder down to 70 cents 
a pound. 
* 

Soap prices reduced—-On June 
18, three major soap companies further 
cut their prices of household soaps and 
soap powders. Colgate-Palmolive-Peet 
Co. reduced wholesale prices an average 
of 8 per cent, with cuts on individual 
items ranging from 4 to 12 per cent; 
Procter & Gamble and Lever Bros. re- 
ductions averaged 5 per cent. The re- 
ductions followed declines of abeut 10 
per cent in April, and were said to re- 
flect the recent further declines in 
prices of fats and oils. 

” * + 

Locks — One maker has an- 
nounced a five per cent increase on 
some locks, effective on all shipments 
after June 30. 

* * @ 

Sulphur advances — On June 
17, the leading producer, Freeport Sul- 
phur Co., announced an increase of 
$2.00 per ton in sulphur, the first change 
in the company’s domestic price since 
1938. The new quotations are $18.00 
per ton on cars at mines in Texas and 
Louisiana and $19.50 per ton on steamer 
at Gulf of Mexico ports. The com- 
pany said prices were advanced “be- 
cause of substantial increases in 
wages, materials and other costs.” 

* *¢ 

Nash-Kelvinator Refrigera- 
tors — “Recent waze increases plus 
higher costs for parts and materials” 
has caused Nash-Kelvinator Corp. to in- 
crease its retail prices. Announced on 
June 16 were mark-ups of $10.00 on five 
refrigerator models and of $15.00 on 
another type. 

* *¢ @ 

The heating oi! rise—The cost 
of all fuels used in space heating units 
has increased from 24 to nearly 54 per 
cent since 1939, according to figures 
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worked out by the Bureau of Labor Sta- 
tistics. Compared with 1939 as equal- 
ing 100, for index purposes, the Bu- 
reau’s index figures for April, 1947, were 
as follows: Detroit, 153.7 per cent; 
Chicago, 141.8 and Minneapolis, 124.3. 
These three cities were typical of high, 
low and midway increases of eight lead- 
ing cities. Included in the survey were 
kerosene, Nos. 2 and 3 burner (com- 
bined), gas reheating, and coal. Com- 
parative figures for each of the indi- 
vidual fuels disclose that marked 
changes came in December, 1941, when 
the war started; in August, 1945, when 
the Japanese peace pact was signed: 
and in June, 1946, when government 
controls were lifted. 
bd co * 

WAA surplus machine tools 
—An increase from 12% per cent to 
171% per cent discount on surplus stan- 
dard general purpose machine tools has 
been granted by War Assets Adminis- 
tration to machine tool rebuilders, man- 
ufacturers, exporters, dealers or other 
distributors who purchase for resale. 
The increased discount, which applies 
to fixed price tools generally considered 
in long supply, was authorized in a 
summary of procedures and instructions 
distributed to all WAA Zone and Re- 
gional Offices on the disposal of ma- 
chine tools. In the case of short-supply. 
easy-to-sell machine tools, no discount or 


commission will be allowed during the 
first 10 days of a sale to commercial 
buyers. The discount plan, worked out 
by WAA officials after consultation with 
dealers who have been large sellers for 
WAA, recognizes that dealers will have 
an important part in speeding up the 
disposal of long-supply machine tools. 
The commission (124% per cent) to 
WAA Approved Dealers for effecting 
sales of machine tools remains the same. 
+ + cd 

The steel pipe shortage—De- 
mand for standard steel pipe throughout 
the country is reported to exceed pro- 
duction by more than 400 per cent even 
though output currently is at the rate of 
6,400,000 tons a year, a peace time 
record. Deliveries >f standard pipe 
may require up to nine months, depend- 
ing on the quantity ordered. Spokesmen 
for the manufacturers have predicted 
the supply will not catch up with de- 
mand before next summer at the 
earliest. The present record output still 
is approximately 600,000 tons short of 
the industry’s capacity, but there is no 
hope of reaching that capacity unless 
basic steel supplies are increased, indus- 
try officials assert. Pipe accounts for 
about 9 per cent of all steel products. 
That percentage did not vary before, 
during or after the war. It would be 
impossible to allot more steel for pipe 
without cutting the supply of some 








Wholesale Hardware Sales‘ 
By Geographic Divisions, for May, 1947 








SALES REPORTED 


SALES YEAR-TO-DATE b 





Percent Change 
GEOGRAPHIC May 1947 
DIVISION vs. 
__ as, 
of 
Firms May April 
c 1946 
oS. TOTM..... 279 +24 —4 
New England. 20 +26 + 2 
Middle Atlantic. . 71 +21 —4 
East North Central 45 +26 —4 
West North Central 37 +25 —10 
South Atlantic... . 32 +42 +5 
East South Central 12 +657 +4 
West South Central... 23 +25 +7 
Mountain....... wen 11 +27 0 
Pacific .. nate 28 +12 —1 














May May April | 5 mos. 


| 
| | 
Amount (Add 000) 


Change Five Five 
from | Months | Months 
1947 | 1946 


1947 1946 1947 1946 |(Add 000) |(Add 000) 








$63,670 | $51,237 | $66,252 | +36 | $326,064 | $238,997 
1,660 1,317} 1,621; +31 7,326 5,591 
11,275 | 9,312] 11,754) +33 51,205 | 38,359 
12,679 | 10,085; 13,143) +38 56,381 40,948 
10,717 | 8,607) 11,884; +42 61,124 42,908 
4,873 | 3,441 4,630; +38 27,496 19,976 
2,806 1,785 | 2,704) +42 21,430 15,090 
6,910; 5,650) 6,467) +35 39,313 | 29,224 
2,141 1,692} 2,135) +42 10,385 7,339 
10,609 | 9,448) 11,914; +30 51,404} 39,562 

















Bureau of the Census 


Current Wholesale Trade 


a Includes 29 reports received too late to be incorporated in Census Bureau published releases. 
b Includes reports received too late for inclusion in previous monthly totals. 
e Number does not apply in all cases to the year-to-date figures. 





States comprising regions: 


New England—(Conn., Maine, Mass., N. H., R. 1., Vt.) 


Middle Atlantic—(N. J., N. Y., Pa.) 


East North Central—(ill., ind., Mich., Ohio, Wis.) 

West North Central—(lowa, Kan., Minn., Mo., Neb., N. D., S. D.) 
South Atlantic—(Del., D. C., Flia., Ga., Md., N. C., S. C., Va., W. Va.) 
East South Central—(Ala., Ky., Miss., Tenn.) 

West South Central—(Ark., La., Okla., Texas) 

Mountain—(Ariz., Colo., idaho, Mont., Nev., N. M., Utah, Wyo.) 


Pacific—(Calif., Ore., Wash.) 
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Model 42 
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With Bui 
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Model 616 
Model 520-B 100 Ib. Coal 60 Ib. Coal Cap. 


Model 420-A Cap. Also 200 Ib. Coal 
100 Ib. Coal Cap. Cap. (Model 524-B) 
With Built-in Automatic 


— OUTSELL ALL OTHERS! 


All over the Nation, WARM MORNING is a name that 

> Start a fire but once a year! has won fame as the new and different heater. It’s America’s 
Favorite ... proved so by a sales record that has gone ’way past 

> retechng. Held fire several days «she million hark! WARM MORNING Heaters are easy to sell 
on Gat Ga. because they do a remarkable heating job .. . at much less cost. 
They are modern-to-the-minute in amazing, patented construc- 

tion and heating capacity. They are nationally advertised ... 


» Burn any kind of coal, coke or . 
briquets. nationally accepted. 


SEE YOUR WHOLESALE DISTRIBUTOR 


+ Semi-automatic magazine feed. 


LOCKE STOVE COMPANY 
114 West 11th Street Kansas City 6, Missouri 


. The home is WARM every MORN- WARM MORNING Heaters are covered by U.S. Pat. Nos, 2.256.627, 127.471. 2.829.988. 2,870,644, 
ING, regardless of weather. —— ae are a 


* Low in cost... big fuel savings. 


Pat. No. 401,088. Other patents pend’ . 
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Wholesale Hardware Inventories° 


By Geographic Divisions, for May, 1947 











Percent Change 
GEOGRAPHIC } May 1947 
DIVISION vs. 
Number | 
of | 
Firms May | April 
1946 1947 
| | 
| | 
U.S. TOTAL.......| 189 | +66 | +2 
New England....... 13 | +60 4 
Middle Atlantic. . ‘ 42 | +62 — 1 
East North Central. ... 36 C| «6+ 71 + 1 
West North Central... 28 «| «C+ 55 + 7 
South Atlantic Aas 24 =| +79 +4 
East South Central. . . 5 | 72 —4 
West South Central 15) =6©| «+79 2 
Mountain | 9 |+105 | —3 
Pacific... | 18 : 66 | 0 


Bureau of the Census 


| END-OF-MONTH INVENTORIES (Cost) STOCK-SALES-RATIOS b 
iii T 5 : 
| 
| 
| 








Amount (Add 000) 
Se 
May May | April } May May April 
1947 1946 | 1947 | 1947 1946 1947 
a. cunt ane nh Weer Bence 
| $92,891 | asaaed $91,230 191 943 180 
3,233 2,019 | 3,102 274 210 265 
10,438 6,866 | 10,563 149 128 149 
20,649 | 12,041; 20,433 182 134 «| «#4174 
16,507 | 19,664| 15,471 172 137 144 
5,783 3,235 5,540 142 116 147 
2,463 1,435 2,576 138 126 146 
12,158 6,774 11,918 225 152 | 241 
1,930 943; 1,981 174 93 176 
19,730 | 11,888| 19,646 273 181 | 235 
a ee 





Current Wholesale Trade 


a Includes 20 reports received too late to be incorporated in Census Bureau published releases. 
b Stock-sales ratios are obtained by dividing the stocks by the sales for an identical group of firms. 








other industry in which the demand is 
just as heavy. The almost limitless 
number of uses for standard pipe is 
cited as one of the chief reasons for the 
record demand. The best known uses 
are the transporting of water, oil, gas, 
steam and air. Private houses, all types 
of office buildings and factories, and 
railroad locomotives and passenger cars 
employ tons of tubing for those pur- 
poses. Pipe is also heavily used in the 
manufacture of farm machinery, lawn 
mowers, all kinds of mechanical prod- 
ucts, ships, telegraph poles, guard rails, 
braces, and hundreds of other items. 
* * * 


Grass hooks, scythe hooks, 
grass whips—Heavy rains have pro- 
duced an unusual growth of weeds and 
grass, causing a longer and larger de- 
mand for these tools. The supply is 
short in some lines, but dealers have 
been able to cover their requirements 
without much difficulty, if not too 
“choosey.” 

* ae e 

Chemical weed killers — Ex- 
tensive promotion on the part of man- 
ufacturers has stimulated considerable 
demand, but jobber stocks have been 
adequate to take care of any “bulge.” 

* * * 


Steel shortages hits furnaces 
—Current steel shortages played a part 
in the eight per cent decrease in factory 
shipments of warm air furnaces in April 
which totaled 55,297 units, against 60,- 
196 shipped in March according to a 
Census Bureau report just released. 
April shipments, however, marked an 
increase of 28 per cent over April, 1946. 
Three-fourths of all furnaces shipped in 
April were made of steel, while the re- 
mainder were cast iron. Furnaces built 


82 





for solid fuel combustion represented 34 
per cent of the total shipped in April, 
oil-fired furnaces accounted for 40 per 
cent and gas-fired units the remaining 
26 per cent. 

* * * 

Tin container outlook — The 
prospect of supplying full needs of cus- 
tomers for the rest of the year, and of 
having containers in 1948 for everyone 
who has had to resort to substitute 
packages depends on continued steel 
production, says the American Can Co. 
The company was preparing to end its 
metal container allocation plan, which 
began six months ago, to distribute 
equitably the then inadequate receipts 
of tin mill products. Now, barring labor 
disturbances, the company is confident 
of being able to supply 100 per cent of 
most customers’ demands in the coming 
six months. It points out, however, 
that the demand for beer cans is so far 
out of proportion, that meeting 100 per 
cent of requirements in that line will be 
impossible. 

* * & 

Agricultural tool handles - 
Jobbers report that the supply continues 
short, with prices higher than normal. 


* * a 


Mill capacity held ample — 
The steel shortage is “unquestionably” 
easing and the present capacity of the 
industry is sufficient to meet foreseeable 
requirements, likely to develop by 1950, 
Walter S. Tower, president of the 
American Iron and Steel Institute, said 
recently. “Uninterrupted production 
from existing facilities should be more 
than capable of bringing supply into 
balance with demand,” he said. “Pres- 
ent capacities, plus those now planned 
for completion over the next year, 


should meet every expectable demand 
in the near future.” Mr. Tower said 
that by the end of the year the entire 
industry should be able to fill demands 
by operating at 90 per cent of capacity 
or less, and added, “my best guess is 
that by the end of this year most 
descriptions of sheets and strip will be 
available without abnormal delay.” 
* * ~ 

Most building controls lifted 
—As of July 1, nearly all government 
controls on construction came to an end, 
turning loose a potential $2,000,000,000 
flood of pent-up commercial and indus- 
trial construction. It made the govern- 
ment’s veterans housing program all but 
a memory. What the effect would be on 
future home building was an open 
question. Under the rent control bill 
signed by President Truman, construc- 
tion can now proceed without federal 
permits on all structures except those 
to be used for amusement or recreation. 
The President and his aids believed 
home building would suffer. Industry 
spokesman said it would be stimulated. 
Housing Expediter Frank Creedon acted 
promptly to salvage some restraints. He 
ruled that a clause in the new law de- 
controlling residences completed since 
Feb. 1 does not apply to such homes 
during the occupancy of present tenants. 
But once they move cut, he said, ceil- 
ings come off. Sales ceilings set on 
homes built under former HH priorities 
remain in effect, Mr. Creedon held. 
These ceilings will expire on Dec. 31 
-the date set for their expiration 
under the Veterans Housing Act that 
now has been all but repealed. The 
Housing Expediter, on June 27, ordered 
the subsidies for pig iron used in hous- 
ing continued through Dec. 31. When 
the subsidies on pig iron and cast iron 
soil pipe were starte] last September 
they were scheduled to end June 30. 
Mr. Creedon announced the payments 
on cast iron soil pipe will not be ex- 
tended. Mr. Creedon’s action on pig 
iron barely got “under the wire” before 
the new rent control bill with its ban 
on new subsidies, took effect. 

co * a 

Building materials “better- 
ing”—As of June 27, the U. S. Com- 
merce Department released its monthly 
survey, and reported that the building 
materials situation is generally better, 
but supplies of millwork and hardwood 
flooring are not sufficient to meet de- 
mands in some areas. April lumber pro- 
duction of 3,106,000.000 board feet was 
10 per cent above March and 5 per cent 
better than April last year. Production 
in the first four months was 15 per cent 
hetter than that of the comparable 1946 
period. The department gave the fol- 
lowing reports on some individual ma- 
terials: 
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YO can count on Remington Rand 
BOOKKEEPING MACHINES 


a 
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WHERE 
DISTRIBUTION 
IS REQUIRED! 


One posting on a Remington 
Rand bookkeeping machine pro- 
duces two, three or more neces- 
tary forms plus distribution by 





BRANCHES EVERYWHERE 
JULY 31, 1947 


for Efficient Control Figures! 


Administrative control flows from accurate accounting produced at the speed 
required by modern business. Consider your accounts receivable, the wide 
variety of information required, the number of forms that must be prepared. 
One machine can provide simultaneous posting for statement, ledger, journal or 
any other form your operation requires—eliminating unnecessary time and energy. 

Remington Rand bookkeeping machines are designed to provide the facts 
and figures for your organization that permits management thinking at every 
level of operation. 

Your Remington Rand specialist will illustrate graphically how you can cut 
costs on your daily administrative operations. Write today for additional 
information to Remington Rand Inc., Adding-Bookkeeping-Calculating Ma- 
chines Division, Department HA, 315 Fourth Avenue, New York 10, New York. 


Reminglon Rand 


MACHINES FOR MANAGEMENT 









Welcome 


to PLYMOUTH “P-3!” 


GREAT NECK STEPS 
FORWARD AGAIN 
with “P-3” —embody- 
ing an ALL-NEW DE- 
SIGN, a brand new 
principle in wood cut- 
ting compass saws! 
Handsome handles are 
of virtually break-proof 
plastic, with full-size 
pistol grip. Handle con- 
struction strengthened 
for durability, with 2 
nickel-plated screws. 
Blades are of service- 
wise high carbon elec- 
tric hearth spring steel, 
finished with mirror 
polish. Saw teeth pre- 
cision-set by new ex: 
clusive Great Neck 
process. Master carpen- 
ters will say “Wel- 
come!” to “P-3,” and 
so will everyone else! 


Wer eserc ryote i 


the PLYMOUTH P-3 
Packed '/2 doz. 
per metal-edge box 





Zt Sure Seller! 


Retails at $1.00 each 


Refills Available Sep- 
arately—No.9 Handles 
(All New!) fit stand- 
ard American compass 
or keyhole blades. No. 
P-12 Blades fit stand- 
ard compass or keyhole 
saw handles. 


See Your Jobber for Details. 











Brick (common and face) — April 
production exceeded March output by 
1] per cent but was about 3 per cent 
less than that of April last year. Stocks 
at the end of April were more than twice 
those of April, 1946, but only 50 per 
cent of prewar levels. 

Gypsum board and lath—May pro- 
duction was estimated at two per cent 
above the April output. Production dur- 
ing the first five months of 1947 indi- 
cates an annual rate of about 3,600,000,- 
000 square feet of gypsum board and 
1,400,000,000 sq. ft. of lath. This high 
rate should bring supply and require- 
ments in balance for 1947. 

Asphalt roofing materials—April ship- 
ments of prepared roofing, siding ma- 
terials and felts totaled 7,546,000 
squares, an all-time high. They were 
six per cent above March, 1947, and 19 
per cent above April, 1946. Industry re- 
ports state that manpower is adequate 
to maintain existing levels. 

Hardwood flooring—Output of hard- 
wood flooring in the major producing 
areas in the week ended June 14 to- 
taled 12,178,000 board feet, a postwar 
record. 

Builders’ hardware—April output of 
builders’ hardware was about the same 
as that in each of the preceding three 
months. 

Steel windows — Production of light 
steel casement for openings above 
ground is increasing. Indications are 
that all types of metal windows will 
soon be in good supply. 

Nails—Output of wire nails and sta- 
ples increased from 77,000 tons in 
March to 77,389 tons in April. The 
April level, slightly above the average 
monthly rate for the first four months 
of 1947, is not expected to be main- 
tained owing to the end of the premium 
plan on March 31. 

Insect screen cloth—Production of 
both steel and commercial bronze screen 
cloth continues to increase and current 
output is far above a year ago, yet in- 
creasing demand suggests’ shortages 
through 1947. Plastic mesh should in- 
crease in output. - 

Cast iron radiation—April production 
of cast iron radiation was 4,820,000 sq. 
ft., slightly less than the March output. 

. © . 

Vacuum cleaner sales—Sales of 
standard-size household vacuum clean- 
ers in the first five months of 1947 ag- 
gregated 1,501,854, a total which was 
not reached in 1946 until the end of 
September, according to figures for the 
industry announced by the Vacuum 
Cleaner Manufacturers’ Association. 
January-May sales this year were 117 
per cent above 690,577, the total for 
the same period of 1946. May sales 
totalled 318,094 cleaners, compared to 
the all-time high of 330,426, reported 


for April, and were 118 per cent greater 
than the sales in May, 1946, which 
amounted to 145,935 units. 

+ . . 


Electric fan output up—The 
National Electrical Manufacturers’ As- 
sociation said June 17 that production 
of electric fans is up 5 per cent above 
pre-war levels. Backward weather in 
many localities has heretofore slowed 
retail turnover, but the showing of the 
calendar indicates better movement to 
consumers from here on. 

* * +. 


Passenger tire stocks rise— 
Automotive tire inventories, although 
still below normal pre-war levels, have 
nearly doubled since last year, says the 
Rubber Manufacturers’ Association. As 
of April 30, inventories had risen to 
4,399,795 units in passenger car sizes, 
from 2,411,595 units a year ago. The 
figure, however, was very low, com- 
pared with a pre-war normal inventory 
of from 7,000,000 to 8,000,000 units. 

* x — 

Chamois skins—Chamois skins 
are still almost impossible to obtain 
due, it is reported, to the hides being 
used for other purposes. Any skins of- 
fered for sale are rather high-priced, 
and often in the “pieced” quality. 

o + * 

Window glass—Window glass 
shipments are still slow, jobbers report- 
ing that manufacturers take as long as 
six months to make shipment. This has 
been aggravated by the closing down of 
one of the plants of « large producer. 
Apparently no usual summer lull will 
occur this year, so that stocks can be 
built up for the customary fall demand. 

* . * 

Standardization plans gain- 
ing—High production costs and fears 
of an impending buyers’ strike are sway- 











ing management toward industrial stand- 


ardization as a method of turning out 
quality products at the lowest cost com- 
patible with satisfactory performance, 
said the National Industrial Conference 
Board recently. The renewed interest in 
standardization, it pointed out, can be 
traced partially to industry’s war pro- 
duction experience. Now, industrial 
standards can promote general usage of 
the best methods, materials, processes or 
products. Moreover, concentration of 
productive effort on a simplified line of 
standard products “permits management 
to realize the economies of repetitive 
mass production.” Other benefits of 
standardization found by the Board’s 
study include “better and quicker ser- 
vicing of customers, smaller inventory 
requirements from manufacturer to re- 
tailer, and closer coordination between 
the purchasing, engineering, manufac- 
turing, and sales department of the 
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The ALUMINUM PAINT OF 1001 USES! 


Inside or out . . . on bridges or 
bicycles ...on boilers or basement 


walls Cres-Lite SYNCHROME 
is the finest paint protection you 


can buy. One coat covers most- 


surfaces with a chrome-like finish 
unsurpassed for resistance to heat, 
moisture, fumes, weather and cor- 
rosion. Its high hiding power and 
durability make it the best pro- 


tective coating for any interior or 
exterior surface. For complete de- 
tails write TopAy for free copy 
of “A Guide To Using Aluminum 
Paint.” 

GUARANTEED— Cres-Lite SYNCHROME is a 
quick-drying synthetic resin oil paint guaran- 
teed to contain only pure 325 mesh alumi- 
num and the highest quality grades of oil, 
pigment and synthetic resins. 
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company through joint consideration of 
standardization proposals affecting all 
groups.” The NICB, however, warns 
that perils exist in premature or hastily- 
conceived standardization plans. 

oo * ~ 


The new trademark act— 
Ownership of trademarks will be en- 
hanced under the new Lanham Act, 
which was effective July 5, which sim- 
plified procedures for registration and 
use of trademarks. Provisions widening 
the scope of marks which can be regis- 
tered, clearing most of the doubt con- 
cerning concurrent use of marks and 
permitting the sale of trademark good- 
will should all be of clear advantage 
to businessmen, and trademark registra- 
tion now becomes a “practical neces- 
sity.” Important provisions of the Lan- 
ham Act include: 1. The right to use a 
registered mark shall become incon- 
testible after five consecutive years of 
use after registration, except in cases 
of fraud or violation of anti-trust laws. 
This will outlaw suits over the right to 
a mark long after it has attained public 
recognition and become valuable, as was 
possible under former laws. 2. A trade- 
mark and the good-will associated with 
it may be sold, whereas the former law 
requires that the good-will of the entire 
business be sold. 3. Territorial rights 
to a trademark may be assigned by the 
holder. 4. Geographical, descriptive or 
proper name marks may be registered if 
such meaning of the mark is only inci- 
dental and the identification of the 
user’s product has become the primary 
significance of the term under question. 
5. Certification marks, such as the Good 
Housekeeping seal of approval or the 
Underwriters Laboratories mark, can be 
registered for the first time. 6. Service 
marks, which do not describe a product 
but which have become distinctive, such 
as slogans and designations used in 
broadcasting, may be registered for the 
first time. 

* * « 

The set-back in corn—Gloomy 
private predictions of a severely cut 
1947 corn crop, together with a prob- 
able cut in meat production, were sub- 
stantiated July 10, by the Department 
of Agriculture, when it officially indi- 
cated the yield (as of July 1) at 2,- 
612,809,000 bushels, a reduction of al- 
most 700,000,000 bushels below last 
year’s record crop. While the Depart- 
ment pointed to the record wheat crop, 
re-estimated at 1,435,551,000 bushels, 
and predicted that food grain harvest 
would reach a record tonnage, the feed 
grain outlook was not favorable com- 
pared with harvests in the last five years. 
The extent of estimated damage by 
floods and wet weather in June through- 
out most of the corn country was shown 
by the severely reduced estimate of more 


than 20 per cent, while corn acreage 
planted declined only 4.9 per cent from 
last year. Much now depends upon a late 
fall, for deferred plantings throughout 
the Corn Belt have made the bulk of the 
crop susceptible to early frost damage. 
The feed crop situation was reported as 
follows: 1. Corn, 2,613,000,000 bushels, 
against a five-year average of 3,058,- 
000,000 bushels. 2. Oats, 1,247,000,000, 


against an average of 1,335,000,000. 3. 
Barley, 285,000,000 bushels, against 312,- 
000,000 average. However, the report 
pointed out that “stocks of old corn and 


oats are relatively large to bolster the 
supply.” It added that “the number of 
grain-consuming animal units is declin- 
ing, with decreases in cattle likely to 
more than offset hog increases. Thus 
the supply per animal unit, while well 
below the record quantity last season, 
is likely to be larger than in five of the 
past ten good crop years.” 


Record crop prices—A wave 
of activity struck markets for agricul- 
tural products July 11, carrying several 
commodities to price levels never before 
recorded, and others within reach of 
the highs which came soon after ex- 
piration of government controls. The 
July corn future on the Chicago Board 
of Trade hit the highest price of any 
future for the grain in the 99-year his- 
tory of that institution, when it sold at 
$2.21 a bushel. Records for new crop 
wheat were made in nearly all futures 
when prices advanced a full 10-cent 
permissible limit following announce- 
ment of a 13-cent markup in the pur- 
chasing price of the Commodity Credit 






Corp. for export purposes. The highest 
price for a cotton future since 1920 was 
reported at New York, when the July, 
1947, contract reached 3944 cents a 
pound, influenced by prospects of a 


tight cotton supply next season. 
* * x 


Early “guesses” on cotton— 
The Agriculture Department reports 
that the cotton acreage in cultivation 
on July 1 totaled 21,389,000, or 17.6 
per cent more than last year. This year’s 
acreage compared with 24,517,000 acres 
for the 10-year July 1 acreage. The peak 
acreage was slightly more than 44,000,- 
000 acres in 1929. The department’s first 
forecast on production will be issued 
Aug. 8. But the crop would be about 
10,495,000 bales of 500 lb. gross weight 
if the acreage abandoned is equal to 
the 10-year average of 1.9 per cent and 
if the yield an acre is equal to the 
10-year average of about 250 Ib. 

° o * 


News of rubber—Rubber con- 
sumption held at a record pace in April, 
the Rubber Manufacturers’ Association 
reported recently. Manufacturers used 
98,784 long tons of natural and manu- 
factured rubber in the month, an in- 
crease of 0.17 per cent from the pre- 
ceding March record 98,618 tons. Con- 
sumption for the first four months of 
the year, January through April, totaled 
395,798 long tons, an increase of 31.46 
per cent, compared with the same 
period a year ago. World rubber circles 
are greatly concerned with falling rub- 
ber prices, and called an international 
conference recently, in Paris, to “talk 
this over.” On the Singapore market on 
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No. 422 
POWER 
VISE 
STAND 


read fripe 
BY POWER! 


You can use your own 

hand tools on the 

OSTER No. 422 Power 
Vise Stand 


Make more money on pipe sales 
and job work by using your hand 
die-stocks, cutters, and reamers 
on the Oster Power Vise Stand. 
This high quality, low cost power 
unit pays for itself in no time! 
Weighs only 140 pounds... 
easily handled by two men. 
Nationally famous '/ H. P. 
motor concealed in stand. Oper- 
ates from ordinary light socket 
(110 volts, either A. C. single 
phase or D. C., or 220 volt can 
be furnished at same price). 
Standard threading range 3" 
to 2"; extra range '/g" & 1/4"; 
with drive shaft 2!/," to 6" pipe. 
Send for FREE illustrated catalog! 


THE OSTER MFG. COMPANY 
2028 E. 61st St. * Cleveland 3, Ohio 














May 5 the price of rubber was 43% 
cents. On June 25 it hed fallen to 2814 
cents. The decline is attributed in part 
to the rapid recovery of Malay produc- 
tion, and to the American regulation 
that a large percentage of synthetic rub- 
ber be used in U. S. rubber factories. 
Rubber circles, furthermore, object to 
the cheap price of synthetic rubber 
produced in the United States at a low 
cost as no amortization of factory ma- 
chinery is taken into consideration. 
. * . 


Appliance over-supply not 
evident—Although major manufactur- 
ers of electric household appliances are 
now producing more units than in pre- 
war times, the “fairly rapid” change 
from under- to over-supply predicted 
last fall for mid:1947 has not yet ma- 
terialized. Few in the industry now 
expect supply and demand for refrig- 
erators to be equalized before the first 
of next year, and all predict a booming 
market for electric ranges for many 
months to come. Ten years ago the 
ratio of gas to electric range sales was 
approximately 15 to 1. In 1940 it had 
gone down to 5 to 1, and now, with 
additional electrification, huge construc- 
tion budgets in the electric industry, 
lower rates and other influencing fac- 
tors, the market for electric ranges has 
“immense possibilities” and soon should 
be 1 to 1, industry leaders claim. There 
is a discrepancy between demand and 
supply in small electric equipment and 
that of larger appliances. The jumping- 
off place between a buyers’ and a sellers’ 


market is rapidly being approached in - 


the small appliance field. In some parts 
of the country, wholesale and retail in- 
ventories of small electric goods is in- 
creasing uncomfortably. Since decontrols 
there has been a @ontinued increase in 
the prices of many appliance “name 
brands,” averaging 25 to 30 per cent in 
refrigerators, electric ranges and wash- 
ing machines, and’ from 15 to 40 per 
cent on smaller items. The increases 
have done little to absorb higher unit 
costs, it is said. Labor costs have in- 
creased upwards of 50 per cent in most 
cases, and materials, when available in 
the open market, have risen only a little 


less. 
7 * * 


Radio sales campaign — The 
Radio Manufacturers’ Association has 
announced a campaign to promote “a 
radio for each member of the family.” 
They are seeking to maintain normal 
demand, develop new markets, mini- 
mize problems of trade-ins, and speed 
up the retirement of obsolete models. 
Production of radios in May declined to 
1,316,373 units from 1,548,540 in April, 
the association said, but the output of 
television sets rose to 8690 from 7886 
units. Although radios were scarce in 


this country a comparatively short time 
ago, they are now being exported at a 
record rate. A new high volume of over 


$60,000,000 for this year is “practically 
certain,” according to the U. S. Com- 
merce Department, which said that ra- 
dio exports in the first four months to- 
taled $31,175,055, more than five times 
as much as in the corresponding months 
of last year. 
« * * 

Swiss end watch export curbs 
—The Swiss government has lifted ex- 
port restrictions on watches to the 
United States and other dollar-bloc 
countries, effective July 1. The govern- 
ment fixed export quotas more than 
three years ago on watches on the 
grounds that Swiss exports to the United 
States were far above Swiss imports 
from that country, and that an unfavor- 
able balance of trade, with attendant 
exchange difficulties, resulted. Now the 
trade current has reversed. Meanwhile 
Swiss watch manufacturers have com- 
plained that manufacturers in the 
United States were capturing the South 
American and South African markets, 
and that unemployment threatened part 
of the Swiss watch industry. 


“ * * 


Sports supplies—Sales of out- 
board motors and light boats this year 
have shown a substantial upturn, and 
manufacturers are confident that “a 
great new market for outdoor equip- 
ment is here to stay.” At least three 
times as many motors will be sold in 
the twelve months ending Sept. 30 as 
in the pre-war record year of 1941, 
when 167,000 were sold, and four times 
as many boats. The bulk of the in- 
crease in outboard motor and boat sales 
has been in river and lakeside com- 
munities. Much of the money back of 
the sales boom has come from indus- 
trial workers, who accumulated spare 
cash in the war years and now have 
longer vacations. Another important 
reason for the outboard motor boom, 
a manufacturer said, is the fact that 
motor prices generally have increased 
only 15 per cent from pre-war years. 
The Outboard Boat Manufacturers’ As- 
sociation indicated that the increase 
from 1941 might be five-fold. One large 
manufacturer has turned out as many 
aluminum boats this year as the entire 
output of all types of major companies 
in 1941. There has been a varying back- 
ground in other sporting goods sales. 
High prices and bad weather have gen- 
erally held unit sales below last year’s. 
In fishing equipment, consumer demand 
and production and material difficulties 
have kept good reels and split bamboo 
rods scarce. Quality tackle boxes are 
not too plentiful. Lures and baits, and 
some other fishing items have piled up, 
although the demand has continued 
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strong for “the oid standbys.” The so- 
called spinning reel, just getting a good 
start in this country, seems to have 
great sales possibilities. The line loops 
off a forward-pointing spool on this 
reel, without spinning the reel itself. 
Golf balls have piled up during the 
wet weather, although clubs still are 
selling briskly. Tennis equipment has 
picked up in days of favorable weather. 
Guns are very scarce and have been 
bought regularly through the fishing 
season, while ammunition has improved 
but slightly in supply. 

. * + 


Store buying stepped up— 
Recent increased buying by department 
stores and other retailers indicates that 
the virtual “buyers’ strike” that the 
stores started last spring has ebbed with- 
out achieving anything more than a 
gradual improvement in quality. Price 
concessions from manufacturers, except 
in liquidations of hard-hit luxury lines, 
have been comparatively few and far 
between. “The retailers held off buying 
as long as they could,” one retail 
analyst said in discussing the summer 
buying surge, “but sales continued at 
a high rate and the manufacturers 
stalled on the price question. So the 
stores got better goods for their money, 
but not better prices. Everybody has 
had to liberalize purchases, although 
they’re still on a conservative basis as 
possible.” Another reason for the gain 
in buying by retailers, it is said, is 
that customers “have been getting 
fussier and harder to sj] on anything 
but the item they came in the store 
after.” Stores thus have been forced to 
better their assortments. Profits are 
understood to have increased in the sec- 
ond quarter from the first, when many 
markdowns were charged against cur- 
tent operations. Despite the upturn in 
buying, caution still is pronounced. The 
mail order houses, which do their buy- 
ing early because they have to be pre- 
pared to back up their catalogs imme- 
diately, obviously anticipated a decline 
in demand this fall. Caution prevailed 
“right across the board,” one mail order 
spokesman said, pointing out that where 
“150,000 shirts might have been bought 
last year, perhaps 125,000 were ordered 
in May.” This means, of course, that if 
sales continue at their present pace, the 
mail order firms may have to go back 
into the market. 

* > - 


Mail order and chain show- 
ings—Sears, Roebuck & Co. sales in 
June and the first five months of its 
fiscal year set new records. In June, the 
sales total rose 29.2 per cent over a 
year ago to $163,455,688. In the five- 
month period, sales of $762,024,470 
gained 25.7 per cent over the similar 
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months of last year. Montgomery Ward 
& Co. also reported new high sales rec- 
ords for June and the five months. June 
sales increased 18.8 per cent to $89,- 
634,830, and the total for the five- 
month period was $462,337,520, a gain 
of 23.5 per cent. Butler Bros. reported 
sales for the first six months of 1947 
were $63,023,207, a decline of 13.3 per 
cent from the similar period in 1946. 
Sales for June were 33.2 per cent under 
June last year. Sales of Gamble- 
Skogmo, Inc., in June were up 32.31 
per cent to $12,283,501. In the first half 
of this year sales increased 29.85 per 
cent from the year-ago mark. In the 
variety field were noted a June decline 
by Woolworth of 2.6 per cent, and a 
six months’ gain of 5.6 per cent. W. T. 
Grant Co. gained for both periods—4.1 
per cent and 2.8 per cent. Washington 
reports that chain stores, regaining 
ground they lost to the independents 
during the war, have increased their 
share of total retail sales from 21 per 
cent to more than 22 per cent since 
VJ-Day. The chain store proportion fell 
from 1942 to mid-1945. The department 
defines chain stores as “four or more 
retail stores in the same general line 
of business that are owned or operated 
jointly.” 
* 2 8 

Fall-winter catalogs larger— 
Optimism seems the order of the day 
in mail order catalogs. The 1258-page 
new Ward’s catalog is 120 pages larger 
than last year’s. While Ward’s prices 
vary, some higher and some lower than 
last year’s, the feature in this issue 
seems to be large selections. A complete 
line of refrigerators, washing machines 
and vacuum cleaners appears for the 
first time since 1941. Plumbing equip- 
ment, hardware and kouseware are in 
better supply, and mail order jewelry 
is no longer to be scoffed at. One dia- 
mond ring in the Ward catalog is listed 
at $8,500. The book even lists a dia- 
mond-point phonograph needle selling 
at $45. Sears, Roebuck & Co., in its 
latest book, broke tradition by opening 
with a children’s wear department, 
rather than with the women’s wear sec- 
tion. Montgomery Ward strengthens this 
tradition by adding pages for a more 
complete showing of recently scarce 
items. Aldens Inc. is mailing the largest 
catalog in its 58 years of mail order 
history to nearly 2,000,000 persons on 
the mailing list. The 780-page fall and 
winter catalog is 144 pages larger than 
the 1946 edition, and features prices 
averaging 11 per cent lower than those 
in the Spring book. “Though prices are 
down, quality has gone decidedly up,” 
said R. W. Jackson, president, in an 
accompanying letter to customers. He 
also explained that specification-made, 
branded merchandise is back “for the 
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first time since the war,’ and that 
Aldens delivery service has practically 
returned to pre-war normal. 

* ” . 


Some freight rates raised— 
On June 27, the Interstate Commerce 
Commission authorized the railroads to 
increase transcontinental rates on some 
commodities by approximately 5 per 
cent and water carriers to increase rates 
on the same commodities by approxi- 
mately 6% per cent. The increases will 
be effective pending completion of an 
overall investigation of certain rates 
charged by rail and water carriers. In- 
creases authorized apply to about 60 
items such as brass, bronze, and copper 
articles, small arms ammunition, canned 
goods, candy, coffee, drugs, glass, paint, 
rice, soap, tile, tobacco products, certain 
iron and steel articles, and axles and 
springs, when shipped westbound. The 
eastbound list covers only a dozen items 





such as borax, barium, canned goods, 
dried fruits, paints and rice. 


*- * * 


New appliances—It is reported 
that the Hoover Co. will manufacture a 
cylinder type vacuum cleaner and an 


electric iron. 
* a u 


A banner half-year—General 
Electric Co.’s orders for the first six 
months of this year amounted to $572,- 
597,000, an ircrease of 47 per cent from 
the total reported in the corresponding 
period last year, Charles E. Wilson, 
president, announces. Orders for the 
first half of 1947 represent an amount 
28 per cent in excess of the total for 
the best full calendar year prior to 
1940. Orders for the comparable 1946 
months were curtailed when strikes 
stopped all shipments in the first nine 
weeks of the year. 





Full Cooperation with Philippines 
Urged by Columbian Rope Representative 


~*~ DON’T think Kipling would 
have been as dogmatic about 
the impossibility of East meeting 
West had he been able to fly from 
Manila to San Francisco in forty- 
two hours as I did,” said Merle 
Robie, resident representative of 
the Columbian Rope Co., in the 
Philippine Islands since 1940, at a 
recent meeting in New York City. 
Four vital problems affecting 
Philippine - American _ relationships 
must be solved if our nation is to 
continue to expand international 
trade with the Islands, Mr. Robie 
said. The four problems are: 1— 
Long-range readjustment of Ameri- 
can business practices for fair and 
equitable dealings with the Fili- 
pinos; 2—The need for American 
business to devote more thought to 
the economic and social problems 
which the Filipinos face; 3—The 
need to familiarize ourselves with 
specific internal problems in the 
Philippines; and 4—The need for 
a realistic appraisal of the prices of 
basic Philippine raw material ex- 
ports, including manila hemp, in re- 
lation to prices of commodities 
which the Filipinos must have to 
maintain decent living standards. 
Mr. Robie told his listeners that 
on the basis of seven years of con- 
tinuous study of the Philippines, 
three of which were spent in a 
Japanese prison camp during the 
war, he had had an opportunity to 
understand the Filipinos. He said 
he believed their attitudes are par- 
ticularly important during the pres- 


90 = 


ent postwar reconversion period. 

In calling for a policy of full co- 
operation with the Filipino people, 
not only in business but also in so- 
cial dealings, Mr. Robie declared 
that conditions in the Far East and 
likewise the prestige of the Occi- 
dental have drastically changed dur- 
ing the past decade and we must 
recognize these facts, he added. The 
most successful American firms, he 
said, are those which today are giv- 
ing Filipinos increasingly greater 
responsibility. - 

In searching for a solution to 
their economic problems, he warned 
that the Filipinos are considering the 


ts 





feasibility of solving their problems 
through nationalization. He urged 
American businessmen doing busi- 
ness in the Philippines to make the 
enterprise system work at all times 
for the benefit of the Filipinos as 
well as for ourselves. 

Regarding price as it affects pro- 
duction and investment, Mr. Robie 
cited the situation in manila hemp 
as an example, stating that it is one 
of the most important raw materials 
produced in the Philippines and is 
used in America in the Manufac- 
ture of cordage more extensively 
than any other fiber. Production of 
hemp, he said, has been restored to 
two-thirds of the pre-war level in 
the Philippines, but, in view of the 
world supply of manila and sisal 
fibers, total output is still far be- 
low normal, Additional planting of 
fiber production areas in the Philip- 
pines is not an attractive financial 
investment at the present for sev- 
eral reasons, among them: the 
large financial outlay required, the 
time lag in realizing a return on 
investment, and instability of prices 
which are subject to sharp fluctna- 
tions. Despite high prices, Mr. 
Robie explained, the Philippine 
manila hemp producer is not reap- 
ing large profits because of high 
prices of commodities which the 
Filipino must obtain from the rest 
of the world. A stabilization of our 
economy, he believes, will go far to- 
ward stabilizing theirs. “Until the 
export price level in the United 
States is reduced,” he said, “it is 
obvious that the price of raw hemp 
is not going to come down, nor will 
production increase.” 





Merle Robie (left) resident representative of the Columbian Rope Co. in 

the Philippines, chats with a group following his talk on June 24, 1947. Left 

to right: Mr. Robie; Leo H. Joachim, editor of Cord Age; James Fyfe, New 

York fiber broker; R. Spriggs, advertising manager, and Frank R. Metcalf, 
assistant treasurer of Columbian Rope Co. 
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Dealers who sold Burpee 
Seeds last year have already 
received their copies of this 
money-saving offer and are 
ordering for 1948 delivery, 
at substantially lower prices 
than you will-pay unless you 
take advantage of this offer 
now. 


If You Have Not 
Already Received 
Burpee's Wholesale 
Quotation Form with 
Special Contract 
Prices, write for 
Your Copy Today 


Wholesale Growers of 
Vegetable and Flower Seeds 
Philadelphia 32, Pa. 
Clinton, lowa 
Sanford, Florida 
Write to the Headquarters nearest you 





Order Your Burpee Seeds 
| for 1948 


from our New Contract Price List 





Take Advantage of These Special 
Lower Prices for a Greater Sales 
Margin on Burpee Quality Seeds 
‘to Increase Your 1948 Profits 


The Best-Known, 
Most Advertised 
Name in Seeds 


Burpee advertising covers all America, 
from the farm papers and small town 
magazines to the national publications 
of largest circulation. The Burpee 
slogan is a “Buy-Word” everywhere. 


NOTE: Display Racks and Color Packets of Burpee Seeds on 
sale or return basis are available only te Burpee Dealers who 
also buy regular stocks from the advance “Wholesale Quota- 
tion Form” or from Burpee’s Red List for Dealers. 


Special “Leader” Offers now being prepared for 
you to attract new customers. Window and wall 
display material furnished—also mats for your 
newspaper advertising to cash in on the extensive 





Burpee national advertising. 
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. PHILADELPHIA 32, PA. ‘ 
; W. Atlee Burpee Co. CLINTON, IOWA ° 
: SANFORD, FLORIDA . 
: Rush to me by return mail Burpee’s Wholesale Quotation . 
' Form to give me lower prices on Burpee Seeds. H 
i 
: ee ee Tee ree ee errr rt reer et eee eee tet. 4 
' t 
H i Te es ca awnviaes pase ENeagbens Te saumwen . 
s ' 
; | ge ee ee pee Zone, if any........ Pe atvasssteesess 8 
ao (from Special Offer in Hardware Age) : 
(“7YTTTIrririreteitetstststsetLe eee 
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Tubular Cylinder Knob Set 


Duncan Shaw Corp., 33 W. 42nd St., 
New York City is offering a tubular 
cylinder knob set which features a cable 
drive from the cylinder to the locking 
hub of the latch which is sealed in the 
escutcheon plate permitting the use of 
the full thickness of the door to house 
the full size five pin cylinder. Set is 
recommended for rear or side entrance 
locks. Maker states that mortising time 
is reduced to a minimum, one straight 





arte Rowe 


hole for the cylinder, one straight hole 
for the latch, and a cross drilled hole 
for the spindle. Unit has the cable con- 
trolled latch with double spring action. 
Set functions as an ordinary latch when 
unlocked. When locked, by either the 
key outside or the thumb knob inside, 
the knobs are locked and the latch-bolt 
is deadlocked against end pressure. The 
cylinder unit can be set flush, or slightly 
recessed if desired, thus making the 
lock wrench-proof, according to Duncan 


' Shaw. On the right side is shown the 


outside lock and on the left, the inside 
lock. 


‘Pathfinder’ Mower 


Fairbanks, Morse & Co., 600 S. Mich- 
igan Ave., Chicago 5, Ill., is introducing 
the “Pathfinder,” a power lawn mower. 
It is designed to permit close trimming 
around shrubbery, trees and founda- 
tions. The multiple cutting by the ro- 
tary blades chops the grass into a fine 
mulch, which in turn fertilizes the soil. 
Powered by a 11%4 H.P., 4 cycle engine 
the rotor and blades are dynamically 
balanced. Disc can he easily removed 
for sharpening or replacement of sec- 
tions, or may be reversed when one edge 
of the cutting blades becomes dulled. 
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Cutting height is adjustable and clear- 
ance can vary from 1 to 5 in. above 
ground level. It is available in 20 and 
24 in. width of cut. Mower is equipped 
with ball bearings on all four wheels. 
One piece cast aluminum alloy frame 
extends over the rotor disk at the rear 
and sides to give full protection to user. 
Operation is hand-controlled by a clutch 
lever. 


‘New Way’ Eave 
Trough Shield 


This shield is self cleaning. It is de- 
signed so that wet leaves slide up its 
streamlined grill which permits rain 
water and small particles to filter 
through without clogging. When the 
leaves dry out they blow away. It is 
easy to install as it just snaps over the 
edge of eave trough. Curved end pre- 
vents leaves from entering or plugging 
open end of drain pipe. For round 
and O.G. square 4 and 5 in. troughs. 
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Packed 1 gross to shipping carton, 
weighing 17 lbs. Spitzer-Smith Co., 
Jamestown, N.Y., handles the national 
sales distribution. 











Alsco Storm Door 


Featherweight aircraft alloy alumi- 
num combination storm door is trim 
and neat in appearance, and will har- 
monize with any style house door. Gen- 
erous panel spaces into which inter- 
changeable storm sash and_ screen 
inserts are fitted, offer maximum sum- 
mer ventilation and vision. The frames 
require no painting. Special adjuster 
makes it possible to set lower sash at 
desired height for ventilation. Beam 
construction is used for added strength 
and narrow stiles for better vision. Con- 


“t 









struction of center meeting rails assures 
a perfect seal, according to the maker. 
Frame is equipped with three substan- 
tial hinges, latch lock and check stop. 
Prices, depending on size, include com- 
plete installation. Available in 30, 32, 
34, and 36 in. standard widths, and 80, 
82, 84, and 86 in. standard lengths. 
Alsco Inc., 8135 Euclid Ave., Cleveland, 
Ohio. 


Bird's New Patterns 


Nine patterns in enamel surface rugs 
and yard goods are available from 
Bird & Son, Inc., East Walpole, Mass. 
They include a Dogwood rug design in 
two background colorings of BHF Great 
Lakes blue and BHF Grand Canyon 
rose and tan. Also broken tile design in 
rugs and yard goods available in back- 
ground colors of blue with red accents 
and ivory with red and black accents. 
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Sick Picker Rollers 
Teed the Squirrels 
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Roll Compound 


A Quick Profit Item 
That Builds Traffic 


Noursite Picker Roll Compound is an especi- 
ally prepared petroleum adhesive for use on the 
rollers of mechanical corn pickers. Continuous 
use makes these rollers so slick that serious loss 
results from valuable corn slipping onto the 
ground. Light applications of this compound 
several times a day on both husking and picking 
rollers enable all types of corn pickers to pick 
and husk cleaner and better. 


Noursite Picker Roll com- 
pound has been ‘Farm 
Tested” for years. Increased 
production now makes it 
available for sale wherever 
seeder Sei of mechanical corn pickers are 
Nourse lubricants and in use. Backed by the 
“Nourse Iron Clad Guar- 


! 
a quot antee.”’ 


You ean order all Nourse 
products from your Whole- 
sale Hardware Jobber. If 
he cannot supply you, or- 
der from the Nourse Oil 
Company direct. We will 
gladly ship through any 
Wholesaler you request. 


Petroleum Specialties. 
Write for your copy. 





Order a supply from your 
wholesaler today or write di- 
rect. Sold only thru dealers. 





NOURSE OI1L COMPANY 


KANSAS CITY 8, MG. 
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MODEL 1300 


The TOP LINE revolutionary, cylinder 


type electric room heater gives more heat faster 
and at lower cost. Warms a whole room in a short 
while. Heats cold spots immediately. 


Dows this 


Here’s how Model 1300 
works: Gives 3 kinds of 
heat — radiant, reflected, 
and convection. Beams 
heat rays direct to cold > 
spots. Diffuses heat rays << 

to warm the entire room. 

Furnishes natural up- ar a ocnce ol 
draft circulation. wy Convection Heat 


with natural up- 


draft circulation 
Model 1300 not only fur- 
nishes more heat faster; 
it piles up profits faster 
too! Makes money for 
you by giving quick turn- 
over. Write for catalog 
sheets giving specifica- ~ 
tions, prices, and dis- 
counts today. 































































REG. U.S. PAT. OFF, 


APPLIANCES 


TRADE- MARK 


HOME 


TENNESSEE VALLEY 
MARKETERS, INC. 


117 NINTH AVE., NO., NASHVILLE 3, TENNESSEE 


Pioneers in Electrical Appliance Manufacture 
in the Tennessee Valley 















Simplex lroner 


Simplex ironer model S-477 requires 
but 21 by 13 in. of floor space. A ro- 
tary ironer, its complete open roll is 22 
in. long and 5 in. in diameter. Ironer 
features an automatic pilot light, ad- 
justable thermostat-heat range from off 
position to 450 deg., free rolling roll, 
which when not in motion roll can ro- 
tate forward and reverse. Ironing shoe 
is hardened and chrome plated and can 
be tilted face up for steaming. Ironer 
has 1200 watt Simplex Nichrome heat- 
ing element. Automatic mechanism and 
motor are fully enclosed and perma- 
nently lubricated. Designed with a 
hinged cabinet, automatic knee roll con- 


WHATS NEW 


trol and automatic knee press control. 
Suggested to retail under $100. Ameri- 
can Ironing Machine Co., Algonquin, 
Il. 





Bicycle Trailer 


Demkin Mfg. Co., 200 E. Mundy, 
Bay City, Mich., is offering a bicycle 
trailer with trailer hitch, designed for 
use with any standard bicycle Trailer 
has semi-pneumatic rubber tires, and 
sturdy free wheeling 10 in. wheels, and 
a 20 gage sheet steel body, 24% in. by 
18% in., by 7% in. Trailer has a red 
enameled finish with flared top sides. 
Made with a drawn steel rod chassis 
and hitch. 





Nylon Faucet Washers 


Nylon faucet washers are offered by 
Atlantic Plastics, Inc., 132-31 Fortieth 
Rd., Flushing, N. Y., in six faucet sizes 
and two special sizes for lawn sprink- 
lers. Maker claims the washers are re- 
sistant to abrasion, and to cold flow, 
they are free from odor and taste, have 
low moisture absorption, low co-efficient 


a : of friction, and good resistance to 
chemicals and to changes in tempera- 
. ture. Washers are injection molded in 


“ar thermoplastic material. 
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COLUMBIAN 


VISE MEG. CO.) 


9017 BESSEMER 
AVENUE 
CLEVELAND 
4, OHIO 





1 doz. 10¢ Brush Cleaner 





Value $1.20 | 
| doz. 10¢ Crack Filler 

Value $1.20 | 
| doz. 25¢ Crack Filler 

Value $3.00 | 


With Your Order For 
The Following: | 

12 doz. 4 oz. DONLEY | 

ENAMEL (I5¢ seller) @ | 


oaue™ 
‘ 










CHOICE OF COLORS 
White Chi 


nese Red 
Black Dark, Green $1.14 doz. 
Peach Apple Greer 12 doz. 10 oz. DONLEY | 
ned Aurel — ENAMEL (35¢ seller) @ | 
Ivory Jade Green { 
Cream Light Gray $2.50 doz. 





Pink Bu 
TOTAL SALE VALUE $77.40 YOUR COST $44.40 


F Freight allowed up to 500 miles from Cleve. 
“’ $1 hundredweight allowed over 500 miles. 


Write TODAY for Hardware Age Special (Exp. Aug. 15) 






Ze 


Yel luna lit ime. 


CLEVELAND 5, OHIO 
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‘Drain-A-T ray’ 


Serving tray that doubles as a slop- 
ing drain for sink cabinets. Part of 
one end of the tray curves gracefully 
downward, forming the draining lip. 





This holds the tray level on flat sur- 
faces but slopes it for speedy draining. 
Lower edge of lip is arched, forming 
a comfortable handle, making the tray 
easy to lift and carry. Dishes may be 
rinsed after they’re placed on the tray 
or draining-rack, as the tray drains rap- 
idly. Can be used as catch-all under 
waffle iron or as protection for range 
on linoleum cabinet tops. Tray has a 
ribbed under construction which sup- 
plies a non-slip footing when used as a 
sick-bed tray. Plastic used in tray is 
said to be non-shattering, and highly 
resistant to heat, acids, stains, and sur- 
face wear. Has a smooth, hard surface 


and an ebony finish. Each tray is pack- 
aged in a colorful illustrated carton, 
telling its uses and qualities. Associated 
Projects Co., 80 E. Long St., Columbus 
15, Ohio. 





Golf Scorekeeper 


“Strokmaster” is the name of the plas- 
tic golf scorekeeper made available by 
Healthways of Hollywood, 1360 E. 16th 
St., Los Angeles 21, Cal. Score is tal- 
lied by moving small colored knobs to 
the proper number of strokes taken per 
hole. Green knobs score holes one to 
nine. On the reverse side, red buttans 
score holes 10 to 18. Pointer slides 
around the numbered edge of the card 
and you can read your score at a glance. 
Suggested to retail for $1.50. 








Marco Aluminum Line 


Mardigian Corp., 1130 W. Grand 
Blvd., Detroit 8, Mich., has added seve- 
ral units to its Marco heavy gage alu- 





minum cookware line. All pieces have 
a mirror finish outside and a satin finish 
inside. They are claimed to heat quickly 
and evenly. Pieces have seal-tight 
nested covers, a rigid bracket assem- 
bly, and heat resistant Bakelite handles. 
Nine in. egg poacher poaches four eggs 
and can be turned into a medium size 
covered fryer. Packed 12 per case 
weighing 29 Ibs. Three covered sauce 
pots in 4, 6, and 8 qt. sizes. Packed: 4 
qt. 12 to a case, weighing 21 lbs., and 
6 and 8 qt. sizes packed 6 to a case 
weighing 17 and 24 lbs. respectively. 
The eight cup percolator has its pour- 
ing spout and body constructed of one 
solid piece eliminating spout drip. 
Close fitting snap on lid is said to 
clamp securely, permitting one hand 
pouring. Has massive heat proof glass 
knob. Suggested retail prices are as 
follows: percolator, $3.49; egg poacher, 
$2.98; 4 qt. pot, $2.69; 6 qt. sauce pot, 
$3.49; and 8 qt. pot, $3.98. 
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OLUTIONARY NEW ALL-STEEL ~s 
SAFE- 


THE LOCK THAT REMEMBERS _ _ 
WHEN YOU FORGET agg 











T-LOCK. 


MORE TO OFFER 
THAN ANY OTHER 
LOCK BECAUSE 
IT DOES MORE! 


The Automatic Safe-T-Lock prevents 
hastily admitting strangers into the 
home. When the door is opened, the 











be 


JULY 31, 1947 


Safety latch engages 
Ce automaticolly every 
time door is closed; ready to safe- 
guard whenever door is opened. 


Precision-engineered Rs 
of All-Steelconstruction. €5) 


Comes complete with nationally adver- 
tised 5-pin tumbler lock and two keys. 


Locks in open posi- 
Re tion for ventilation. 
| When special snap 


is released the lock automatically 
CLOSES and LOCKS the door. 


naa a Special spring-ten- 
‘a Pr sion button quickly 


and easily double locks and bolts the 





t 





Retails at 

$679 
PRICED FOR RAPID TURNOVER 
and a BIG PROFIT on EVERY SALE! 


EASILY INSTALLED—FULLY GUARANTEED 


DISTRIBUTORS: There are territories open. ‘ 
Wire or write today for complete information. 


AUTOMATIC SAFE-T-LOCK CO. 


4600 S. Kedzie Ave. Dept. HA 





=, 








Chicago 32, Ill. 














retracting safety latch automatically 
snaps into place allowing a protected | 
three inch opening; then, with the | 
tick of a finger, the safety is released 
and the door may be opened wide. 
Can be opened by key from the out- 
side. Dealers everywhere are finding 
that they can't miss with this kind 
of “sales appeal” —Send for illus- 
trated folder and see why. 
Complete 4 
Dealer Support — 
Newspaper advertising, counter * 
demonstration unit with lock at- *: 
tached, counter display cards, win- 
dow streamers, folders—to help 
you sell! 









BUILDER'S | 


SINCE 1849 


MADE RIGHT 





LANCASTER, PA. 


HARDWARE 


PRICED RIGHT 


S A F & PADLOCK AND HARDWARE CO. 














AUGUST 
SPECIAL 


Clothes Pins—Natural smooth 

hardwood wax finish square 

clothes pins 1,000 to bag 
4.00 bag 


Seymour Smith Vise Grip 
Pliers 10" Size... 15.00 dozen 
Egg Poacher—3-egg capacity 
—consists of Reynolds 3 Ot. 
covered sauce pan and 
poacher with 3 cups—Can be 
used as poacher or regular 
cooking pan ....... 1.40 ea. 


Send for the Lurie Flyer 


LURIE HARDWARE CO., INC. 


552 West Lake St. Chicago, Illinois 


Wholesale Hardware— 
Serving the Dealer Exclusively 


VALUES 
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Sheffield Bronze Dealer Aids 


Sheffield Bronze Paint Corp., 12405 
Euclid Ave., Cleveland, Ohio, has de- 
veloped a merchandising and promo- 


ield 
help nINTS 


A Exterior 
1 Bri 














tional plan designed to materially aid 
every merchant who retails paint, to ob- 
tain a larger sales volume. A series of 
eight newspaper mats of convenient 
sizes that allow for dealer name inser- 
tion are available. The mats feature 
Super-Krome and Red Hot aluminum 
paints. Multicolor window streamers, 
40 and 12 in. high as well as circular 
eye stoppers of 15 in. diameter. Also 
heavy easel backed counter displays, 
effective on shelves, in windows and on 
counters, as shown. These silent sales- 
men point out the uses of aluminum 
paint. Bright color cards and catalog 
folders and mail enclosures are also 
available to dealers. 





Bull Dog 'Tuf-Seal'’ 


Gillespie Varnish Co., Dey St., Jersey 
City 6, N. J., is offering Bull Dog “Tuf- 
Seal,” a varnish type sealer design to 
preserve and protect wood floors. Maker 











Wht S NEW 


states “Tuf-Seal is good for gymnasium 
floors because it preserves them and 
does not “rubber burn.” It is recom- 
mended by Gillespie for dance floors or 
any wood floor that receives abnormal 
traffic-wear. It is claimed to sink deep 
into the subsurfaces of the wood, feed- 
ing them with a durable preservative 
that keeps the wood alive and prevents 
drying out and splintering. Available in 
drums, 5 gal. cans, 1 gal. cans and 
quarts. 





Savage Hi-Power Rifle 


Savage Arms Corp., Chicopee Falls, 
Mass., is introducing a .30-.30 cal. bolt 
action repeating, carbine style rifle. 
Called the Stevens Model 325, this rifle 
has a 21 in. barrel of hi-pressure smoke- 
less steel. Action cocks on the opening 
stroke of the bolt and the trigger and 


¥ 
. ‘ 
ee i | 


sear mechanism are said to assure posi- 
tive operation and a clean, crisp trigger 
pull. Thumb operated safety is on the 
right rear side of the receiver and 
locks both belt-and sear. Bolt handle is 
streamlined, lies close to the frame, and 
is particularly suited for saddle use. 
Sighting equipment consists of a ramp 
front sight, and adjustable sporting rear 
sight. Its short barrel and 6% lb. weight 
make for fast handling. Rifle is de- 
signed for the shooter who buys a rifle 
for more than sport. Stock is one piece, 
and is claimed to be of adequate dimen- 
sions for steady holding. 








‘Door-Ease’ 


American Grease Stick Co., 1146 
Hoyt St., Muskegon, Mich., recom- 
mends its “Door-Ease” for changing 
window screens, porch screens and 
storm windows. It helps to ease the 
screen or storm window into place with- 
out hammering or pounding according 
to the maker. 





Camillus Cutlery Catalog 


Camillus Cutlery Co., 60 E. 42nd St., 
New York City 17, has issued 46-C cata- 
log which includes—exploded: view of a 
pocket knife, full size photograph‘: il- 
lustrations of the line with a functional 
description, end-use illustrations, sug- 
gestions, as to the care of a knife and 
the care of samples and a two page sum- 
mary of war knives and the use of 
knives in war. Has a general alphabeti- 
cal index and an index of the knife 
numbers, in segregation of 1, 2, 3, and 4 
to 6 blade knives 
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Aluminum Mail Box 


This all aluminum rural mail box is 
said to meet the approval of the post- 
master general’s office. Box is 8% in. 








handy and in good condition. Made of 
aluminum the device is individually 
boxed. Takes all size handles accord- 
ing to maker. 








Plasterer's Trowel 


Trowel is made from 22 gage steel 
reinforced by a flush riveted 9% in. 
cast aluminum center flange, which also 
supports the handle. Banner Trowel is 

















































<a Flashlight-Screwdriver 
‘ The “Graham Flashlight-Screwdriver” 
ype blade is made of tempered alloy steel. 
aia Battery and bulb are encased in the 
recom- red and maroon plastic handle. An in- 
‘seer or terchangeable feature makes it possible 
eo to use a variety of small tool attach- 
Paw 4 ments, such as screwdriver blades of 
eo various sizes, the Phillips and other 
— special driver blades, and _ socket 
te wrenches. Novel attachment is the op- 4% in. by 11 in., lacquer-dipped for 
vigoe tional Sportsman Shaver. Graham Mfg. rust-proofing, and weighs 12 oz. The 
Co., Detroit 9, Mich. handle is made of kiln dried hardwood 
ash, waxed. Banner Mfg. Co., Colum- 
Kem-Tone Color Cards bus, — National sales omy 4 is 
: -_ aa. i = . an . W. Labisky & Co., Columbus 5, Ohio. 
— Med oe es by 4 ~ Sherwin-Williams Co. Cleveland, J miei a 
Falls a ~ Sa aged Ohio, is introducing a new type of color —s 
- i, for shipping in a single carton, it card featuring “King size” color : ' 
f° bolt weighs 4 lbs. Mail boxes are sug- h inf, . F d-oil Shoo Fly 
rifle. gested to retail for $3.10. Akron Metal We, tone tens ond how to us ' 
5 rifle Sales Co. 1045 S Hi, hS Ak me paint that tells where and how to use Enterprise Mfg. Co., 110 N. Union 
moke- Ohio - » SSIga St, sieaiiiatas it and offering room-to-room harmony St., Akron 9, Ohio, is making “Shoo 
ening ° suggestions, to present its 16 color line. Fly” which is claimed to protect against 
, ona Each color is represented by a swatch mosquitoes, flies, gnats, fleas and chig- 
‘Presto’ Holder 1% by 2% in. Each color chip has a gers. Solution is clear and odorless 
7 suggested harmonizing Kem-Tone paper says maker and is packed in a two oz. 
lt Hardware Sales Corp., 242 Canal St., border trim over it. A large four-color bottle, 3 doz. per carton. One applica- 
New York City, 13, is the sole distrib- illustration of a home is shown with tion is said to last from 6 to 10 hours. 
eal utor for the “Presto” holder which exterior walls removed, revealing six Suggested to retail at 49 cents per bot- 
. holds firmly, mops, brooms, dusters, gar- rooms, each of which are made dis- tle. Maker states it will not harm 
Posi- den tools, etc. Used in homes, garages, tinctive by the use of a different Kem- clothing, watch crystals or straps, nylon, 
_ farms and workshops to keep tools Tone color. rayon, or nail polish. 
) the 
and =i" 
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use. LACAR ENTERPRISES 
"am 
rot Presents 
_ The General Utility Wheelbarrow 
e- 
rifle Model A3G 
iece, 
nen- 
<> FULLER’S 
Unbreakable 
146 Amber-Handle 
om- 
in TOOLS — 
and S| ,, 
the \ 
ith. ARE BACK TO 
in ,] 
s 41 PRICES! 
Fuller give e ine es in e arm wi nese 
St, pee Ok Se teat Gesiness oe er a th these 1941 The General Utility Wheelbarrow Is designed especially for garden 
ita- Prices on popular, unbreakable amber-handle screw drivers, chisels and light industrial use. 
fa Suis encsttan ie ita, - This perfectly balanced wheelbarrow weighs only 25 Ibs., yet has a 3 
il. s—despite current high costs of materials and labor’ — pn ie es a = e = a a 
Jobber e r order = eek ‘ opper with quarter inch steel wire bead. e Model A as an al 
nal r ee or eemers. <tinen yaar Wipek: and steel carriage with sturdy ball-bearing wheel mounting a 10 x 2./5 
ug- put these items in your “WANT BOOK" these new prices on rubber tire. 
nd Fuller Tools mean new business for everybody! Dealer cost $9.95, F.O.B. Belmont, California 
m- Literature sent upon request 
Also available 5 cubic foot contractor wheel- 
m4 DEALERS: Write tor complete catalog and name of nearest jobber barrow for immediate delivery; prices on semua. 
fe FULLER TOOL COMPANY, INC. Laas 
GARRISON AND FAILE STREETS, BRONX 59. NY P. O. Box 234 Belmont, California 
JULY 31, 1947 




















Canva- Lastic 
MAKES CANVAS LAST 
WATER-PROOFS 

Awnings 
Binder Canvas 
Tents 
Tarpaulins 
Canoes 
Automobile 
Tops 

Stack Covers, 

Fly Nets, Horse 

Covers, Work 

Jackets, Overalls, Rope, Porch and 

Yard Furniture, Venetian Blinds. 
STOPS MILDEW, WARPING AND 

CHECKING 
Helps keep canvas from shrinking 
Makes them Soft and Pliable 
DIRECTIONS 
Apply with Brush, Rag, Sprayer, or by 
Dipping. 




















Dries in 2 to 3 hours 


Covering Capacity: | Gallon waterproofs 
100 to 125 Sq. Ft. 


Manufactured by 


NEATSLENE €0., OMAHA 8, NEBR. 


ROY W. SHEPARD, “SHEP” 














DURBIN-DURCO 


MANUFACTURERS « CERTIFIED PRODUCTS 


LOAD BINDERS 


Drop Forged « Malleable-iron + Steel 





Drop-Forged °* Heat Treated + 2 Sizes 
Durbin-Boomer F-1—2 swivels, 34, 1% or 14’ chain 
Durbin-Boomer F-2—2 swivels, 1%, 14 or 44" chain 


Malleable fron © Heat Treated « 5 Sizes 
MIDGET No. 1—1 swivel, 4’ chain 
DELTA No, 1—1 swivel, % or %%" chain 
D No, 1—2 swivels, 1% or 14” chain 
LONE STAR 1—2 swivels, %, % or % — 
LONE STAR 2—2 swivels, %, 44 or %’ 





" WIRE STRETCHERS 
STEEL CONSTRUCTION 






No. 3—3 Pulleys, iin bearings, 4" rope 
No. 33—3 Pulleys, roller bearings, %’ rope 
No. 4—4 Pulleys, plain bearings, %%” rope 
No. 44—4 Pulleys, roller bearings, 34” rope 
No. 88—4 Pulleys, roller bearings, 14” rope 


ALL-STEEL ROLLER BEARING HOISTS 











Size | Cap. | Ship. Wt. 
No. eve | tas. Ths. Construction 
12 ’ 2000 6 lbs. | Drop Forged Hook 

















13 %" | 1000 | 2% Ibs. | Malleable Hook 





Shipped with or without rope. 
Write for 


Catalog 
DURBIN-DURCO 


6611 Olive Street Road « St. Levis 5, Me. 











WHATS NEW 





Blackstone Laundry 


Blackstone Corp., Jamestown, N. Y., 
is offering a “packaged laundry” which 
accomplishes automatically the washing, 
drying and ironing operations. You can 











purchase the complete laundry or the 


three units separately. Combination 
Laundry provides three streamlined, 
matching units which can be installed 
side by side within a 72 in. space, and 
which match the standard kitchen cabi- 
nets in height and depth. Standard toe 
room is provided also. Model laundry 
shown has a double-tub sink located at 
the left. Utility cabinets are at the 
right for storage and to provide a sur- 
face for sorting, etc. Wall cabinets 
above can be used for soaps, softeners, 
etc. Light blue tile board is used on 
back walls to protect them from water 
and under wall cabinet surfaces is 
tubular lighting for work surfaces. 





Bubble-Lamps 


Royal Sparkling Bubble Lamps are 
offered for decorative lighting. Lamp 
features an improved fast moving, tiny 


A\ 








bubbling action. Candles containing the 
bubbling action are supported by 2-tone 
plastic holders which also enclose the 
small lamp that lights both the candles 
and the translucent base. Bubble-Lamps 
are packaged in modern, full-color 
boxes, designed to achieve the maxi- 
mum display value in retail stores. 





Lamps are available in 9-light Christ- 
mas Tree sets and also individually. 
Royal Electric Co., Inc., Pawtucket, 
R.1L 


’Stuladder' 


All metal, non-slip “Stuladder” which 
folds compactly for storage. The ladder 
is self-folding when picked up. Riveted 
construction and lances for safety are 
added features of this steel ladder. 
Model 501 is 25% in. high, and has 7% 
by 13 in. top area. The shipping weight 
is 14 lbs. Ladder has an infra-red baked 





enamel finish and non-marking rubber 
tips on legs. Packed 1 to a corrugated 
carton. Suggested retail selling price of 
this unit is $4.95. 





Moguloid Heating Seal 


Metallizing Co. of America, 1330 W. 
Congress St., Chicago 7, IIl., has issued 
a bulletin, M-21 on the Moguloid Heat- 
ing Seal. The two color bulletin outlines 
the uses for Moguloid as a fast, metallic 
seal for leaks in hot water heating sys- 
tems. Price information is also included. 





Display Suggestions 

Aluminum Goods Mfg. Co., Manito- 
woc, Wis., has published a Display Sug- 
gestions Booklet designed to provide 
dealers with ideas for promoting Mirro 
Aluminum. Booklet is fully illustrated 





and offers suggestions for both interior 
and window displays. It shows how to 
feature the product, with the display 
cards, for building simple displays with 
a minimum of decorative material. 
Available upon request. 
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Sperti Accuramatic Iron 


Sperti, Inc., 424 E. 4th St., Cincinnati, 
Ohio, offers the Sperti Accuramatic iron 
which is said never to deviate more 





than 10 deg. from the temperature se- 
lected. Aluminum sole plate has 29 
sq. in. of ironing surface. The molded 
rubber plug is built right into the iron 
and it is adjustable for right or left 
hand use. Quick-grip handle is made 
from insulated bakelite, shaped to fit 
the hand. Heat selector is located within 
easy thumb reach on the side of the 
iron, and the heat indicator is on the 
top of the handle in the front. The 
Bakelite deck beneath the handle is free 
of dials Iron has sealed Chromolox 
heating unit, 750 watts, 118 volts, AC, 
only. Weighs 3% lbs. Suggested to re- 
tail for $10.95. 





Automobile Compasses 
Hull Mfg. Co., Warren, Ohio, is of- 


fering automobile compasses in two 
models, the standard model, “Stream- 
line,” which eliminates lost directions, 
backtracking and delay, and the larger 
“Beaconlite,” shown, which offers in ad- 
dition its independent illumination, and 





a more pretentious appearance. A slight 
turn of two compensator screws with a 
dime adjusts the automobile compasses 
to the magnetic influence of the car. 
A chrome finished, shock-resisting 
mounting allows secure attachment to 
the center strip of the windshield or 
other locations. Beaconlite’s interior il- 
lumination casts a reddish glow which 
is said to provide maximum visibility 
without annoying glare. Its dial re- 
volves in a stabilizing liquid, rotating 
on a sapphire pivot. Case is made of 
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Bakelite and chromium. Streamline is 
suggested to retail for $3.95 and Beacon- 
lite for $5.95. 





Sparkle Cabinet Pulls 


High-lustre, stainless steel pulls 
called “Sparkle-Brite” are being offered 
by Pacific Plastic & Mfg. Co., Inc., 
4865 Exposition Blvd., Los Angeles 16, 
Cal. Pulls have a durable, gleaming 
finish, which the maker claims will not 
chip, rust or peel. Pulls will brighten 








up cabinet drawers for kitchens and 
bathrooms. They are featured in four 
designs, one with catch. 


Luggage Lock 


Lock for use with overnight cases, 
valises, and other similar traveling 
cases. Lock features a large button 
which carries a rotating key-hole plate. 
Lock mechanism employs a tumbler. 
Made of steel they are supplied in 
brass or nickel plated finishes, lacquered 
for further protection. Lock plate is 
25% in. by 156 in. and can be used for 
right or left hand. One key is supplied 
with each lock. 120 locks packed and 
ready for shipment weigh 151 lbs. One 
lock and key are packaged in a small 
manilla envelope with 12 envelopes to 
a chipboard box for the replacement 
trade. Graham Mfg. Co., Derby, Conn. 
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@ METAL OR WOOD TRIGGER 
@ FOUR-WAY ACTION 
@ OIL TEMPERED SPRINGS 


MeGILL METAL Propucts Co 
Marengo, Illinois 
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JOIC performs and sells, It is the only 
turret-head hand drill on the market. 
Expertly designed and constructed, 
JOIC appeals to craftsmen and hobby- 


ists. Chuck capacity % inch drills. 
Ask your jobber or write: 





JO MANUFACTURING COMPANY 


i 


8442 OTIS STREET e SO 











Carburetor Control 
Fire Pot 


Turner Brass Works, Sycamore, IIl., 
is introducing a low-pressure fire pot 
with “carburetor control.” Fire pot 
features an adjustable syphoning tube 
which enables the pot to operate at a 
pressure of 20 to 30 lbs. Tube is 
mounted so it can be moved back and 


forth in the burner, permitting instant _ 


balancing of the gas and air mixture to 


meet varying fuel and job conditions. 
Other features incorporated in this fire 
pot include: flame control valve, which 
adjusts the flame to any desired heat, 
stainless steel orifice cleaner which 
automatically cleans the orifice; wind- 
shield, top plate and bail handle are a 
complete unit; and the burner coil is 
made of extra-heavy seamless steel tub- 
ing protected by an outer jacket that is 
said to maintain heat without over- 
heating. It is designed so that it can 
be generated and used effectively in a 
strong wind. Tank has a protector rin: 
on the bottom, large funnel filler cup, 
a new type wide seat filler plug and 
protective dust cap, large drip cup and 
overflow cup and a durable flow-proof 
brass pump. This model 275 fire pot is 
said to melt 20 lbs. of lead in 3 minutes, 
has a fuel capacity of 9 pts., and takes 
a 6 in. melting pot. Shipping weight is 
14 lbs. 


Lucas Color Cards 


John Lucas & Co., Inc., Philadelphia, 
Pa., is offering a series of color cards 
featuring color harmony to aid custom- 
ers in color selection. Series includes 
color harmony for homes, for woodwork, 
for furniture floors and woodwork, for 
walls and woodwork, and for floors. The 
color chips are placed at the edge of 
the card to permit easy color matching. 





WHATS NEW 


Bana Can Opener 


Wall type can opener with single 
handle action. It catches the can, cuts 
the top and releases the can with a 
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clean cut edge. Special flanged con- 
struction of the frame provides added 
rigidity, and the forward pitch of the 
teeth of the gripper wheel reduces wear 
and prevents the can from slipping 
while being cut, says maker. Attached 
to the wall by a small bracket, the lock 
permits the opener to be removed or 
swung against the wall. Can be used 
for opening bottles as well. Suggested 
to retail for $2.29. Bana Co., San Fran- 
cisco, Cal. 
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STOVE PIPE 
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Hand Pressure 
Can't Stall a 








FOR EASIER, FASTER WORK 


oie DEALERS} 
EXTREME 
QUALITY PRODUCTS = LOW PRICES Write 


HEAVY DUTY BUILT FOR YEARS OF SERVICE 
Manufactured and Sold By 


CHARLES E. KRAUS MFG. co. 
\__122 8. 8th BT. LOUISVILLE 2.KY. J 

















On the toughest drilling jobs Mall- 
Drills will not stall under pressure 
- -. heat up under load ... nor require 
lubrication under continuous use. Any 
servicing of commfatator or changing of 
brushes can be done without dismantling 
the drill. A husky 3-jaw geared chuck 
holds the drill bit firm—preventing slip- 
ping and chattering. A trigger switch re- 
leases more than enough torque to drill 
wood, metal or plastics. Nationally adver- 
tised in The Saturday Evening Post—this 
powerful MallDrill is available at your 
local Mall Dealer in five models: 4” (in 
two speeds), 34”, 5/16” and 14” capacities. 


Ask your Jobber for these nationally advertised products. 
POWER TOOL DIVISION 


MALL TOOL COMPANY 7”? s0urTH ciicaco Ave 
eee teenie 


HARDWARE AGE 



















Superic 

Superio 
flower R 
nounces ; 


insert. Ste 
stem finis 
to fit 95 5 
It provide 
new threz 


new type 
is concen 
bearing, © 


JULY 31, 











con- 
added 
f the 
wear 
pping 
ached 
» lock 
->d or 
used 
ested 
Fran- 


oducts, 


70 AVE. 
LL. 





Superior Faucet Insert 


Superior Valve Mfg. Co., 3301 May- 
flower Rd., Cleveland 15, Ohio, an- 


nounces an improved Superior faucet 





insert. Standard model, available in two 
stem finishes, brass and chrome, is said 
to fit 95 per cent of faucets now in use. 
It provides a complete new mechanism, 
new thread, new seat, new stem and a 
new type compression shut-off. Latter 
is concentrated in a floating bronze 
bearing, which is forced up by “on” 


water pressure and then forced down 
as the handle is turned “off”. Avail- 
able also is a special short model for 
short-stem faucets. All Superior inserts 
are fitted with an adapter which fits 
all types of standard handles. Each 
insert is mounted on a small display 
card, with instructions. 


Safety Patrol Belt 


American Cord & Webbing Co., 374 
Broadway, New York City 13, offers a 
dual purpose safety patrol belt that will 
reflect against any light and will be 
luminous in the dark. At night the re- 
flecting part of the belt, the shoulder 
strap, made of reflector material called 
acro-lyte, reflects the light. After ex- 
posure to light, the belt glows in the 
dark for many hours. It is automati- 
cally activated by daylight or electric 
light and can be charged and re- 
charged indefinitely, says the maker. 
Material is claimed to be long wearing, 
and can be easily cleaned with plain 
water. 








Coinop Electric Plugs 


White-Merrill-Jones Co., 403 W. Bal- 
timore St., Detroit, Mich., is offering 
electric plugs which can be wired with 
the turn of a coin. When plug is open 
you insert separated wires bared \% in. 
By turning slot to right one-fourth turn 
it is fastened. 








Dehumidifier 
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AIR MOISTURE 
LIKE A SPONGE 
PREVENTS 
MOLD AND MILDEW 
CHECKS DAMAGE 
FROM DAMPNESS 
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‘De-Moist” is designed for use 
wherever air dampness and humidity 
should be removed or reduced. Maker 
claims it effectively aids in the preven- 
tion of mold and mildew. De-Moist 
absorbs moisture up to 100 per cent of 
its weight, says maker. It can be re- 
generated as often as desired by baking 
for an hour or so in the oven. Packed 
in 12 oz. in a cloth sack with an out- 
side container made moisture vapor- 
proof by an aluminum foil lining, sug- 
gested to retail for $1.29. This size is 
said to be adequate for the requirements 
of an average room. G. N. Coughlan 
Co., 29 Spring St., West Orange, W. J. 
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QUANTITY 
TIN or ALUMINUM 
Shingles 


Window Flashing 


, yy 
100 Linnial Ft. 100 5X7 Pieces 
Painted Both Sides 


$750 


Per Bundle 
F-O.B. Los Angeles 


War Prices 


We Manufacture 
Everything in Sheet Metal 
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LOWN Slip Roll Forming Machines 





LOWN Slip Roll Forming Machines are manufactured 
in various sizes and capacities—there ‘is a size for 
your every need—hand and power operated. Designed 
for speed and ease of operation, yet sturdily con- 
structed for strength and maximum production. 


NEW STYLE—BENCH TYPE 
DIAMETER 


SAN ANGELO FOUNDRY & MACHINE COMPANY 


SAN ANGELO, TEXAS, U.S.A. 
“Dealers in Principal Industrial Cities” 




















POWER-DRIVEN 
NEW TYPE 4°* DIAMETER 









Write for Details 
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Arvin Combination Radio 


Combination radio is available in 
either walnut or mahogany, and fea- 
tures a lid extending deep into the sides 
of the cabinet to provide easy accessi- 





bility to record changer controls. Cabi- 
net requires a space 16% in. deep and 
14% in. wide. Its overall height is 914 
in. Miniature tubes are used. By turn- 
ing the cabinet on its side, the chassis is 
exposed and almost 90 per cent of the 
repairs can be made without removing 
the chassis from the cabinet, says 
maker. Among its features are an 
Alnico V permanent magnet speaker, 
full R.F. stage and a single button con- 
trol for the record changer. It has four 
easy grip control knobs; combined tone 


control and on-off switch is ground with 
station selector at right of dial. Radio- 
phonograph switch is at left. Arvin 
Sales, Noblitt-Sparks Industries, Inc., 
Columbus, Ind. Suggested retail selling 
price is $89.95. 





Pie Stripper, Bonettes 


Plastic Metal Mfg. Co., 4541-49 Di- 
versey, Chicago, IIl., is making the pie 
stripper that is said to cut a perfect 
strip for lace pies. It is adjustable to 
cut with one or two wheels. For fancy 
cookies one wheel is used. Also avail- 
able is the utility dish called Bonettes, 
which is chromium plated. It can be 
attached to any plate. Ideal for indi- 
vidual relish dish, butter and cracker 
plate, bone dish, etc. 





Garden Tractor 


Lodge & Shipley Co., Special Prod- 
ucts Division Cincinnati, Ohio, as was 
stated in the June 5th issue, is offer- 
ing “The Choremaster” garden tractor 
with diversified attachments for mow- 
ing grass, cultivation, snow and earth 
removal, etc. Originally powered with 
a Briggs-Stratton engine, the unit is 
now powered by a 1% h.p. 4cycle, 
Clinton engine. Due to increased man- 
ufacturing costs the maker has re- 
vised the suggested retail price from 
$120 FOB to $135, FOB Cincinnati, 
attachments being additional. 





WHATS NEW 


‘Mix-Rite’ Mixer 

This mixer will mix, mash, beat, whip 
and stir. It will operate on 110-120 volt 
AC, only. If mixing is better suited to 
other utensils the glass jar can be re- 








moved from the motor and another con- 
tainer used. It will clean easily as the 
agitator is removable from the motor 
shaft and held under water. Can be used 
to mix cocktails, cakes, frostings, pud- 
dings, etc. Suggested to retail for 
$11.95. Ross Products Mfg. Co., 2432 
Grand Concourse, New York City 57. 











WALTER B. STEVENS & SON, Inc. 


MANUFACTURERS OF DOG FURNISHINGS 
ESTABLISHED 1863 | 





NOW AVAILABLE..COMPLETE 
LINE OF DOG FURNISHINGS 


All collars, harnesses, leads and 
muzzles manufactured of topgrain 
cowhide. Suppliers to Hardware 


Jobbers for many years. 


For full information write Dept. H. 


WALTER B. STEVENS & SON, Inc. 
NEW YORK, N. Y. 


155 WEST BROADWAY « 





INA 


MAJESTIC | MAJESTIC TOOLS | 


home work shop. 


These ‘BALL 
BEARING” saw 
mandrels are 
good for high 
































These “QUALITY” 
structed of the finest materials available and can be used 
in the factory, in the garage, on the farm, as well as in the 


speed, heavy loads, 
shock loads and power : 
transmission. Made of one piece grey iron cast housing double 
sealed BALL BEARINGS designed to exclude dirt and retain the 
lubricant. Comes in sizes ¥2", 5", %" saw bore. 


GENERAL PURPOSE VISES 





120 N. JEFFERSON STREET 


BALL BEARING 


coms SAW MANDRELS 


saw mandrels are designed and con- 










These Vises are gen- 
eral utility tools, in- 
dispensable for all- 
around shop, gar- 
wae age and home use. 
Having all the fea- 
tures and qualities 
that a first class vise 
should. 

Deeply Milled cor- 
rugated replaceable 
jaw faces and pipe 
jaws. 342", 4", 442", 
5" jaw widths. 


Write for descriptive literature of our entire line 


Majestic Tool Mfg. Co. 


CHICAGO 6, ILL., U.S.A. 


HARDWARE AGE 
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‘Goof-Ball' 


Ball is 2% in. in diameter and is 
made of sturdy mottled plastic. “Goof- 
Ball” is suggested to cetail for about 30 
cents. The balls are shipped in bulk 





and the company provides a two-color 
flange display which will fit any box, 
and a two-color window streamer. Akron 
Plastics, Inc., 36-38 W. Market St., 
Akron 8, Ohio. 


Stewart Auto-Aid 


Tire and fire aid which is a small 
steel cylinder containing 10 oz. of CO2. 
Latter is said to be a clean safe, odor- 
less gas under 800 lbs. per sq. in. pres- 





sure. Used as a fire extinguisher the 
CO2 gas displaces oxygen. Without 
the oxygen the fire cannot burn. To 
inflate tires you secure attaching hose 
to auto-aid valve, connect to auto tire, 
after removing tire valve cap and at- 
tach other end of hose securely. It 
supplies enough compressed gas to in- 
flate three 600 by 16 tires from 0 to 30 
lbs. When the unit is empty it weighs 
2 Ibs., 13 oz., when full it weighs 3 lbs., 
7 oz. Auto-Aid is packed in a carton 
with hose assembly, valve wheel and 
pressure cylinder containing 10 oz. of 
CO2. 12 units to a carton, weighing 
36 lbs. Suggested to retail for $6.45 
with tire hose and fully charged. 
Bracket for mounting on steering post 
is 75 cents. Units may be refilled at 
factory for 75 cents. Stewart Mfg. Co., 
3205-11 E. Washington St., Indian- 
apolis, Ind. 


Metallic Fish Lure 
Mille Lacs Mfg. Co., Isle, Minn., has 


announced a metallic fish lure called 
the “Aquatic Wiggler.” It is available 
in 2 in. 2% in. and 3% in. sizes. 
Lures are fabricated from brass, with 
baked enamel and also nickel or cop- 
per plate. Blades come both hammered 
and plain and are die stamped in such 
ways as to give the lure a free flash- 
ing action at slow trolling speeds. There 
are 12 combinations of colors that run 
through all three sizes. Mustad hooks 
are used. 





Handicraft Knife 


“Kay-Eighty” is the name of the new- 
ly designed knife handle with one No. 1 
blade, said to be capable of taking all 

22 King Kut cutting edges. It is made 
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of solid aluminum with hexagon styling. 
“Kay-Eighty” is designed for the one- 
knife customer who is not yet a craft 
enthusiast, but who has a special need 
for a fine-small cutting edge. Knife is 
suggested to retail for 50 cents. King 
Kut Division, AP Parts Corp., Toledo, 
Ohio. 


Swiss Plastic-Flo 


Plastic-Flo is said to provide a glass- 
like finish to furniture, toys, car, 
bicycle, etc. Maker states that Plastic- 
Flo colors are long-wearing, easy to 
clean, will not chip, crack or peel, and 
resist fruit acids, alcohol and water. 
Colors may be used to finish wood as 
well as metal. Finish is claimed to leave 
no brush marks. Plastic-Flo is avail- 
able in 20 different shades from ivory, 
pearl gray, parma maroon, to trans- 
parent and primer and surfacer. One 
fourth pts. are suggested to retail for 
50 cents, pts. $1.50, and a gal. $8.50. 
Swiss Laboratory, Cleveland, Ohio. 
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LONE PINE is guaranteed to be the 

equal of Pure Gum Turpentine or any 

thinner you have ever used. 7 years 
/ National Distribution. 

Lone Pine has practically the same 
solvency, wet edge and evaporation, 
and contains as large a percentage of 
“Gum” as Pure Gum Turpentine. Will 
not flat enamel. Especially formulated 
for interior or exterior use. Pleasant 


Painter’ 


For your 
health’s sake— 
use Lone Pine 


* odor, fumes non-toxic to eyes, skin, Model, 9 cu. ft. 
lungs or kidneys. Reasonable in price. 
NEW! Packed 8 oz. to 55 gals. 


For superior results 

in extreme climates 

~ hot or cold, wet or 
dry — specify 


SPECIAL EXTERIOR 


#5; LOS ANGELES. SAN 


Sta 


VIDALIA, GA. 


For prices and literature clip this ad = 
mail it with your name and address to 
E:ROY NAVAL STORES CO., Inc., Dept. 50 Vidalia, Ga. 
LONE PINE Tell We About 
CDiLone Pine (Dipit C)Spotit [1 Pennitrato 
(Pine Oil Disinfectant (_ ElRoy Pure Gum Turpentine 


ELROY NAVAL STORES CO., INC. 


so PINE MAINTAINED IN 


BE STOCKED IN OTHER CITIES AS DEMAND REQUIRES 





Small UPRIGHT 





WESTERN OFFICE 
420 magwer st 


SAN FRANCISCO, CALIF 





Single CHEST Model, 12 cu. ft. 





Large UPRIGHT 
Modei, 18 cu. ft. 





UTILITY 
FREEZERS 
in Wall, Cen- 
ter Aisle and 
Chest Types. 


NEW? 


ADDITIONS TO 
HARDER-Freez LINE 




























DEALERSHIPS AVAILABLE 
SEE THE TYLER AGENT! 
The sensational demand for 
HARDER-Freez Home and Farm 
Freezers has resulted in the de- 
cision to add a restricted number 
of new dealers. Get in touch with 
Tyler or the Tyler Agent today! 

Cash in on HARDER-Freez! 
This up-to-the-minute line offers 
you unlimited possibilities for 
sales and profits: Meets univer- 
sal need for food preservation. 
Appeals to a big market. Built 
to finest refrigeration standards. 
Low cost operation. Appealing 
design. Many exclusive sales fea- 
tures. Four models — 9 to 24 cu- 
bic feet. Reasonably priced. 
Backed by National Advertising 
and Dealer Helps program. 


Get the full, profitable story of HARDER- 
Freez. Send coupon or see your Tyler Agent! 



















TYLER FIXTURE CORP., Dept. HA-7 
Niles, Michigan 
Rush dealer information on HARDER-Freez. 







NAME_ 
ADDRESS 



















COX Perfect Balance 
Sanding Disc Wheels 





Assure precision power sanding under 
all rpm's. No vibration, saves motors, 
etc. With or without hub. 


COX Dise 
Holders 


Most practical de- 
vised. Simplifies 
power sanding for 
home owners, 
craftsmen, me- 
chanics, farmers, 
hobbyists, auto 
body men. New 
holding head 
clamps paper discs ( 
more. efficiently. 
Easier and quicker ( 
to assemble. 
























Write for interesting dealer discounts. 
Ask for Holder Bulletin A73. 


cox METAL PRODUCTS CO. 


3249 No. 26 St. © Milwaukee 6, Wis. 

















The logical 
answer to every need 
| for Builders’ Hardware 


beca USE the complete line is so 
diversified that practically every hard- 
ware requirement for modern building is 
included. 


In this line you will find also a wide assort- 
ment of sizes in hinges, door hangers, etc., 
to take care of either light or heavy jobs 
withcustom-built precision. 


Notional Hardware has 
been a favorite with the 
trade for years. Its inher- 
ent quality is an accepted 
fact, proved by years of 
dependable service. 


NATIONAL MANUFACTURING 
* COMPANY 


STERLING 















Coming Conventions 
And Events 


Corrected Each Issue 
According to Latest Data 


o 8 6 


American Hardware Manufac- 
turers Association, 93rd semi-annua! 
convention, Oct. 13-16, 1947, at Atlartic 
City, N. J., meeting jointly with the 
53rd annual convention of The National 
Wholesale Hardware Association. Mar!- 
borough-Blenheim Hotel is convention 
headquarters. Charles F. Rockwell is 
secretary of the manufacturers’ associa- 
tion with headquarters at 342 Madison 
Ave., New York City, and Thomas A. 
Fernley, Jr., is executive secretary of 
the wholesalers’ association with head- 
quarters at 505 Arch St., Philadelphia. 


Hardware Golf Association 21st 
annual tournament, Sept. 4-6, 1947, at 
French Lick Springs Hotel, French Lick, 
Ind. Registration through the secretary, 
Dietz Lusk, 621 E. 70th Terrace, Kan- 
sas City 5, Mo. Room reservations di- 
rectly with hotel. 


National Contract Hardware 
Assn., annual convention, and Nation- 
al Builders’ Hardware Exposition, 
Sept. 8-11, 1947, at the Palmer House, 
Chicago, Ill. John R. Schoemer, 420 
Madison Ave., New York 17, N. Y., is 
managing director. 


National Hardware Show, Oct. 
15-18, 1947, at the Grand Central Pal- 
ace, New York City. Frank Yeager, 331 
Madison Ave., New York City, manag- 
ing director. 


National Housewares Show, Jan. 
15-22, 1948, at the International Amphi- 
Theatre, Chicago Stockyards, sponsored 
by the National Housewares Manufac- 
turers’ Association, 1402 Merchandise 
Mart, Chicago, Ill. A. W. Buddenberg 
is executive secretary of the association. 


National Wholesale Hardware 
Association, 53rd annual convention, 
Oct. 13-16,1947, at Atlantic City, N. J., 
meeting jointly with the 93rd semi- 
annual convention of the American 
Hardware Manufacturers’ Association. 
Convention headquarters will be the 
Marlborough-Blenheim Hotel. Thomas 
A. Fernley, Jr., is executive secretary 
of the wholesalers’ association with 
headquarters at 505 Arch St., Phila- 
delphia, Pa., and Charles F. Rockwell 
is secretary of the manufacturers’ asso- 
ciation with headquarters at 342 Madi- 
son Ave., New York City. 


Upper Midwest Housefurnishings 
Show, Sept. 23-26, 1947, at the Min- 
neapolis Auditorium, Minneapolis, Minn. 
Norman F. Ludford is director. 
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WE HAVE IN STOCK 
FOR IMMEDIATE DELIVERY 


COPPER TUBING—all sizes from '/g-340D 
WATER HEATERS, ASBESTOS WICKS 
BRASS FITTINGS—Flare Type 

BRASS FITTINGS—Compression Type 
COPPER COILS FOR OIL BURNERS 
RANGE OIL BURNERS 


AMERICAN MANUFACTURING CO. 


P, O. Box 2172 Hartford, Conn. 
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Jacks 


Templeton, Kenly & Co. 
Chicago (44) Ill. 
Better, Safer Jacks Since 1899 


LEVER 











STARTER CORDS 


Outboard Motors 
Power Lawn 
Mowers 
and 
Small Gas Engines 
Made by 


HAPCO 














CENTRODRAIN and FILLER 


=~ DRAINS Cellars 
3 Pools, Washing 
Machines. Can 


i) 
bel, 

Mix Hot and 

Cold Water 

E When 

RETAILS at $1.60 

r!/ Mention Your Jobber! 


Filling 





CENTRAL RUBBER PRODUCTS CO., Inc. 
621 Broadway @ New York 3, N.Y. 









& 





por pouble outiet 
h 


78 types to cover all 

avaliable. Complete fine of "AMERICAN” 
lacandescent lamps—our own product at best 
factory discounts. 

JOBBERS—send for cataleg and prices. 


THE SAVE LAMP CO., Baltimore 11, MD. 


SPAR-TER 


MAKERS OF BETTER 


PAINTS & ENAMELS 


THE SPARTEX CO., MEW YORK 57, N.Y. 







Pan ite’ 
TIGHTS 
price ranges—all parts 
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Famous 


tool. T 


E. 
173 AVEN' 


DE. 


QUALI’ 











No. 923 
Bit Brace 


No. 6386 
v **Push-Pull” 





JULY 31, 











NOW AVAILABLE 












Type 
NERS 





HAND 
16 CO. BRUSH HOOKS 


rd, Conn. Famous “MAYNARD” pattern. A sturdy, efficient 


tool. Two sizes—18” and 24”. 


PLACE YOUR ORDER NOW. 


E. M. GULOW & CO., INC. 














173 AVENUE A * TURNERS FALLS, MASS. 


ENNSYLVANIA 


QUALITY LAWN MOWERS SINCE 1877 


@ The PENNSYLVANIA, the 
GREAT AMERICAN and the 
METEOR—three great names— 
three lawn mowers that hard- 
ware men have been proud to 
sell for three generations. 

Camden, N. J. ¢ Bridgeport, Connecticui 



























— PENNSYLVANIA LAWN MOWER DIVISION 
+d AMERICAN CHAIN & CABLE 

ae 

J. 





ESTANLEY, 
The 


No.923. ‘* 2 "No. 
s Bit Brace I OO l i dO Xx a 





Cellars 





ashing 





nes. Can 






ot and 
Water 







Filling 


$1.60 
Jobber! 






wy No.§386 ., oa O f the ot 
World 


STANLEY TOOLS, 
New 6ritain, Conn. 






3, N.Y. 












The K-D 5B-Tool Kit is 


' 
r everyone 











felst- 1 mee 






motorist 





t many tner 


GoM pele) BS 


K-D Mfg. Co., Lancaster, Pa. * 
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CONGRESS PULLEYS 


AT 


PRE-WAR 
PRICES 


Congress prices are low because 
we make hundreds of thousands 
of pulleys a month for the hard- 
ware trade and appliance manu- 
facturers. 





Display This Card. It But Congress offers you more 
Means More Profits for than highest quality et low 
You prices. Consistent national ad- 
. vertising directs customers to 
ca your store. The special 50 pul- 

ley assortment, covering 27 sizes, 

meets most of your calls. Your 


investment is low. Turnover is 
Order the Special Deal from fast. Handy perpetual inventory 


your Jobber. 50 popular = 4,4 helps you keep stock on 
pulleys. Costs $15.00. hand. Handsome individual 
Brings in $26.40. packages have eye appeal. 


CONGRESS °:::::° DRIVES 


3750 E. OUTER DRIVE, DETROIT 12, MICH. 

























BRING HIGH QUALITY 
TO THE LOW PRICE FIELD 


LeBus Type ‘‘A’’ Load Binders are drop 
forged of alloy and carbon steels, fully heat- 
treated, fully guaranteed and they have the de- 
pendable LeBus forged ‘‘ball-and-socket’’ 
swivel that cannot bind or deform .. . yet, 
they retail at prices that will appeal to 
farmers, light industrial haulers and others who 
demand qualtty et low cost. Stock them for 
additional sales . . . greater profits. 


Also available are Type 
“C” and Type ““L’’ Load 
Binders for heavier ser- 
vices. Complete informa- 
tion furnished upon re- 
quest. 








SOLD ONLY THROUGH RECOGNIZED 






LEBUS ROTARY TOOL WORKS ™ 
P. O. BOX 2352 LONGVIEW, TEXAS 











AVAILABLE NOW TO 


MINUTE MOP USERS! 


Simple, Ingenious Device! 
Quickly Attached by Anyone! Allows Rougher Usage! 


Safety-Tight for More Efficient Cleaning. Feature the New 

Minute Mop HANDLE-TIGHT CLAMP. A real"sales getter, 
MP & Drofit-builder that fits any MINUTE MOP you have is 
LONE 8tock. Locks the DuPont Cellulose Sponge Mop-head securely 
Retail to handle. Gives mop an amazing efficiency. No need te 
’ 2 and List return your stock of mops for this improvement. Simply 
thy Price der HANDLE-TIGHT CLAMPS today from your jobber 
ee 4 0¢ —for IMMEDIATE DELIVERY. 


SA‘ APIECE Packed | dez. Clamps to # box; 6 Boxes In a Shipping Carten 


MINUTE MOP (0. '2.622,%;5" 
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Classified Advertising Rates 














Business Opportunities 
Representatives Wanted, etc. 


Each additional word....... ee 


Positions Wanted 


(Special Rate) set solid, maximum, 
5@ wor e 
Each additional word......... 


er Your Address 





Help Wanted, Accounts Wanted 


Set solid, maximum, 50 words....... §5.00 
18 Cuts or special borders not allowed. 


GB ccccccccccccs seecceees 62.08 
-05 | REMITTANCE MUST ACCOMPANY ORDER 


Allew Seven Words for Keyed Address 





*BOXED DISPLAY RATES 
$8.00 Per Column Inch 











*DISCOUNTS FOR BOXED DISPLAY ADS 
5% discount for 4 or more Insertions. 
No Agency Commission allowed on Classified 
Advertising. 


Send check or money erder, 
not currency or stamps. 


Samples of Merchandise, oe Catalogs, 
etc., will not be forwarded to box number 
advertisers unless accompanied by sufficient 
postage for remailing. 


HARDWARE AGE is published every other 
Thursday. ed forms close 1§ days 
previous to date of publication. 


Address your correspondence and replies te 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 











4 Help Wanted 


_]||Sales Representatives Wanted | 


[Sales Representatives Wanted | 








Exceptional Opening for 


SALES ENGINEER 


to cover Mid-West 


Metalworking Industry 


Selling Experience Desirable 
But Not Essential 


Nationally known manufacturer of produc- 
tion material wants man to advise cus- 
temers on applieations—not take orders— 
working in Michigan and Indiana, with 
headquarters preferably in Detroit area. 
Salary to be commensurate with experi- 
ence. 

Requirements: Varied knowledge of metal- 
working production gained by plant werk 
er selling; ability to travel extensively 
away from home. Write in detail about 
background. Interview arranged at New 
York headquarters; expenses paid. 


. Address Box L-254, care of get eae AGE 
100 East 42nd St., New York 17, N. Y. 








SALES MANAGER'S 
ASSISTANT 


A fine future open 
with long established 
maker of fastening devices 


A real opportunity for a man who is 
(1) experienced in sales operations 
through industrial supply outlets; 
(2) an able sales correspondent; (3) 
free to travel out of New York head- 
quarters occasionally; (4) willing to 
“work up” to a major executive post. 
Salary open. Write fully about your 
background. Enclose photo. Inter- 
view in New York, expenses paid. 


Address Bex 1-255, sare of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 





'| SALESMEN ‘WANTED 


Leading manufacturer, complete line of leather 
dog furnishings, has a few choice protected 
territories open for experienced men with fol- 
lowing among jobbers, chains and retailers. 
Drawing against liberal commission. 


Address Box L-306, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 











SALESMEN TO CALL on ESTABLISHED 
accounts with line of plumbing, heating and 
electrical specialties to retail hardware stores, 
mill supply and lumber dealers, etc. Many choice 
territories open on exclusive basis. May be car- 
ried as_ sideline. Boston warehouse. Address 
Box L-361, care of Harpware AcE, 100 East 
42nd St., New York 17, N. Y 





MANUFACTURER’S AGENT WANTED 
TO CALL ON CHAIN STORE ACCOUNTS, 
Wholesale and Retail Hardware and Specialty 
Outlets. Liberal commissions selling All Steel 
Christmas Tree Holders that retail for less than 
a dollar. Our holder produced and successfully 
sold since 1938 is a definite money maker for 
a and outlet. Yarder Mfg. Co., Toledo 
12, io. 





Jobbers—Dealers—Representatives 


Nationally advertised holding tool. New with 
no competition. Attractive prices. Good com- 
delivery. Territories 
open. Only recognized operators considered. 
Write for particulars. First come—first served. 


naires Box L-335, care Tago Age AGE 
00 East 42nd St., New York | . ¥. 




















PURCHASING AGENT 


Must be experienced in hardware, tools, housewares, 
electrical merchandise, etc. To assume full charge of 
all buying for young, progressive Eastern jobber. 
We prefer a younger man whose present connections 
hinder his progress. Unlimited opportunity for a man 
willing to assume responsibility and work. Proposition 
will stand thorough investigation. Located in the east. 
Reply with full particulars to— 

Box L-377, care of HARDWARE ae 

100 East 42nd Street. New York 17, 























SALESMEN WANTED TO CARRY A LINE 
of gas heater repair parts in the following states: 
Texas, Louisiana, Oklahoma, Arkansas, and Mis- 
sissippi. Salesmen must have following, and in 
writing, mention other lines carried. Address 
Box L-368, care of Harpware Ace, 100 E. 42nd 
St., New York 17, N. Y. 





SALES REPRESENTATIVES WANTED— 
OLD ESTABLISHED NATIONALLY KNOWN 
MANUFACTURER OF BUILDERS HARD- 
WARE is now readjusting territories and repre- 
sentation. Will create openings for several ex- 
perienced representatives who have good follow- 
ing and understand builders hardware. State 
Lines now carried, type of trade covered and 
territory. Address Box L-323, care of Hanrp- 
ed Acz, 100 East 42nd St., New York 17, 





BRUSH SALESMEN WANTED: NATION- 
ALLY ADVERTISED BRUSH COMPANY 
HAS OPENINGS in Established Territories for 
full time men. Territory combinations are: Vir- 
ginia, North Carolina, South Carolina also 
Georgia. Florida also Alabama, Louisiana, 
Mississippi, Arkansas. Also Texas, Oklahoma, 
Southern Kansas. Experience preferred but not 
essential. Drawing account, commission and ex- 
penses. Car necessary. Give age and experience 
first letter. Address Box L-345, care of Hanrp- 
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NATIONALLY KNOWN ORGANIZATION 
WHICH SELLS major chain-stores is expanding 
its sales to jobbers. Established volume line of 
housewares and drapery hardware. Choice ter- 
ritories still open. Advise territory actually cov- 
ered, lines handled. Address—Bernard Edward 
Co., 5252 So. Kolmar Ave., Chicago, Illinois. 








WANTED — MANUFACTURER’S AGENTS 
TO REPRESENT SMALL HARDWARE 
MANUFACTURER in the Hardware Tool Busi- 
ness. Agents wanted to cover the New England 
States and States of Maryland, Delaware, Vir- 
ginia and District of Columbia. Address Box 
L-348, care of Harpware Ace, 100 East 42nd 
St., New York 17, N. Y 











3 Acz, 100 East 42nd St., New York 17, 








JOBBERS FOR MID-WESTERN AND 
SOUTHERN STATES WANTED TO CARRY 
OUR LINE OF MELROSE BRAND ALUMI- 
NUM AND STEEL TOOLS for Cementers, 
Plasterers and Masons, Write for literature and 
quotations. Address Melrose Brand Tools, Man- 
ufactured exclusively by C. Pancoast, 7363 State 
Road, Philadelphia 35, Pa. 





WHOLESALE HARDWARE HOUSE 
NEEDS SALESMAN to call on retail hardware 
stores in Central and Upper New York State, 
New England, Pennsylvania, Middle and South 
Western States. Other non-conflicting lines may 
be carried along. Our salesmen receive full 
credit on orders received through our monthly mail 
order campaigns. Address Box L-370, care of 
EE Acz, 100 E. 42nd Street, New York 
17, He. 





OLD, ESTABLISHED NATIONALLY 
KNOWN EASTERN MANUFACTURER OF 
TABLE FLATWARE, CUTLERY AND SIL 
VERWARE, is re-arranging its sales set-up in 
several key territories, which are now open for 
representation ona strictly commission, protected 
territory basis. Will only consider selling — 
zations who, through their other lines, have 
an established following among the wholesalé 
hardware, housefurnishing, specialty jobber, chain 
store, department store and premium trade i in their 
territory. All replies will be held in strict con- 
fidence. Address Box L-342, care of Harpwarz 
Ace, 100 East 42nd St., New York 17, N. Y. 





WANTED: EXPERIENCED BUILDERS 
HARDWARE SALESMAN with good following 
among Jobbers, Dealers, Lumber Yards and 
terial Dealers by National Manufacturer of Well 
Established Line of Residential Locksets and Door 
Trims, Shelf Hardware, and Hand Tools, Now 
Resetting All Territories. Applicants must be 
thoroughly qualified. In answering, give full de- 
tails of experience, education and marital status 
in first letter. None others will be considered. 
Address Box L-358, care of Harpware Ace, 100 
East 42nd St., New York 17, N. Y. 
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[Sales Representatives Wanted] | [Sales Representatives Wanted |[Sales Representatives Wanted ] 








SALESMEN WANTED 


LARGE, WELL ESTABLISHED MANUFACTURER 
AND WHOLESALE DISTRIBUTOR OF PAINT 
BRUSHES, BROOMS, MOPS, TOOLS, CUTLERY, 
ELECTRICAL reo 4 AND SUNDRIES, 
WILL ACCEPT A FEW TIONAL MEN FOR 
UNCOVERED TERRITORIES NOW AVAILABLE. 
WE SELL DIRECT TO THE RETAIL HARDWARE 
DEALER, SMALL CHAINS, HOUSEFURNISHING 
AND DEPARTMENT STORES. IF YOU HAVE 
ACQUAINTANCES IN THIS FIELD AND WILL 
THOROUGHLY COVER A GIVEN TERRITORY IN 


APPLY. NO OBJECTIONS TO SIDELINES PRO- 
VIDING YOU PRODUCE REGULARLY. LIBERAL 
COMMISSION & PROTECTION. 


Address Box L-355, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 

















SALES REPRESENTATIVES 
WANTED 


RESPONSIBLE AND QUALIFIED MANUFAC- 
TURER'S AGENTS DESIRED BY MANUFACTUR- 
ERS OF NATIONALLY-KNOWN LINES OF 
STEEL PRODUCTS FOR DEPARTMENT STORES, 
CHAIN STORES, HARDWARE, SPORTING 
GOODS AND AUTOMOTIVE TRADES. TERRI- 
TORIES OPEN ARE TEXAS, OKLAHOMA, AR- 
KANSAS, LOUISIANA, MISSISSIPPI AND KEN- 
TUCKY. ALSO SOUTHEASTERN STATES AND 
PACIFIC COAST. ONLY ESTABLISHED AGEN- 
CIES CONSIDERED. PLEASE STATE PRESENT 
TERRITORIES AND LINES HANDLED. REPLIES 
HELD IN STRICTEST CONFIDENCE. 
Address py L-353, eare of HARDWARE f= 
100 East 42nd St., New York 17, N. 




















PAINT BRUSH SALESMEN 


EXPERIENCED MEN ONLY WITH DEALER 

FOLLOWING FOR COMPLETE BRANDED LINE. 

MOST TERRITORIES OPEN. WRITE FULL DE- 

TAILS. DRAWING AGAINST LIBERAL COM- 

MISSION. 

Address Box L-319, eare of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 














SALESMEN WANTED: WITH ESTAB- 
LISHED TERRITORY to carry our short line 
of desirable wheel goods direct to retailer. Prefer 
men who do not miss the smaller towns. Generous 
commission. Direct factory connection. Address 
— Metal Products Company, Anderson, 
ndiana, 





SALESMEN: FOLLOWING AMONG HARD. 
WARE, PAINT, LUMBER, HOUSEFURNISH- 
ING AND DEPARTENT STORES to sell Es- 
tablished Line of Paint Brushes, Floor Brooms, 
Industrial Brushes, Wire Brushes, Kindred Items. 
Full time or side line. All territories open ex- 
cept New York Area. Address Box L-340, care 
of Harpware Acz, 100 East 42nd St., New 
York 17, %. 





ESTABLISHED MANUFACTURER OF 
PRUNING EQUIPMENT, LINEMEN’S 
PLIERS, SCREW DRIVERS, VISES, NATU- 
RAL AND BOTTLED GAS SPACE HEAT- 
ERS, ETC. wants Three Established Manufac- 
turer’s Agents to cover Virginia and Carolinas, 
Georgia and Florida, Tennessee, Alabama and 
Mississippi. Must have acquaintance of long 
standing with Hardware, Industrial and Electrical 
Jobbers. Give full information in first letter, 
together with references. Address Box L-339, 
care of Harpware Acz, 100 East 42nd St., 


New York 17, N. Y. 


JULY 31, 1947 








above territories. 


Write us in detail about yourself 


NEWARK, 





SALESMEN WANTED 
IN FLORIDA AND WEST VIRGINIA 


An unusual opportunity is offered to salesmen in each of the 


This opportunity will interest the successful salesman 
who knows the paint, hardware & lumber dealers in his 
territory, who is looking for a broader opportunity, and 
who wishes to increase his present earning capacity. 


The Florida salesman and the West Virginia salesman must live in their 
respective territories. They must have sold and have personal acquain- 
tanceship with the paint, hardware and lumber dealers in their territories. 


Previous paint experience preferred, but not essential. 


If you have a good, continuous employment record as a producer, if you 
enjoy the confidence of your trade and have a record of integrity and 
service with them, we have an opportunity for you. 


SALARY — a liberal salary and opportunity for in- 
creased earnings is offered to the men who qualify. 


and your experience. Your letter will 


be held in strict confidence and no references will be used without your 
permission. Please write fully as no interview will be granted unless com- 
plete business and personal history is given in first letter. 


VITA-VAR CORPORATION 


NEW JERSEY 








SALESMEN WANTED 


MANUFACTURER OF ELECTRICAL WIRING 
DEVICES HAS SEVERAL TERRITORIES AVAIL- 
ABLE FOR MEN WITH FOLLOWING AMONG 
ELECTRICAL AND HARDWARE JOBBERS. 


Address Box L-354, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 


MANUFACTURERS REPRESENTATIVE 


CALLING ON PAINT AND HARDWARE 
STORES, AND LUMBER YARDS WHO CAN 
SELL WHITE HOUSE PAINT. 


BECKER PAINT & VARNISH CO. 
P.O. Box 54, Bay City, Michigan 











SIDELINE SALESMEN WANTED 


SALESMEN CALLING ON HARDWARE AND 
APPLIANCE STORES IN THE STATES OF CALI- 
FORNIA, ARIZONA, AND NEVADA, TO SELL 
A COMPLETE LINE OF NATIONALLY ADVER- 
a" TABLE APPLIANCES AND 


Address Box 1-360, care nanewans AGE 
100 East 42nd St., New York 17, N. Y. 


WANTED 
MANUFACTURERS AGENTS 
To Sell Quality Hardware 
Several Good Territories Now Open 
HIGRADE INDUSTRIES CO. 


Hamden 14, New Haven, Conn. 




















WANTED 
Manufacturers Agents 


AN OLD ESTABLISHED NATIONALLY KNOWN LINE OF "BUILT-IN" HOME VEN- 


TILATORS AND PORTABLE PANEL WINDOW FANS 


IS AVAILABLE TO WELL 


ESTABLISHED TOP FLIGHT MANUFACTURERS AGENTS. THIS IS AN OUTSTAND- 
ING LINE, COMPETITIVELY PRICED AND ESTABLISHED THROUGHOUT THE U. S. 
AND CANADA. WILL CONSIDER ONLY RECOGNIZED FIRMS, TRAVELING SEV- 
ERAL MEN, AND CONTACTING HARDWARE, ELECTRICAL AND BUILDER'S 
SUPPLY HOUSES, SECTIONAL TERRITORIES OPEN FROM COAST TO COAST 
TO QUALIFIED SALES ORGANIZATIONS. 


ADDRESS BOX 


L-336, CARE OF HARDWARE AGE 


100 EAST 42nd ST., NEW YORK 17, N. Y. 





(Classified Oportunities continued on pages 108-109) 
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[Business Opportunities ,| 





[ Bariness Opportunitiea | 





WANTED MANUFACTURERS’ REPRE- 
SENTATIVES AND SALES agents for a fast 
selling item. A must have in every hardware 
and automotive store. A hand soap high in 
quality and low in price. Choice protected terri- 
tories open. Address Box L-369, care of Harp- 
ge Ace, 100 E. 42nd Street, New York 17, 

; 





OLD ESTABLISHED REPUTABLE SCREW 
AND BOLT DISTRIBUTOR HAS SEVERAL 
TERRITORIES AVAILABLE for Side-Line 
Salesmen calling upon manufacturers and con- 
sumers, commission. Write giving territory, ex- 
perience, age and other details. Address Box 
L-338, care of Harpware Acez, 100 East 42nd 
St., New York 17, N. Y. 





BRANCH WAREHOUSES. RESPONSIBLE 
AND AGGRESSIVE SALESMEN acquainted 
with Hardware Dealers, Lumber Yards, etc., will 
be given good salary and opportunity to purchase 
stock in corporation. Nationally known distributor 
of Electrical and Plumbing Supplies. References 
required. Address Box L-337, care of HARDWARE 
Ace, 100 East 42nd St., New York 17, N. Y. 





REPRESENTATION NOW CALLING ON 
HARDWARE, paint and lumber yard trade to 
sell old established line of paint brushes. Com- 
missions are ten per cent. Send particulars to 
Box L-366, care of Harpwargz Ace, 100 E. 42nd 
St., New York 17, N. Y. 





PAINT BRUSH SALESMEN A leading dis- 
tributor of Rubberset Brushes has openings in 
several territories. Ag Sideline. Immediate de- 
livery. Liberal commission. Address Box L-367, 
care of Harpware Acez, 100 E. 42nd St., New 
York 17, N. Y. 





SALESMEN TO CARRY QUALITY LINE 
of paint brushes on commission basis. Several 
territories open in Central States and New Eng- 
land. Only men now calling on paint and hard- 
ware and allied trade please apply. Address Box 
L-362, care of Harpware Ace, 100 East 42nd 
Street, New York 17, N. Y. 





MANUFACTURERS REPRESENTATIVES, 
THROUGHOUT THE COUNTRY, FOR THE 
MANUFACTURER OF A PLUMBING SPE- 
CIALTY. Sideline salesman calling on Hard- 
ware, Plumbing Jobbers and Chain Store Buyers. 
Commission basis. Flexicoil Mfg. Co., 3701 
Lorain Ave., Cleveland 13, Ohio. 





SALESMAN wanted with following among 
Wholesale Hardware and Mill Supply Trade for 
the states of Minnesota and Wisconsin to sell 
Nuts, Bolts, Screws, Cotter Pins, Washers, etc., 
for well-known Manufactater’s Representative on 
salary and commission basis. Write in detail, 
giving age, experience, and present lines handled. 
Address Box L-352, care of Harpware Ace, 100 
East 42nd St., New York 17, N. Y. 





WANTED: MANUFACTURERS’ AGENTS 
CALLING ON builders’ hardware dealers and 
lumber yards to sell competitive and quality line of 
bathroom cabinets, both unlighted and fluorescent 





SPOT BARGAIN 


HORSESHOE NAILS 


WHITEHALL 3-9683 











WE WILL PURCHASE FOR CASH 


COMPLETE STOCKS & EQUIPMENT OF 
HARDWARE, HOUSEWARES, PAINT STORES, 
BUILDING MATERIAL & PLUMBING SUPPLY 

HO 


Write Us What You Have To Offer 

MILTON SUPPLY COMPANY 

U. S. ROUTE #1 OXFORD, PA. 
No Stock Too Large Or Too Small. 














TWO MIDDLE AGED MEN WITH family 
intent to buy established good going Hardware 
Store of average operation in suburbs of big 
city as in any progressive and expanding com- 
munity. We will go to any State. Address Box 
L-372, care of Harpware Acg, 100 East 42nd 
St., New York 17, N. Y. 








SURPLUS TOOLS 


ALL BRAND NEW IN ORIGINAL 
FACTORY PACKAGES 
Screw Pitch Gauges #436 Millers Falls 
4 —242 Pitch..-------------eeee $ 7.00 doz. 
Thickness Gauges #301-B Union 
8 leaves 6” long----------------- $10.00 doz. 
Drill Gauges #15 General for #1 
a Gees: $ 6.00 doz. 
Less 10% in Gross Lots. 








lighted, for old established manufacturer expand- 
ing territorial coverage. State full information | 
in first letter as to territory covered, lines now 
handling and references. Address Box L-378, care | 
of Harpware AGE, 100 E. 42nd Street, New | 
York 17, N. Y. | 
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F.0.B. Los Angeles 


HALPRIN SUPPLY COMPANY 
140 E. SECOND STREET 
LOS ANGELES 12, CALIF. 











CALIFORNIA 


HARDWARE AND APPLIANCES 
Well established on main street. 50° x 110° 
building lease $250.00 a month. 1946 Gross 
$113,000. This year $175,000. Invoice about $28,- 
000 plus all fixtures and equipment $10,000. 
This is a clean, pretty and modern store weil 
stocked. Several others. The U. S. Realty Sales 
4 _ Calif. 1181 E. St., San Bernardino, 

alif. 














FOR SALE—SEATTLE WASHINGTON, 
Paint, Wallpaper, Toys, Window Shades, Vene- 
tian Blinds—Retail Business. Active business, 
residential section. Additional lines can be added. 
Established twenty-four years and highly rated 
by Dun-Bradstreet and other credit agencies. 
Property includes two 20’ by 50’ stores also 
owner’s residence in rear. Price including Real 
Estate is $50,000 which can be amortized in 4 
to 5 years. Particularly suitable for partners or 
a family of three. Write Norberry’s, P. O. Box 
946, Seattle, Washington. 


WANTED TO BUY ESTABLISHED RE- 
TAIL HARDWARE STORE VALUED $15,000 
to $30,000. Annual volume $50,000 to $100,000. 
Prefer town over 5,000 population east of Missis 
sippi River. Address Box L-359, care of Harp- 
ware AGE, 100 East 42nd St., New York 17, 

SA 





80,000 Cross Point Screw Drivers for #2 
Phillips Screws and Bolts. We have #1822 
Stanley and W-217 Forsberg. The blades are 4” 
long by %”. Wood Handle. One dozen to the 
box. The price in quantity is ten cents each. 
Special Price on the lot. Address—Manufac- 
turers Sales & Distn’g. Co., 5005 Euclid Avenue, 
Cleveland 3, Ohio. 





A WELL ESTABLISHED WHOLESALE 
HARDWARE AND GENERAL HOUSEHOLD 
ITEMS. Many permanent accounts established 
in South Bend, Indiana, Area and Parts of Mich- 
igan. Expansion unlimited. Can be worked also 
retail. Cheap rent, good building, and _ living 
quarters if desired. Investment in merchandise 
$3,500. See: Bashara-Chase, 209 Platt Bldg., 
South Bend, Indiana. 








Interested in Purchasing 


HARDWARE FIXTURES 
(anywhere) 

Will Pay High Cash Price 
Also Entire Stocks Bought 
WILLIAM BROUDY 
72 Sumner Ave., Brooklyn, N. Y. 
Tel: Evergreen 325-47 














WILL PURCHASE FOR CASH _ hardware 
and housewares store in Metropolitan New York 
or New Jersey. Store must have yearly volume 
of at least $100,000. Write giving full parti- 
culars. Replies treated strictly confidential. Ad- 
dress Box L-365, care of Harpware Acg, 100 
E. 42nd St., New York 17, N. Y. 





CLOSING OUT—5000 gallon Flat Mill White; 
2000 gal. Mill White Gloss. Address L-379, care 
of Harpware Ace, 100 E. 42nd Street, New 
York 17, N. Y. 








ALUMINUM PAINT 


ABOUT 1250 GALLONS IN I-GALLON CANS 
PACKED 4 GALLONS IN CARTON, ABOUT 
900 5-GALLON CANS. ALL SUPERIOR QUAL- 
ITY BRILLIANT FINISH PACKED IN INNER 
COMPARTMENT CONTAINERS. MADE WITH 
BAKELITE SPAR VARNISH AND LINING ALU- 
MINUM POWDER. AT PRESENT UNLABELED 
BUT CAN PUT ON BEAUTIFULLY LITHO- 
GRAPHED LABEL IF DESIRED. WILL SELL ALL 
OR PART $1.90 PER GALLON IN 5's, $2.15 
PER GALLON IN I's. 


BURLINGTON TRADING POST 
2050 BURLINGTON 
NORTH KANSAS CITY 16, MISSOURI 














FOR SALE— LARGE HARDWARE) 


HOUSEFURNISHINGS, paint, appliance busi- | 
ness, Westchester County, New York, Volume | 





WANTED TO PURCHASE—tetail hardware 


*46, $86,000. Established over 50 years. Long | and paint store doing good volume business. Lo- 


lease, reasonable with option to buy building at 


cation: Greater New York, Long Island, New 


very low figure. Ideal for two or three. Owner | Jersey or Connecticut. Address Box L-382, care 


ill. Address Box L-376, care of HarpWArE AcE, | 
100 E. 42nd Street, New York 17, N. Y. | 
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York 17, N. Y. 
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ATTENTION: MANUFACTURERS 
DO YOU WANT MORE BUSINESS? 


Partner of Export Organization, Established 
over 8 years, traveling to Argentina, Brazil and 
Uruguay this Fall. We will attend to all aex- 
port details and assume all financial risks. 
Contact immediately: 

ULTRA TRADING COMPANY 
287 Broadway New York 7, N. Y. 

















CANADIAN SALES AGENCY 


Energetic, Aggressive, Conscientious Manufac- 
turers’ Representatives, contacting Wholesalers, 
Jobbers, Chain and Department Stores across 
Canada on commission basis only, want qual- 
ity competitive lines. 
DANN-HANDIE COMPANY OF CANADA 
383 Talbot St., London, Canada 














FOR INTENSIVE 
SOUTHWEST COVERAGE 


We invite you to get in touch with as. 
HERBERT SIERK AND COMPANY 
2705 Canton St. Dallas, Texas 
An Institution Serving the Southwest Jobber 

















HARDWARE OR FURNITURE 
SALESMEN 


NOW EMPLOYED, coveniae EASTERN 


NATIONALLY KNOWN COMPANY. 


ARTISTIC VENETIAN BLIND CORP. 
1955 Park Avenue, New York 35, N. Y. 














MANUFACTURERS REPRESENTATIVES, 
COVERING Minnesota, Wisconsin, North Da- 
kota, South Dakota, Iowa and Nebraska, desire 
additional Quality Lines, to Hardware and Lum- 
ber Jobbers, Chains, Department Stores. Honest, 
reliable representation guaranteed. Address— 
Upper Midwest Distributors, Associated, 256 
First Avenue, N., Minneapolis, Minn. 





ATTENTION MANUFACTURERS. Jobber 
in hardware, automotive, electric and builder’s 
hardware in Los Angeles, California, desires 
additional lines. Large following throughout 
Southern California. Correspondence invited from 
reliable manufacturers. Please write—Lind Sales 
Company, 120 N. Sweetzer Ave., Los Angeles 
36, California. 





ATTENTION MANUFACTURERS 


Sales Organization calling on Hardware Distributors 
and Major Retail Accounts in New England, New York, 
New Jersey, Pennsylvania, Maryland, Delaware and 
Washington, D. C., is seeking Another Hard- 
ware Line. We are particularly interested in Small 
a Specialties, but will consider Other Lines 
of Mei 


Address Box L-317, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 











SOUTHWEST STATES 


ESTABLISHED MANUFACTURERS’ AGENT 
COVERING TEXAS, OKLAHOMA, ARKANSAS 
AND LOUISIANA WITH PERMANENT DISPLAY 
IN DALLAS SEEKING ADDITIONAL LINE TO 
SELL FROM MANUFACTURER ONLY. 


SAM W. FOLSOM 
1502%2 YOUNG ST. DALLAS, TEXAS 











Manufacturers’ Representatives 
and Merchandise Factors 
Covering Southwestern states selling to hard- 
ware and grocery jobbers exclusively. Desire 
additional hardware and specialty lines. &x- 
perienced representation, aggressive coverage. 

Will carry accounts or you can bill direct. 
Address—MARTIN-SMITH COMPANY 
1725 Alamo Nati. Bidg., San Antonio, Texas 











NATIONAL DISTRIBUTORS 





Established— Beli ss 
ANCO CORPORATION, Pittsburgh 22, Pa. 
Breneh Offices 


Gew York - Philadelphia - Detroit - Cleveland - Louisville 


Covering sll classes of jobbers. We will carry the 
accounts or you can bill direct. 


Write for further information ond references. 











ACCOUNTS WANTED FOR 
REPRESENTATION ABROAD 


Broad Latin American contacts. Manufacturers 
to handle all export details. Lines—household 
hardware and general merchandise. C issi 
basis. 
Address Box L-364, care of HARDWARE AGE 
100 E. 42nd Street, New York 17, N. Y. 




















THE ANDERSEN SALES CO. 
2832 43rd AVE. SOUTH 
MINNEAPOLIS 6, MINNESOTA 


MANUFACTURERS’ AGENCY 
SELLING IMPORTANT 
MID-NORTHWEST JOBBERS 








SOUTHEASTERN STATES 


Manufacturer’s Agents. Established 1926. 
Staff of 6 men. Cover trade 4 times 
yearly. Commission basis. Inquiries in- 
vited. 

McCUTCHEN-SIMPSON, INC. 
9822 N. E. 2nd Avenue Miami 38, Florida 








Perkins Knows New England 
ESTABLISHED 1920 


COVERING HARDWARE, HOUSEWARES, 
AUTOMOTIVE AND ELECTRICAL SUPPLY 
JOBBERS, CHAINS & DEPT. STORES. 


PERKINS SALES CO. 
610 NEWBURY ST. BOSTON 15, MASS. 














A-1 REPRESENTATION IN THE 
SOUTHERN CALIFORNIA MARKET 


SALESMAN, COLLEGE, 12 YEARS EXPERIENCE 
HARDWARE, VARIETY, DEPARTMENT STORE 
AND WHOLESALE AND RETAIL DRUG TRADES, 
OFFERS SERVICE FOR FEW SELECTED FIRMS 
AT A LOW FEE. 
Address Box 1-357, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 














MANUFACTURER’S REPRESENTATIVE 
WITH OVER one thousand dealer accounts in 
the states of Arkansas, Louisiana, Missouri, Mis- 
sissippi, Texas and Oklahoma desires two addi- 
tional lines with merit and volume, prefer horse 
drawn implements as now have two non-con- 
flicting allied lines. Can use good aluminum and 
enamel houseware lines to be sold direct to the 
dealers. Address Box L-371, care of Harnware 
Ace, 100 E. 42nd Street, New York 17, N. Y. 








SALES REPRESENTATIVE MAKING 
DAILY CONTACT among Chain Store Syn- 
dicates and Wholesale Distributors wishes to 
represent a Reliable Manufacturer in Wisconsin, 
Illinois, Michigan, and Minnesota. Will give 
100% of his time. Maintains Milwaukee Office. 
References furnished. Address Box L-349, care 
of Harpware Az, 100 East 42nd St., New 
York 17, N. Y 





MANUFACTURER: A YOUNG AGGRES- 
SIVE EXPORT HOUSE WANTS GENERAL 
HARDWARE LINES. We control a Live Sales 





Staff throughout the world, can sell either for 
you or purchase for our own account. All ship- | 
ping details handled by us, and we can produce | 
volume business. Address Box L-346, care of 


Harpware Acz, 100 East 42nd St., New York 
SY, A. TF. 





JULY 31, 1947 


HOUSEWARES MANUFACTURER! 


ARE YOU SATISFIED WITH 
YOUR MIDWEST COVERAGE? 


TWELVE MEN, EACH CALLING ON 300 AC- 
COUNTS EVERY SIX WEEKS, SELLING DEAL- 
ERS, DEPARTMENT STORES, CHAINS AND 
JOBBERS, HANDLING STAPLE HOUSEWARES 
AND HOUSEHOLD APPLIANCES. WILL REP- 
RESENT AGGRESSIVE MANUFACTURER WHO 
WANTS THOROUGH COVERAGE AND IS 
WILLING TO GO ALL OUT TO GET IT. 


THE JOHN H. LEE COMPANY 
308 W. WASHINGTON ST. 
CHICAGO 6, ILL. 











(Continued on page 110) 








ATTENTION MANUFACTURERS—Honest, 
reliable and real productive sales representation 
assured manufacturer whose line I accept. Cor- 
respondence invited from reliable manufacturers. 
Cover Cleveland, Ohio, and adjacent territory, 
thoroughly. L. Robert Wittrock, 8510 Linwood 
Ave., Cleveland 6, Ohio. 





SALESMAN WISHES TO REPRESENT 
MANUFACTURER OF PLUMBING SUP- 
PLIES AND HARDWARE SPECIALTIES in 
Pennsylvania and New York. Has following 
among jobbers and chain stores. Address Box 
L-356, care of Harpware Acs, 100 East 42nd St., 
New York 17, N 


* 





SALESMAN WITH CAR—following of hard- 
ware and houseware dealers, wholesale and retail. 
New York Metropolitan Area. Desires sidelines. 
Address Box L-381, care of Harpwarge AGE, 
100 E. 42nd Street, New York 17, N. Y. 





AUSTRALIA — AGGRESSIVE SELLING 
REPRESENTATION, PROVIDING COM- 
PLETE AUSTRALIAN COVERAGE is avail- 
able to American Hardware Manufacturers. 
References furnished. Address Box L-302, care 
of Harpware Acz, 100 East 42nd St., New 
York 17, N. Y. 





ATTENTION MANUFACTURERS OR 
BROKERS. Sales Representative thoroughly ex- 
perienced, aggressive, with two salesmen, desires 
complete line of Builders and Industrial Hard- 
ware, as representative or jobber. Now covering 
State of Wisconsin. References. Write Box 
L-333, care of Harpware Ace, 100 East 42nd 
St., New York 17, N. Y 
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| Accounts Wanted 


LC Positioms Wanted — || 


Positions Wanted =| 





HARDWARE WHOLESALER WITH 150 
ACCOUNTS IN Central Ohio is interested in 
staple items in tools, cutlery and cordage from 
reputable manufacturer. Address George Jur- 
gensmier, 172 E. Second Street, Logan, Ohio. 





| Positions Wanted | 


POSITION WANTED IN GENERAL 
HARDWARE, Sporting Goods and Electrical 
Department or Store. Capable of managing and 
buying. Experience in estimating or installing 
of heating equipment. Can furnish references. 
Address Box L-375, care Harpware Ace, 100 E. 
42nd Street, New York 17, N. Y. 





| HARDWARE MAN WITH BROAD EX- 
PERIENCE IN SALES MANAGEMENT AND 
WHOLESALE BUYING Seeks Position with 
Jobber or Manufacturer. Until July 1, manager 
of wholesale hardware division in Southwest Area. 
College graduate, 41 years of age, with family. 
Executive, sales or buyer position will be con- 
sidered in any area. Tel. T37822 or Address 
5851 Martel, Dallas, Texas. 





DESIRE EXECUTIVE POSITION _IN- 
VOLVING SALES OR OPERATING MAN. 
AGEMENT OF HARDWARE MANUFAC. 
TURING FIRM. Former U. S. Army Officer, 
age 44. Handled extensive and diversified supply 
Depot operations for U. S. Corps of Engineers. 








MANAGER—SALES—PURCHASES—ALSO 
KNOWLEDGE of credits, traffic, personnel, 24 
years’ experience with 2 prominent New York 
general hardware distributors. Intelligent, con- 
scientious, excellent record of accomplishments. 
References from former employers. Satisfactory 
salary arrangements to prove ability. Address 
Box L-363, care of Harpware Ace, 100 East 
42nd St., New York 17, N. Y. 





VETERAN 26, AGGRESSIVE SALESMAN, 
PERSONAL CONNECTIONS AND FOLLOW- 
ING with Hardware, Automotive Jobbers and 
Chain Stores is interested in representing well 
established manufacturer selling to jobbers in 
New York, New Jersey, and Pennsylvania. Only 


Thoroughly versed in stock control, warehousing 
and material handling. Fifteen years sales and 
operating experience with subsidiary of U. S. 
Steel Corp. Wide acquaintance with hardware 
jobbers and manufacturers in Eastern States. 
Address Box L-341, care of Harpware AGE, 
100 East 42nd St., New York 17, N. Y 





EXECUTIVE SALES POSITION. UNIVER- 
SITY GRADUATE, CURRENTLY BRANCH 
MANAGER FOR NATIONAL ORGANIZA- 
TION supervising 125 people in billing, shipping 
credits and collection operation wishes to return 
to selling. This man has successfully sold in 
the New York Metropolitan Area and is at home 
among the hardware, appliance, houseware, plumb- 
ing supply, restaurant supply and stove trade. 
Position must have real future and allow earn- 





permanent propositions considered. Own 1946 
car. Address Box L-344, care of HarpWaRE 
Acz, 100 East 42nd St., New York 17, N. Y. | 


ings of $7,000 to $10,000.‘ Address Box L-343, 
care of Harpware Acgz, 100 East 42nd St., 


POSITION WANTED: HARDWARE 
CLERK, SIX YEARS RETAIL HARDWARE 
EXPERIENCE, seeks steady position as general 
clerk in medium sized retail hardware business, 
any location in Pennsylvania State. No chain 
stores. Age 47, single, responsible, accounting 
background, ambitious, trim windows. Best ref- 
erence. Address Box L-347, care of HARDWARE 
Ace, 100 East 42nd St., New York 17, N. Y. 


RETAIL HARDWARE STORE MANAGER, 
AGE 43, Chain Store Trained in Modern Mer- 
chandising and Buying Control Methods. Experi- 
enced hardware, paints, farm equipment, plumb- 
ing, heating and building supplies. Responsible 
position desired. Address Box L-351, care of 
Harpware AGz, 100 East 42nd St., New York 
Mw, me. = 














CHIEF ENGINEER FORMERLY CON- 
NECTED WITH leading manufacturer of lawn 
and garden tools and equipment seeking position 
with manufacturer in this field. Design and 
development of new products; organizing plant 





production. Address Box L-373, care of Harp- 
warE AGE, 100 E. 42nd St., New York 17, N. Y. 





POSITION WANTED. TO A PROMINENT 
AND RELIABLE MANUFACTURER OR DIS- 
TRIBUTOR of General Hardware, Paint, 
Brushes, or Kindred’ Products. I would like to 
offer my services as Representative in the State 
of Illinois and Eastern Iowa, excluding the Chi- 
cago Area. Full time or straight commission. My 
assets are, 3 years hard work in the above ter- 
ritory, over 600 accounts, good education and 
personality, highest credentials as to ability and 
integrity. What do you have to offer? Address 
Box L-350, care of Harpware Ace, 100 East 





New York 17, N. Y. 


42nd St., New York 17, N. Y 








) Recently Off the Press! 


The 18th Edition of 
HARDWARE AGE VERIFIED LIST 


The most complete and authoritative list of 


WHOLESALE HARDWARE HOUSES 
We have yet published 


* 





INDISPENSABLE for contacting the Wholesale 
Hardware Houses in the United States and Canada. 
GIVES THEIR NAMES AND ADDRESSES— 
CAPITALIZATIONS—LINES HANDLED—TERRI- 
TORIES COVERED—NUMBER OF MEN TRAV- 
ELLED — WHEN THE BUSINESSES WERE 
ESTABLISHED—AND THE NAMES OF THE 
OFFICIALS AND BUYERS. 





These lists are needed by all who sell through Hardware Channels 
Price is $15.00 a copy—REMITTANCE WITH ORDER 


HARDWARE AGE VERIFIED LIST 


OBVIOUSLY useful information for calling on Job- 
bers—in making credit arrangements and in Direct 
Mail Sales Promotion Advertising. 





IT ALSO CONTAINS SEPARATE LISTS OF 
MILL SUPPLY DISTRIBUTORS — PLUMBERS’ 
AND TINNERS’ SUPPLIES JOBBERS—MANU- 
FACTURERS’ AGENTS — HARDWARE CHAIN 
STORES — HARDWARE ASSOCIATION LISTS. 





100 EAST 42nd STREET, NEW YORK 17, N. Y. 
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All-Steel Construction 


Die 
& «+ de fuxe fixtures finished in 


gleaming high-bake enamel. Built for 





long service. Many models and sizes, 


that really SELL merchandise, 


WRITE US FOR DATA ON ALL MODELS 
Model No. 102-R 


4% ft.~6 ft haste Prompt Shipment 


C. E. ERICKSON COMPANY, INC. DES MOINES, IOWA 











A GREAT LINE! 


ELECTRIC RANGES + ELECTRIC WATER HEATERS ~+ OIL RANGES + PORTABLE OVENS «+ OIL HEATERS + WICKS 


A. J. LINDEMANN & HOVERSON COMPANY 
€o, Fos MILWAUKEE 7, WISCONSIN 














STATESMAN 


NYLON 


BAIT CASTING LINE 
Smoother... stronger... smaller , Vv 
diameter ...and unaffected by ae 


salt water! Carefully made by a 
Norwich special process—in nine 
tests from 9 to 50 pounds. 


Ask your Jobber Salesman! 


WORM EC): 


LINE COMPANY, ~wie 
The Line of Champions 
NORWICH, N.Y. 




















IT REVOLVES! \ 7 SPRAY-MIST 


IT SPRAYS! SPRINKLER 


IT MISTS! 
IT AERATES! 









“CONVERTS YOUR 
HOSE TO A 
LAWN SPRINKLER” 











Hcertess INDUSTRIES 





5141 MILITARY DETROIT 10, MICHIGAN 
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DEALER'S DISCOUNT 


“4 PALMER D. WEEKS 


DISTRIBUTOR 
401 S. W. Ist AVE. © PORTLAND, OREGON @ DEPT.032 - 






















When You Know 
The Trade-Name— 


of a certain product and want to know "Who Makes It?” 
look in the General Directory Section of the "Who Makes It?” 
Number of HARDWARE AGE for the trade-name. You'll find 
it listed alphabetically under the product heading of the item 
in question. Alongside the trade-name you will find the name 
of the manufacturer, also the address of the maker arranged 
alphabetically in the same list. Keep your “Who Makes It?” 
Number close at hand where it will serve your wants quickly. 


HARDWARE AGE 


100 East 42nd St. New York 17, N. Y. 




















BABBITT “Modern Metal" LAYING NESTS 


The Greatest improvement in laying nests in a generation. Made from 26 gauge 
lifetime Aluminum. 
NEW DESIGN 
STOPS hens from piling up in individual nests. 
SAVES LITTER—fronts and backs are high eneugh to keep litter from spilling 
out, with a turned in lip te make doubly 4 ne litter is wasted. 
MAKES | much quicker job of collectin 


COOLER IN SUMMER—lets your birds byte in comfort. 
EASILY DARKENED if yeu prefer 
LIGHT IN WEIGHT—a ehild can handle 
ALL EDGES SMOOTH, no ehance ef injury 7 > bands er hen 
REMOVABLE BOTTOMS for easy cleaning and the battens ‘can’t fall out. 
TOPS ARE SLANTED to prevent reesting 
PERCHES RAISE te close nests at night to prevent roesting In the nests. 
ASSEMBLY TIME is eut at least « third. 
seauiees Br i £ 7 
ALL ME for mites and Ilee. 
FARM TESTED-PRACTICAL ECONOMICAL 

Available in the following sizes: Dealer Price 
#280-2 Rews 80 Hen Capacity $9.71 
#260-2 Rows 60 Hen Capacity 8.06 
#240-2 Rows 40 Hen Capacity 5.81 


F. 0. B. Vineland, N. J. oe Gunes If cheek acoompanies erder 
1% ten days te rated firms. 
On Orders for Gross lots, Assorted sizes, special discounts on request. 











Manufacturers Representatives and Jobber inquiries Invited. 
THE BABBITT MFG. CO., 719 Park Ave., Vineland, N. J. 











Your ~ From Oue Source Hardware Manufacturer 


"I, iy CABINET HARDWARE - BUILDERS HARDWARE ~- CABINET LOCKS + SCREWS AND BOLTS 


Y) NN 


JULY 31, 1947 


NN. NATIONAL LOCK COMPANY ROCKFORD, ILLINOIS 











It costs no more to own the best. Buy 
modern-line Glass Cutters and painters’ and glaziers’ tools. 


RED DEVIL TOOLS 
Irvington, New Jersey. U. S. A. 





RED DEVIL 
























The “Babbitt” Roof Scaffolding Jack 


Preferred by carpenters, builders and roofers everywhere for saving time 
and materials in building roof scaffolds. Quickly and easily attached to 
roof by driving two nails—A tap of the hammer and it is removed. 

Rugged construction for safety and long life, with no moving parts to slip 
or become out of order. Holds 2x4, 2x6, or 2x8 framing and works 
well on any slope roof. 

Extra long shank allows room for stacking shingles on the scaffold without 
interfering with the next course to be laid and eliminates crouching low 
to lay the first course. Several jacks may easily be carried at one time— 
They hang on a ladder rung until needed—and in most cases can be dropped 
to the ground when finished without harm to the jack. 
These jacks sell in quantity—One man working alone will use from six to 
a dozen—Larger crews in proportion. Prog f merchandising of this 
builders’ equipment by the dealer will bring new customers to the store and r 





additional sales of building material items, tools, etc. 
Fast selling—proven through use. Price to retailers $1.38. 
Dealers price F.O0.B. Vineland, N. J. 2% discount if 
check accompanies order. 1% ten days to rated firms. 
Overall length 24 in., Width 2 in., Weight 3% Ibs. 
Packed 1 dozen in steel strapped bundle. Shipping weight 
40 lbs. per dozen. 

On orders for Gross Lots, Special discounts on request. 
Jobber inquiries invited. 


Made by 


THE BABBITT MFG. CO. 


719 Park Avenue Vineland, N. J. 









































































Immediate Delivery 


CHENEY INDUSTRIES, Dept. H 


FINISH: Green Enamel. 

POST: High carbon welded 
steel tube. (Four times 
stronger than common black 
pipe.) 7 feet long x I'/2-inch 
diameter. 

HOOKS: New design, strong 
heavy, with plenty of line 
space. 

SOCKET: Heavy steel tubing 
16" long. Sets in ground or 
concrete. Black enamel 
finish. 

PACKED: Four complete posts 
wrapped in heavy waterproof 
paper. 

WEIGHT: 56 Ibs. per set of 

four posts. 





ORDER THROUGH YOUR WHOLESALER 
Trenton, N. J. 

















PLYMOUTH - 
Producla PLYMOUTH, MASS. 


AY s&s 
THE ROPE YOU C 


ROPE - BINDER TWINE - BALER TWINE TYING TWINE 

















MARSHALLTOWN TROWEL COMPANY 








* MARSHALLTOWN TROWELS * 


* MARSHALLTOWN, 


IOWA 




































ROLLER DERBY SKATE CO. 
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Specialists 


BAIT CASTING « FLY FISHING « SALT WATER FISHING 


GEPHART MFG. CO. 


1020 West Adams St., Chicago 7, Ill. 


SEND FOR COMPLETE 
INFORMATION 


in Steel Fishing Rods for 








4533 Payne Ave., Cleveland 3 | 











FOR BEST SERVICE ON THESE STEADY SELLERS, ALWAYS DEPEND ON «ees 










TURNBUCKLES —‘‘Alumaloy”’ 
Bodies— Steel Hooks 
and Eves 


EYE BOLTS 
Bright Zinc Plated 


THE FINEST HARDWARE— CORRECTLY DESIGNED TO GIVE 


of 


650 West Lake Street 


Chicago 6, Illinois 


GREATEST STRENGTH 


HARDWARE AGE 
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Air Express Div 
Aluminum Com 
American Mfg. 


Babbitt Mfg. C 
Baltimore Ocec 
Barrows Lock ' 
Bird & Son, In 
Brown-McLaren 
Burpee Co., W 


Camillus Cutle: 
Central Rubber 
Cheney Industri 
Clemson Broth 
Cleveland Chai 
Cleveland Que 
Coiumbian Vise 
Congoleum-Nai 
Congress Die C 
Country Gentle 
Cox Metal Pro 
Crescent Bronze 


Dearborn Stove 
Diamond Calk 
Disston & Sons, 
Domes of Silen 
Donley Paint C 
Durbin-Durco 


Eagle Industrie: 
Eagle Lock Co 
El Roy Naval S 
Erickson Co., C 


Federal Enam 

ae 
Ferguson, Inc., 
Ferry Cap & S 
Ford Motor C 

| aS 
Foster Mfg. Cx 
Fuller Tool Co. 


Gephart Mfg. | 
Gibson-Homans 
Globe Sporting 
Great Neck S 


Hamilton Mfg. 
SOERED 2.20000 


Illinois Bronze | 


Jo Mfg. Co. .. 
Johnston Pump 


K-D Mfg. Co. 
Kay-Tite Co. .. 
Kraus Mfg. Co. 


Lacar Enterpris: 
Lebus Rotary To 
Lindemann, A. . 
Locke Stove Co. 
Lockwood Hdwe 
Los Angeles She 
Lurie Hardware 
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Air Express Division ............+- £2 
Aluminum Company of America 16-17 
— Mfg. Co., Inc. (Hartford 


i LEEPER EL LE EM 104 
saben Safe-T Lock Co. ...... 5 
B 
Babbitt Mfg. Co., The ......... Hii, 112 


Baltimore Ocean Transport Co. .. 114 


Barrows Lock Works ............- 59 
ere 114 
Brown-McLaren Mfg. Co. ......... 66 
Burpee Co., W. Atlee ........... 91 





c 
Camillus Cutlery Co. ............- i 
Central Rubber Products Co., Inc. 104 
Cheney Industries, Inc. ........... 112 
Clemson Brothers, Inc. .......... 46 
Cleveland Chain & Mfg. Co. .... 
Cleveland Quarries Co. ......... 65 
Coiumbian Vise & Mfg. Co. ...... 94 
Congoleum-Nairn, Inc. ........... 6 
Congress Die Casting Division .... 105 
Country Gentleman .............. i4 
Cox Metal Products Co. ........ 104 
Crescent Bronze Powder Co. ..... 35 
D 
Dearborn Stove Co. .............- 7 
Diamond Calk Horseshoe Co. ... 71 
Disston & Sons, Inc., Henry ...... 20 
Demes GF SHERCO ..0000.0cccvcce 413 
TE MIMS, Sevesccveccscess 94 
SPIE scene -wressvoeusseete bi] 
E 
Eagle Industries, Inc. 1 
Eagle Lock Co. oe 
El Roy Naval ay ere 
Gremen Go., C.. ©. ........0ccccee il 
F 
Federal Enameling & Stamping 
ma. .......... & 
Ferry Cap & Set Screw Co. .... 69 
Ford Motor Co., Special Prod. 
PS. Mebpetiny csniqe nwsadie nwo 14 
SS ea a 79 
Uk 8 ee 97 
SG 
a = 


Gibson-Homans Co. 
Globe Sporting Goods Mfg. Co. 9 
= Neck Saw Manufacturers, 


Mall Tool Co. ... 


National Enamelin 
eres 


National Lock Co. 
National Mfg. Co. 


Neatslene Co. .... 


Nourse Oil Co. 


Oster Mfg. Co. .. 


Peerless Industries 
Pennsylvania Lawn 


Plymouth Cordage 
Popular Mechanics 


Majestic Tool Mfg. 


National Screw & Mfg. Co. 


CO. .ncccceee 102 


Malleable Iron Range Co. ....... 15 
Marshalltown Trowel Co. ........ 112 
McGill Metal Products Co. ....... 9 
Miller, Inc., Robert E. .......... !13 
Minute Mep Co. .....0.2. ccc 105 
Myers & Bro. Co., F. E. .......... 114 
N 
Matiennl Cast Ge...........<.ccc00 55 
National Cash Register Co. ...... 47 


g & Stamping 


National Hardware Show, Inc. ... 72 


Norwich Line Co., Inc 


Pacific Plastic & Mfg. Co., Inc... 74 


ineswetanemeied 11 
Mower Division 105 
B 


Peters Cartridge Division ......... 


eae 12 
Magazine .... 13 


2 
Guten Ceblery Ge. ..cscccccsscces é 

R 
Railway Express Agency .......... 52 
 £ |) eee 112 
Reflecto Letters Co. ............. Se 
Remington Rand, Inc. ............ 83 
Roller Derby Skate Co. ........ . 112 
Russell & Erwin Mfg. Co. ......... 12 

s 
Safe Padlock & Hardware Co. . 9 
San Angelo Foundry & Machine Co. 101 
Save Lamp Co., The ............06 104 
SUE 87 
Shapleigh Hardware Co. — 
Sharon Bolt & Screw Co. ........ 50 
Sheffield Bronze Paint Corp. ...... 49 
SL eae eee 113 
PE SI, VOD oviincevccctesece 104 
eer 105 















pocket knives 





.+-for fine quality 


















CAMILLUS 
had the cage / 


CAMILLUS CUTLERY COMPANY, New York 17, N.Y. 
Established 1876 . 


Factory at Camillus, N. ¥. 


coer 





Tru-Test has an assured buying markec of over 
fifty wholesale hardware distributors —— 


thousands of retail hardware dealers . 


. plus 


complete promotion to insure you continuous 


volume sales. 


TRU-TEST 


Prensa 


<> 

division of 
OAKES & COMPANY 
650 South Clark Street « Chicago 5, Illinois 








WARM MORNING COAL HEATERS 


OUTSELL 


ALL OTHERS! 


Four Popular Models Available 


MODEL 
420-A 


j= a 


MODEL 
520-8 


MODEL 
524-8 


| MODEL 
z 616 


20 Warehouses to Serve You = Distributed Wholesale by 


STOVE 


DIVISION 


Southern Coal Company, Inc. 


America’s Largest Distributor of The Genuine Warm Morning Coal Heater 
ATLANTA « BIRMINGHAM ¢ CHARLOTTE « CHICAGO « DALLAS « FT. SMITH 
KANSAS CITY « KNOXVILLE « LOUISVILLE « NASHVILLE + NEW ORLEANS 
OMAHA « ST. LOUIS 
GENERAL OFFICES: MEMPHIS |, TENNESSEE 











Be ccGindutinb saumiemaeuena ais 84 | Steel Products Mfg. Co..........10-11 
Gulow & Ge., tne. ©. Wi ..ccccee 105 | Stevens & Son, Inc., Walter B. ... 102 
H T 
Hamilton Mfg. Corp. ............- 9] Templeton, Kenly & Co. ........ 104 
Hapco oe cer cccccccccsccevccccocces 104 Tennessee Valley Associated Mar- 
SN. Sidon cen cesebantawseeene 
I BE. TES osccnescsceces ~ = 
l Triplex Screw MD. saabepeusanssee 53 
Iilinois Bronze Powder Co. ....... 70 a ee - 
Tyler Fixture Corp. .............. 103 
J 
ee eee 59 v 
Johnston Pump Co. ............... 63 
WE WE GO asceecssescednnes 89 
K 
KD Mig. Co. seocsseeeeessseeen 105 ” 
DT MM csimeteaseussasvcunes 67 
K i : : DON, cecccassvccsens Hit 
raus Mig. Co., Charles E. .. .. 100 Westinghouse Electric Corp. (Bug- 
ee tees: 77 
L Wieen Leys ......5000cccceccveee 76 
Wood oon a Te seas 75 
Wood Shovel & Tool Co. ......... !8 
Lacar Galerprices .........:ccccce 97 
Lebus Rotary Tool Works ......... 105 Wooster Brush Co. ............... 2 
Lindemann, A. J. & Hoverson Co. Ii! 
Locke Stove Co. ........-..0.c00. 81 
Lockwood Hdwe Mfg. Co. ....... 23 Y 
Los Angeles Sheet Metal Mfg. Co. 10! - 
Lurie Hardware Co., Inc. ......... 96 | Yale & Towne Mfg. Co. .......... 3 
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Genui"° DOMES & SILENCE 


SLIDE ac bd 


Rubber 


Ask your Jobber. If 


DOMES of SILENCE 


SOFTLY - SMOOTHLY 
SAVE FURNITURE 
& FLOORS-CREATE QUIET 


Domes of Silence 


Glide 


Nome 


on each genuine 


ilence 
Glides 


Domes of S 
Cushion 


> aad Baeke 


he is not supplied write to 


Inc., 35 Pearl St., N.Y. C. 
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HELP YOU SELL THIS 
THRIFTY FLOOR PROTECTION 


Cash in on Bird’s sales-stimulating Rubberlike Runner 
advertising in the Saturday Evening Post. Stock up now 
on fast-moving Rubberlike Runner, the low-cost, long- 
life floor protection. In rolls 27” x 100’, 36” x 75’. Free 
sales aids to help you tie in on the year ‘round national 
advertising. For the mame of your distributor, write 
Bird & Son, inc., 22 East St., East Walpole, Mass. 


BIRD RUBBERLIKE’ 
PATENTED NON-RUBBER 
CONSTRUCTION 


“aay Pnepirt 


FOR YOU! 





*Reg. U.S, Paw Of. 





FAST, 





Yes! Here's a standard stock item 
that sells like hot-cakes! Sturdy, 
rustless aluminum; folds compactly 
for storage in six foot space ... or 
opens to give your customer 160 
feet of drying space. Complete 
with strong, sash-weight cord and 
steel ground box. Weight... a 
mere 12 pounds! Stock on hand 
permits immediate delivery for 
immediate orders. Write for de- 
tails today. 


Cleo MANUFACTURING DIVISION 


THE BALTIMORE OCEAN TRANSPORT CO. 
618 GARRETT BUILDING © BALTIMORE 2, MARYLAND 


LIFETIME 
USE! 






RETAILS AT 


$15.45 


MEDIUM SIZE, 
110-FOOT SPACE 


$12.95 


114 












RIBUTORS: 








Complete your line with this 


FUEL OF A HUNDRED USES! 


Sales territories now open to distributors and 
dealers in many areas for Ford Heat-Packed 






Charcoal Briquets—the modernized wood char- 
coal in concentrated form, for more intense heat. 


Here’s why Ford Charcoal Briquets mean real 
profits for you: 


Big Market: Pic- 
nics ¢ Barbecues « 
Camping ¢ Hotels ¢ Res- 
taurants ¢ Clubs « Dining 
Cars @ Refrigerated Rail 
and Truck Lines ¢ Foun- 
dries ¢ Metal Refineries « 
Tinsmiths e¢ Packing 
Houses * Tobacco Growers. 





Better Product: 
Cleaner, smoke- 
less, spark-free—Ford 
Charcoal Briquets burn 
far longer than ordinary 
charcoal! They give an 
even heat that lasts and 
lasts. And they're of uni- 
form size. Free from waste 
and fines. 


Good Mark-Up: Steady Sales: Not 

Profitable mark-up seasonal, Profits 
fer distributor and dealer Winter and Summer—all 
alike! year ’round! 





Add Ford Charcoal Briquets to your line. Prices now 
reduced approximately 10%! Write, wire or phone: 


Fra) FORD MOTOR COMPANY 


Special Products Department 
DEARBORN, MICHIGAN 
HEAT-PACKED 
CHARCOAL BRIQUETS 












_ |dependable pro 
Led water syste 







THE F. E. MYERS & BRO. CO, 
Dept. H-42, Ashland, Ohio 


Mcre Myers Water Systems Are In Use Than Any Other Make 


HARDWARE AGE 
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UALITY PACKAGE. 


for 
Quality 
Products 


r 





THE NATIONAL SCREW & MFG. COMPANY 
CLEVELAND, OHIO 


ie Ok a © ee 


The most complete line of 
fasteners made by one manu- 
facturer. Sold by leading 


distributors. 





Through the years, “National Screw” has developed the 
reputation in the hardware trade for making uniform, 
/ dependable, high-quality fasteners. To keep pace with this 
/ quality, “National” improved its packages, giving them great- 
er sales appeal. Now, “National” fasteners come to you in 


this new, eye-catching package, with new, easy to read labels, 





” 





to make “‘National’s” line the most desirable one to handle. 





THE FIRST TOOLS 
TO BEAR THESE 
TRADE MARKS 


SHAPLEIGH HARDWARE COMPANY 





Wa Fs EO) US) 
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KEEN KUT! 


NOW 
BACK AGAIN IN 
FINE PRE-WAR 

FINISHES 











